














IS47 ROGERS BROS. 


ORIGINAL ROGERS SILVERPLATE 


NO OTHER SILVERPLATE HAS THE BACKGROUND 
THAT 1847 ROGERS BROS. HAS... 


: 
Background of Merchandising (oe) 


2 ee. : | 
Background of Advertising [iM Dachywound of, WH, ypulerily 


3 
Background of Pattern Popularity 


4 
Background of Quality 


5 
Background of Controlled 
Distribution 


SYLVIA 

















No silverware manufacturer has hit so con- 
tinuously the popular taste in respect to pat- 
terns ... or has so many outstanding design 


successes chalked up to his credit. Sylvia and 
SILHOUETTE 





the five other active patterns in 1847 Rogers 


Bros. are easily the leaders in the field. 


AND REMEMBER: 
CONTROLLED DISTRIBUTION 


has eliminated unfair competition — the re- 


tailer now closes the sale — makes the profit. 
The quality mark of the 


REG. U.S. PAT. OFF. 





International Silver Company, Meriden, Conn. 


NEW YORK, 9-19 MAIDEN LANE - CHICAGO, MERCHANDISE MART - SAN FRANCISCO, 150 POST STREET - ST. LOUIS, AMBASSADOR BUILDING 

















THE JEWELERS’ RIGHT-HAND MAN 





























Every Season 
Every Occasion 























A Summertime Best 
Seller 


No. 251 Simmons Quality Bond- 
street Coat Chain Set, Yellow Gold 


Color. London’s latest vogue—The 











Chain and Leather Thong are in- 
. stantly interchangeable, and the 








one best suited to the occasion can 


be worn. 


$5.50 per Set, List. 


BENJ. ALLEN & CO., inc. 


The Silversmiths Building 
10 SO. WABASH AVE. ; CHICAGO, ILLINOIS 
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NPEAKING OF 


THE _Jeweiry ‘RADE 


Daylight saving 
time has brought its troubles to some 
jewelers. For instance, R. Larson, a 
jeweler at Gladstone, Mich., who 
has charge of the Soo line time in- 
spection in that vicinity, says that-“it 
has been a hard thing to know just 
how to keep time for the public and 
the railroad men on the same clock.” 











However, he has worked out a solu- 
tion that seems to be satisfactory ‘in 
the clock he has installed at his Delta 
Ave. store, a clock which tells both 
times at the same time. 

On his clock he has put a gold 
hour hand which points out the time 
of day for railroad men and post 
office employees. The gold hand de- 
notes Central Standard, or slow 
time. On the same clock is another 
hand, a black one, which points out 
the hour according to fast, or Day- 
light Saving time. Most of the city 
officially recognizes the black hand. 

“Some of the wiseacres have al- 
ready labeled the time pointed out by 
the gold hand as ‘Gold Standard 
Time,’”’ says a local paper, “which 
we hope won’t further confuse you.” 


ln explaining 
the situation of the Government as 
to selling its diamonds through the 
Diamond Corporation, Minister of 
Mines Duncan of South Africa said 
in a recent Parliament debate: 

“The member for Kimberley (Sir 
Ernest Oppenheimer) is the Chair- 
man of the Diamond Corporation. 
An agreement had been entered into 
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between the Government, the Ad- 
ministrator= of South-West Africa, 
the De Beers Consolidated Mines, 
Ltd., the New Jagersfontein Mining 
and Exploration Co., Ltd., the Pre- 
mier (Transvaal) Diamond Mining 
Co., Ltd., the Consolidated Diamond 
Mines of South-West Africa, Ltd., 
the Cape Coast Exploration Ltd., the 
Koffyfontein Mines, Ltd., and the 
Diamond Corporation, Ltd., under 
which an association had been formed 
for the control and regulation of the 
sales of their diamonds. The Asso- 
ciation was managed by a board of 
five members, two of whom, includ- 
ing the chairman, were appointed by 
the Government to represent the in- 
terests of the Union and South-West 
Africa. All decisions of the board 


had to be by unanimous resolution.” 


. 


» are the retail 
jeweler’s desire for quick work on 
repairs and advertisements such as 
“One-Day Service” or “Work Re- 
turned the Same Day It Is Re- 
ceived,” Arnold Eckmann, shop su- 
perintendent for Graffe & Stanek, 
Chicago, calls attention to the fact 
that these have a decided tendency of 
lowering the quality of work done 
and in the*end produce conditions 
which cause the retailers to lose cus- 
tomers. 

“Good work,” he explains, “re- 
quires time. One-day work permits 
none. If we consider the first deliv- 
ery of registered mail does not get to 
the factory until 10:30 a. m.; that 
some time is required to examine each 
article and, especially with diamonds 
and precious stones, to properly de- 
termine defects that must be recorded 
for further reference, it is easily seen 
that such jobs can rarely be started 
before noon. In most instances, you 
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cannot rush these specials through 
within a few hours. To do this the 
manufacturer must employ an exces- 
sive number of men who would have 
to wait idly in order to jump at the 
work when it comes into the shop. 
Remember the foreman must also ex- 
amine each article, judge the best and 
most economical way of handling 
each job and instruct the workmen 
how to carry it out. Think of the 
excess overhead incurred to distribute 
the work and get it in six or eight 
hours of the day. This must result 
in either the work being done hastily 
or without thoroughness; or, if prop- 
erly done, the excess overhead would 
make the charges out of proportion 
if the factory wants to stay in busi- 
ness. 

“The retailer who wants good 
work should cooperate with the fac- 
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tory, remembering that ‘Haste Makes 
Waste.’ Instruction such as we got 
from an old customer recently, “We 
expect your best service possible with 
your usual excellent workmanship,’ 
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will produce the best results for us, 
for him and for his customer. Those 
who act this way are bound to raise 
the standard of workmanship in the 
trade.” 

a 8 


Referring to the 
advertising campaigns to get gold 
from the public put on in various 
States by people not connected with 
the jewelry trade, N. O. Taylor of 
the Spyco Smelting & Refining Co. 
of Minneapolis calls attention that 
such campaigns divert a large amount 
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of precious metals scrap into chan- 
nels outside of our trade and result 


-in a loss in profit to the jeweler gen- 


erally. 

“The logical channel for the flow 
of old gold from the owner to the 
refiner is through the jewelry trade,” 
he said. “The purchase of old gold 
by the jeweler gives him an oppor- 
tunity to discuss and to sell new mer- 
chandise, and this in turn in time 
helps swell the volume of old gold 
available for market. . 

“Every jeweler should act aggres- 
sively now and make every effort to 
secure old gold. Cash for old gold 
is always more attractive to the seller 
than the merchandise certificates of- 
fered in various schemes. An offer of 
cash and fair market values for old 
gold will get customers into the 
jewelry stores, and there is a profit to 
be made in both old gold and in the 
potential new business it brings in.” 

Speaking of the fact that window 
cards, posters and stickers on invoices 
will bring in old gold to the retail 
jeweler, he refers to the help that is 
being offered the retailer in this line 
by refiners, as, for instance, the neat 
window cards and supply stickers 
which his firm are offering to retail- 
ers on request. 


5 who have 
bought old gold have become conver- 
sant with the many frauds perpe- 
trated by improper karat marks. In 
his speech before the Maryland-Dela- 





ware-Washington convention, May 
6, Chairman Niemeyer of the Jewel- 
ers’ Vigilance Committee stressed 
this in part in his speech and told of 
the number of rotten practices in- 
dulged in by manufacturers as a re- 


NOT INTERESTED UNLESS TRADEMARKED / 





sult of the chiseling buyer’s attempt 
to get merchandise below the actual 
cost on a proper quality. He added, 
“The encouragement of the unscru- 
pulous manufacturer who offers an 
article below the market by cheating 
in the quality is no worse than back- 
ing the retailer who seeks to take ad- 
vantage of such an opportunity to 
undersell his competitor,’ and he 
added: 

“There may be those among you 
who wonder whether I have exag- 
gerated, in emphasizing the points I 
have made. You are probably horri- 
fied to think that such practices 
should be resorted to by anyone in 
the jewelry business, and yet I am 
sorry to tell you that these practices 
are altogether too prevalent, and that 
something should be done by those in 
the industry who have its best inter- 
ests at heart. How can you do this? 


“1—Buy from reputable and 
well-known manufacturers or 
wholesalers. 

“2—lInsist upon the quality mark 
stamped on the article you 
buy. 

“3—Demand identification and 
responsibility for that quality 
mark through the stamping 
of a trade mark. 

“4-_Do not accept questionable 
goods offered at unreason- 
ably low prices, without an 
investigation. 

“S—Urge the strengthening of 
our National Stamping Act 
through your trade organi- 
zations.” 


4d 
p robably the most 


important of all conclusions concern- 
ing the trends of the retailing trade 
during recent years is the need for 
fixing merchandising policies on the 
basis of consumer requirements rather 
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than on the requirements set by man- 
ufacturers or wholesalers, or even on 
such conditions as might seem most 
convenient to retailers,” Dr. Paul H. 
Nystrom told the Metropolitan Con- 
trollers Asseciation in a recent ad- 
dress on “The Trends in Distribu- 
tion Evidenced by the Census Fig- 
ures of 1933.” 

“Probably the greatest gains in re- 
tailing in the future,” Dr. Nystrom 
stated further, “will be made by those 
retailers most adept either by intui- 
tion or by scientific analysis in deter- 
mining what their customers want; 
not only as to merchandise, but also 
as to service, and even as to the store 
itself, its floor plan, layout, and its 
fixturing.” New alignments will oc- 
cur on every hand, he predicts, based 
on a better knowledge of consumer 
requirements. 


Under the title 

“Wanted—A New ‘Type of Star 

Sapphire,” Gems & Gemology, pub- 

lished by the American Gem Society, 
publishes the following: 

“In a recent article Hubert A. 

Fischer, gem importer of Chicago, 






(T'S GOTTA HAVE 5 Points 


ae 


CE 


told of a problem put up to him by 
a retailer to whom he had sent a se- 
lection of star sapphires. These pos- 
sessed, as do all star sapphires, three 
bands of light intersecting at the sum- 
mit of the gem to produce a six-rayed 
star. But they were not satisfactory. 
The retailer sent them back with a 
request for some with a five-rayed 
star, as his customer had requested 
this.” 








Earl A. Wilson, 
president of the Wilson Sales System, 
Detroit, Mich., in a statement to 
THe Jewevers’ Crircurar-Key- 
STONE, said that the time has come 
when jewelers must give more seri- 
ous thought to the time, place and the 
objects of a sale. 

“Tt has been my observation,” said 
Mr. Wilson, “that many stores that 
might well have carried on have de- 
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stroyed their prestige by ballyhoo 
sales, sales out of season or sales han- 
dled in a way to destroy the con- 
fidence of a community in the mer- 
chant when the sale was over. 

“A successful, profitable and busi- 
ness-like sale can be conducted today 
in a manner that not only helps the 
manufacturer and wholesaler but 
will start the retailer off on his way 
relieved of many responsibilities, with 
a cleaner inventory and an _ oppor- 
tunity to further advance his busi- 
ness.” 

B 8 


[., its recent 
decision in connection with the Ken- 
tucky gross sales act, the U. S. Su- 
preme Court has stressed an economic 
law and a business truth that is not 


ortts? 









fully appreciated by the public at 
large or even by a majority of our 
so-called intelligent distributors or 
executives. 

This in effect states that big gross 
business does not necessarily mean big 
profits. Says the opinion of this great 


court: 

“The gross sales of a merchant do 
not bear a constant relation to his net 
profits; net profits vary from year to 
year in the same enterprise; diverse 
kinds of merchandise yield differing 
ratios of profit; gross and net profits 
vary with the character of the business 
as well as its volume. Expert witnesses 
endeavored to establish that net profits 
or net worth grow with increased sales. 
But their testimony not only indicated 
great ‘variations within each class 
selected for comparison, but also showed 
that in some of the classes representing 
the greater amount of sales the net profit 
or addition to net worth is smaller than 
in a class having less aggregate sales.” 


In showing why it held the Ken- 
tucky statute to be unequal, whimsi- 
cal and arbitrary, the court goes on 
to say: : 


“In several recent cases we sustained 
the classification of chain stores for tax- 
ation at rates higher than those applic- 
able to single stores, and graduated up- 
ward on each store as the total number 
of units in one ownership increased. We 
found this classification reasonable be- 
cause of advantages incident to the con- 
duct of multiple stores and obvious 
differences in chain methods of mer- 
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chandising as contrasted with those prac- 
tised in the operation of one store. The 
instant cases present a classification of 
quite another kind. The Kentucky 
statute ignores the form of organization 
and the method of conducting business. 
The taxable class is retail merchants, 
whether individuals, partnerships or cor- 
porations; those who sell in one store or 
many; those who offer but one sort of 
goods and those who through depart- 
ments deal in many lines of merchandise. 
The law arbitrarily classifies these ven- 
dors for the imposition of a varying rate 
of taxation, solely by reference to the 
volume of their transactions, disregard- 
ing the absence of any reasonable rela- 
tion between the chosen criterion of 
classification and the privilege the en- 
joyment of which is said to be the sub- 
ject taxed. It exacts from two persons 
different amounts for the privilege of 
doing exactly similar acts because the 
one has performed the act oftener than 
the other. We hold the act unconstitu- 
tional and reverse the judgment.” 


4d 
Eddie Cantor recently 


said that people told him that Pros- 
perity was just around the corner, but 
that no one had yet told him the name 
of the street,” said E. A. Talbot, Jr., 
a jeweler of East Orange, N. J., in 
referring to the present necessity of 
the businessman studying the business 
statistics and the result of surveys that 
have shown the remarkable increase 








DO YOU KNOW? 











—Do you know that “returned merchandise” 
averages around 15% of total retail sales? 

—Do you know that Japan has a higher rate 
of literacy than the U. S. A.? ° 

—Do you know that the industrial produc- 
tion of the Soviet Union has increased dur- 
ing the past six years at an average annual 
rate of 32%? 

—Do you know that commercial banks in this 
country will show a total gain of about 5 
billion in deposits in the past year? 

—Do you know that~* 2,500,000 people 
starved to death in 1934? 

—Do you know that Huey Long doesn’t spell 
his first name H-o-0-e-y or P-h-o-0-e-y— 
but just plain H-u-e-y? 

—This funny world of ours is filled with 
“believe-it-or-nots.” 


Sb agi 


President 
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in payrolls, employment, corporation 
earnings, mail order sales and profits 
generally in industrial production 
throughout the country. 

“If the many business items which 
have appeared in the press during the 
past six months were consolidated into 
an article on “The United States 
Today,’ I am confident that you could 
show the jewelers that the signs point 
straight ahead. There are still some 
obstacles, but, in spite of these, busi- 
ness has already started to forge 
ahead-and is making rapid strides. 

“Babe Ruth’s success was not based 
on his splendid eyesight alone, nor his 
strength alone, but upon his timing— 
the ability to coordinate all of his fac- 
ulties so that his bat struck the ball at 
the exact time necessary for the best 
results. This same timing is neces- 
sary for the jeweler as well as for 
all other merchants. If they wait to 
ride the crest, their results are going 
to be less successful than if they time 
their activities to take advantage of 
the rising tide and ride with the re- 
turning prosperity from the start.” 


4d 

i: are making 
use of clocks in a manner that was 
not even contemplated a short while 
ago,’ says the Horological Journal of 
London. “One of the most advanced 
applications consists of a large glass 
spherical bowl, about 3 feet in diam- 
eter, filled with water in which gold- 
fish swim to and fro. On the outside 
of the bowl is a black band carrying 
the numerals, and the entire bowl is 
rotated by means of a synchronous 
clock movement. To indicate the 
time, an elaborate pointer projects 
from the base, and indicates the time 
as the band on the bowl passes under 
it. In addition, the bowl is illumi- 








nated from underneath, the color 
changing continually, a disk contain- 
ing various colored glasses being ro- 
tated by the motor unit. 

“Other fancy clocks include motor 
cars and airplanes, with 8-day lever 
movements let into the panels, and a 
most elaborate musical clock in the 
form of a ‘roundabout.’ ” 


















WINDOWS THAT 


The J. B. Hudson Co. called the 

March “Silvertone” and the fine dis- 

plays of Sterling Silver marshalled new 

customers into the store and made 

the dollars parade into the cash 
register. 


march, the title of which has been designated as “Silver- 
tone.” 

Open sheets of music in some of the windows carry the 
title “Hudson’s Wedding March, Silvertone,” with a 
background indicating the bars and notes upon which are 
laid six identical teaspoons on one side of the open sheet 
and six identical teaspoons of another pattern on the other 
side of the sheet, thus giving two patterns to the musical 
background in each case. 

The music itself is on a book form riser of about one 
inch high with a background similar to a music rack. The 
center of each of these windows shows the pipes of an 


Here is one of the newspaper organ with the double keyboard, upon which is resting a 
advertisements used to tell the 



























public about the Sterling replica of the painting of the wedding of Napoleon and 
Silverware. the Empress Eugenie to lend a touch of color and bridal 
tone. 


A total of 58 patterns of flatware was displayed, 32 of 
which are stocked. The balance were samples obtained 
ee i from the factories. 

here is something about In the foreground, in front of the keyboard in four of 

sterling silver that always suggests a wedding and par- ; 
ticularly at this season of the year alert merchandisers 
are taking advantage of June weddings to promote the 
sale of silverware. A notable example of an excellent 
presentation of this kind was used by the J. B. Hud- 
son Co., Minneapolis, Minn. “Hudson’s Wedding March 
Silvertone” is the theme around which the promotion is 
built, and the window displays are of such exceptional 
merit that five of them are shown herewith, together with 

the newspaper copy used in the local papers. 

The general setup with the exception of the window 
showing the bride and groom admiring the table setting 
draws upon one’s imagination to the tune of a wedding 






Above — They stop- 
ped to admire these 
e designs. 






Left — This window 
struck a note of 
simplicity. 








Here are the bride and 
groom admiring the wed- 
ding table and other 
pieces of fine silverware. 


the windows illustrated, are shown sterling silver tea ser- 
vices or such other pieces of hollowware as would lend 
themselves to that particular window, all windows not 
being exactly alike, thus breaking the monotony and yet 
with that delicate simplicity which goes with a beautiful 
background. The windows had a much better selling 
effect from the standpoint of display than they would 
have had with a greater abundance of hollowware or 
other pieces showing. 

The window showing the bride and groom and the 
table setting was reserved for the finishing touches to the 
“parade” of the other windows, inasmuch as the bride, 
herself, is shown in a veil, and the groom is standing at 
one end of the table, admiring not only his wife but the 
beautiful piece of sterling flatware which she has in her 





Above — Many visi- 
tors selected this 
fine display. 


Right—This window 
holds dignity and 


charm. 


“PLAYED” A WEDDING MARCH 








hand. The illustration shows the elegant china, service 
plates, crystal, etc., on the base of the window itself, 
while directly in back of it can be seen the wedding break- 
fast set for six. 

It is a difficult problem to dress six windows with one 
commodity and not make them stiff or monotonous to 
the eye, but this has been accomplished by careful ar- 
rangement of each window in such a way that a different 
impression is created and at the same time simplicity and 
good taste retained. 

The arrangement of the sheets of music of the “Hud- 
son Wedding March, Silvertone” so that no two win- 
dows show the same number of sheets placed in the same 
way helps a great deal in getting away from duplication. 

The placing of the different pieces of hollowware also 
break up any monotony that might otherwise be apparent. 
The use of flowers adds attractiveness to the displays. 

Unfortunately the illustrations do not do the windows 
justice, but from the great number of visitors it is fair to 
say that the display created a great deal of interest and 
much favorable comment was heard. 

The credit for this delightful arrangement and the care 
with which the whole display was handled is due to Felix 
Berner, sales executive of the establishment. 

The advertisement at the upper left was used in news- 
papers to promote sales. The copy carried the additional 
word “Silvertone” in the caption. 
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y a problem of how 


to keep business coming to the retail jewelry store during 
the hot summer months is always a big question in all 
sections of the country. It is at this season of the year 
that sales normally drop to their lowest point. How to 
fight this situation has been discussed from time to time 
and any suggestions which may help to increase business 
for the jeweler are always acceptable. 

Edward H. Hickey, who. is in charge of the William 
J. Zimmer jewelry store at Tarrytown, N. Y., has used 
a number of plans in his fight against the summer 
doldrums and his unique advertising has attracted con- 
siderable attention. In the belief that some of his meth- 
ods may be of service to other retail jewelers we asked 
him to discuss his methods. 

Tarrytown is today a comparatively small town with 
a population of around 7000 and a trading area which 
adds some potential customers to the store. The busi- 
ness was founded by W. J. Zimmer in 1900. By strict 
adherence to basic business principles he established a 
name for himself as being reliable in every way and as 
the town grew Mr. Zimmer’s business grew with it. He 
advertised regularly in the local paper and his advertis- 
ing was always dignified and in keeping with his estab- 
lishment. | 

When he turned over the management of the business 
to his son-in-law, Mr. Hickey, six years ago, his sole 
request was that the business be kept on a dignified plane. 
Mr. Hickey has done so but to this dignity he has added 
a modern touch to his advertising, has attracted wide- 
spread attention and has brought the returns desired— 
more business. 

Mr. Hickey has definite views about business appeal in 
the summer. He believes that direct appeal during the 
hot months does not bring the desired reaction as well 
as does an indirect message. But to do this requires con- 
stant tieup with news events—whether they be a na- 
tional contingency in gold and silver or local issues. 

“T believe that every jeweler today has to have what 
newspapermen call a ‘nose for news.’ Not only must he 
develop this sense but he should also be a news source for 
the newspaper in his community, especially on matters 
pertaining to gold and silver. The newspaper in Tarry- 
town called on me for an opinion on the recent gold and 
silver issues and 1 gave am answer insofar as it would 
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affect the jeweler. People are interested in our state- 
ments because nearly every one has silver and gold in 
some form and quantity and it may cause them to act, 
either to purchase more or to sell some commodities they 
have and this is becoming more and more a source of 
profit for the jeweler,” Mr. Hickey said. 

““Zimmer’s for the last decade has stressed the watch 
repair department, especially in the summer months. Not 
only has the firm found it profitable to do so from the 
income angle but also from the standpoint of potential 
customers. 

“Thank-You jobs, such as cementing crystals free of 
charge; doing odd bits of work that take little time and 
might otherwise bring in a few hundred dollars a year 
make friends for the jeweler, Mr. Hickey believes. The 
good will generated by these free services have their re- 
turn during the holiday buying season, Hickey believes. 
Most people are ready to pay for these small repairs,” 
he said, “and they are agreeably surprised when we tell 
them there is no charge. We have found through years 
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Interior of the William J]. Zimmer store at T 
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N. Y., showing jewelry and silverware displays. 








of experience that we have made friends and potential 
customers and have gained many times the few cents we 
could have charged.” 

During the hot summer months the appeal becomes 
personalized. Through advertisements and window dis- 
plays the firm endeavors to sell substitute watches to peo- 
ple going on vacations. ‘The appeal, of course, is price, 
and those preparing to leave on vacations are urged to 
purchase inexpensive watches and to leave their better 
timepieces at home. Each summer the firm has found 
such advertising profitable and several summers ago more 
than 300 watches averaging $7.50 in price were sold. The 
number during the last two summers has not been so 
large, yet Mr. Hickey would not overlook the opportunity 
of stressing the idea. “People are grateful for such sug- 
gestions,” he said. “These days when many take long 
motor trips on vacations they can see the good sense of 
carrying a less expensive watch, which if lost or damaged, 
is not so important. 

“This is another form of building good will and brings 
in a definite return in the dull summer months. Our 
summer business has never been really bad because of the 
watch repair trade. People on vacation, miles away, will 
send us their watches for repair and we never charge for 
postage, which of course runs up a little since we insure 
the timepieces. The few cents charge of postage is likely 
to upset the customer whereas he expects to pay for the 
repair work. The repair work, plus replating of silver 
and the addition of the chromium ware and other lower 
priced items ought to make our summer fairly busy,” Mr. 
Hickey revealed. 

“We long ago gave up direct mail as being not suc- 
cessful in a small town—the cost being far too great for 
the return. We have found that contests generate ill will 
and we have abandoned them entirely. We always give 
the cost of repairing a watch, resetting a diamond or any 
other repair charge to the customer in advance so that 
there will be no difficulty later. And through this method 
there can be no differences of opinion or protests when 
(Turn to page 86) 
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There’s One 
Sure Way 


TO GET VALUE FOR YOUR 
OLD GOLD AND SILVER. 
BRING IT TO SOMEONE 
YOU TRUST OR WHOSE 
REPUTATION HAS BEEN 
TIME-TESTED. 












THAT ALSO APPLIES TO 
EXPERT WATCH REPAIRS 
Which We Do Here on Our 
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New York’s Fair Trade Bill 


NNOUNCEMENT that Gov- 
ernor Lehman of New York 
had on May 17 signed the so-called 
Feld-Crawford Fair Trade _ Bill, 
which would legalize within New 
York a contract between a manufac- 
turer of trademarked or branded 
goods and the seller, as to a retail 
price, was a surprise to many people, 
but was: pleasant news to the -jewelry 
trade, not only of the Empire State, 
but those in other sections as well. 
This bill, which has been termed the 
“Junior Capper-Kelly Bill” (inas- 
much as it was along the lines of the 
fair trade provisions of the bill many 
times rejected by Congress), is in line 
with a similar bill passed by Cali- 
fornia some time ago and which has 
also been enacted by seven states. 
The bill was opposed by the de- 
partment stores, novelty houses and 
large catalog and other distributors, 
but was supported heartily by retailers 
in the jewelry, drug, liquor and other 
industries. It is in no sense a price 
fixing legislation, nor does it apply to 
contracts outside of the State. 
Governor Lehman believed that 
the bill will protect the small inde- 
pendent merchant, retailer and busi- 
nessman against devastating cut price 
practices. . 
a 


Jewelry Sales Improve 


HE jewelry business continues to 
improve and this is indicated by 
reports of more and better sales from 
all sections of the country. Confirm- 
ing the reports obtained from THE 
Jewevers’ CircuLar-KeEysTONeE and 


its correspondents and _ subscribers, 
the special report made on the jewelry 
trade by Dun & Bradstreet in speak- 
ing of the general business recovery 
in the trade says: 


The broadening of demand 
practically has been uninterrupted 
since the summer of 1933, when 
the long downtrend was checked. 
Although the abrupt rise of that 
year was not equalled, distribution 
of jewelry in 1934 was in excess 
of the 1933 total on an average of 


ACROSS THE] 


30 to 40 per cent, with volume in 
a number of districts running as 
high as 75 per cent. 


One most important feature of this 
report indicates that with the slight 
improvement in sales the jewelers are 
showing a tendency to sell better 
goods. The total sales during the 
first quarter of 1935 ranged from 10 
to 20 per cent higher than during 
the comparative three months of the 
year preceding, even though declines 
were reported in the drought-affected 
and flooded districts of the country. 

Dun & Bradstreet found the 
same conditions that the reports of 
THE JEWELERS’ CrRCULAR-KEyY- 
STONE have indicated, namely, that 
retailers’ stocks are generally low, 
which is unfortunate in view of the 
fact that prices of silver, gold, dia- 
monds and gems are increasing and 
are apt to increase even before fall. 

The business being done now is 
going to those who are going after 
business in a proper manner by 
proper advertising, sales promotion 
and, above all, by putting in sufficient 
merchandise to meet the immediate 
demands of their customers. It looks 
now as if those who delay their sales 
until the fall, whether retailers or 
manufacturers, are making a mistake 
that will result in a distinct dollar 
loss in the fall business. 


Canada’s Jewelry Business 
MPROVEMENT in the jewelry 


and silver industries of Canada 
is clearly shown in the report made 
to our Bureau of Foreign and 
Domestic Commerce by George B. 
Donnelly. Briefly it shows that the 
Canadian jewelry industry produced 
$6,367,895 worth of clocks, watches, 
jewelry and silverware in 1933, as 
against $6,118,871 in 1932, or an in- 
crease of 4.1 per cent. In the same 
time the number of employees ad- 
vanced 2207, as against 2169 in the 
previous year. Capital also slightly 
increased though watches declined 
very slightly, and cost of materials 
jumped a little over 1932. 
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The Jewelry Tax 


= to answer generally all 
questions that are continually 
asked us in regard to the Revenue 
Tax covering jewelry sales, we must 
reiterate that the tax covers all sales 
of any manufacturer, producer or 
importer of an article of jewelry sell- 
ing for $25 or more. 

Every, manufacturer, producer or 
importér is liable for the tax on such 
sales. Every producer, even though 
he may only add one diamond to a 
mounting or one pearl or one stone 
to a necklace, or one watch movement 
to a case, is liable for the tax on the 
sale of such article based on the price 
that a dealer would pay. 

No producer is exempt from taxa- 
tion because he has paid a price which 
included the tax paid a manufacturer 
or importer on the mounting or the 
gems he has used. 

There are no tax-free goods when 
used by a producer or a manufacturer. 
If the producer or manufacturer has 
paid a tax already paid by the man 
from whom he bought his gems or 
his mounting, he can get a refund or 
a rebate of the tax so paid by proper 
affidavit to the Treasury Department 
when he pays his own tax. 

The mere fact that the parts that 
enter into a piece of jewelry may 
have already paid the tax, does not 
release the producer from paying the 
tax on the whole value of the article 
he has produced. The producer must 
pay the tax on his own sales and get 
his rebate or refund from the Trea- 
sury Department to the amount of 
the tax he has paid to the manufac- 
turer or importer on the parts he used. 


The producer should not be mis- 
led by statements that articles offered 
him are “tax free.” They are only 
“tax free’ as far as the sale to him 
but they are not “tax free” when he 
uses them to produce jewelry. 

Remember, if you are an importer, 
a manufacturer or a producer, you 
must pay the Government a tax on 
the full value of the article which you 
sell for $25 or more (the sale price 
being based on the cost to a dealer). 
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REMOVAL of pernicious tax laws tending to divert dollars 
from the jewelry store to other lines. 
From the platform of the JeweLers’ CrrcuLar-KEyYSTONE. 
THE most important of such pernicious tax laws from which the jeweler now suffers is 
the Federal Excise Tax of 10 per cent upon the sales by the manufacturer, producer or 
importer, as embraced in Section 609 of the present Revenue Law. Though this nomi- 
nally expires this month, it will probably be continued in practically the same form. 

The amendment passed May 10, 1934, which exempts from the tax the sale of an article 
to a dealer for less than $25, has been of great benefit to the jewelers selling articles for 
less than the exempted sum. Nevertheless, the general effect of the law bas been a 
deterrent in the sale of jewelry and effects and will continue to affect the sales of every 
jeweler, from retailer to manufacturer. It creates the idea that the sale of jewelry is 
taxable and holds back purchases by the public. 

As far as precious jewelry and gems are concerned, the law has put a handicap upon 
our manufacturers and importers that has nearly ruined the trade, completely putting the 
principal business done into the hands of the “chiseller” or unscrupulous merchant who 
thinks he can evade the tax or create such an idea with his customer. 

Every jeweler from the smallest retailer to the largest manufacturer or importer should 
at once let his Congressman and Senators realize that this special nuisance tax on the jeweler 
is unfair, inequitable and improper. The jeweler is willing to pay the same tax imposed 
on all other manufacturers, importers or producers, but no more. 


—— ——_________— 
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This window demonstrates a miscellaneous array, utilizing various 
shapes and sizes, yet retaining complete harmony and putting cver a 


single idea—that of Wedding Gifts. 


SELECTION and ARRANGEMENT 


WINDOW MERCHANDISE 


by POLLY PETTIT 


The weekly problem 


of selecting merchandise for window display is an impor- 
tant and often burdensome task for the average jeweler. 
It can, however, be solved by the application of certain 
scientific principles which will guide him toward success- 
ful displays. 

First of all, the display should have an idea. It must tell 
something about the merchandise. Everything in the win- 
dow should contribute toward the clearest expression of 
that idea. A miscellaneous array of unrelated articles of 
merchandise carries no weight with the present-day shop- 
per. Selling today, as never before, can be done only 
through logical and clear sales arguments both by your 
salesmen and in your windows. 

With a concrete idea for the display clearly in mind, 
the next importafit consideration is harmony. The selec- 


tion of merchandise must be completely harmonious with 
the idea, the design and color. 

By way of illustration, if the idea of the display is a tea 
service in silver, it is perfectly logical to show tea caddies, 
tea strainers, cake plates, compotes, tea cups and saucers, 
teaspoons and sugar tongs. But it would not be logical or 
harmonious to show a toilet set, a meat dish or a string of 
pearls. With toilet sets, one should show powder boxes, 
atomizers, jewel cases, perfume bottles, a vase of flowers— 
even a handbag and jewelry—in order to suggest the ar- 
ticles which might appear on a lady’s dressing table. In 
displaying silver service, an association of all the items 
which would be used in the serving of a dinner from meat 
dishes to ice cream forks is again perfectly logical. Such 
an association of merchandise carries the idea in this case— 
a matching service for every course of a formal dinner— 
from soup to nuts. 
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There are times, of course, when a variety of apparently 
unrelated articles is appropriate and timely—suggestions 
for Christmas or wedding gifts to express to your public 
that you have an unlimited variety of gifts to suit every 
purse and personality. Here the miscellaneous array helps 
to put over the single idea and complete harmony of the 
display. 

Harmony in the design of a display is necessary to ac- 
centuate the beauty of each individual piece. A magnifi- 
cently engraved Louis XV tea service will not appear to 
its best advantage if shown in contrast with a Colonial 
service which will appear too plain in comparison. One 
style will detract from the other. If one shows associated 
or harmonious accessories the entire ensemble will take on 
added beauty. 

Color harmony is the form of harmony most easily rec- 
ognized and probably least understood in its application. 
We all respond to pleasing color harmonies and are re- 
pelled by unpleasant ones. The color scheme of a window 
should depend entirely on the color of the merchandise to 
be displayed. Only the colors which emphasize and en- 
hance the beauty of the merchandise should be selected. 
Jewels, because of their brilliant, imperishable colors, re- 
quire particularly careful handling. In displays of silver, 
colors which contrast the soft sheen of the metal and which 
emphasize the lovely reflections should be chosen. For 
china windows, grand effects can be achieved by repeating 
the color or colors in the pattern design in a ribbon runner 
on the floor or table or by using a vase of flowers. 





One of the standard color wheels which can be easily 
obtained already made up will prove invaluable in ascer- 
taining correct and pleasing color schemes and harmonies. 

Having selected merchandise’ which will carry out the 
idea of his display, the jeweler should so arrange the articles 
selected in as clear and artistic a manner as possible. Clear 
expression is attained by following the fundamental rules 
of composition, established through long usage in art. For 
both a painting and a window display are governed by the 
same rules of composition. 

Composition is “the action of putting together.” Every 
composition must have balance, and while we cannot here 
deal thoroughly with the whole theory of composition, 
certain definite rules of balance can be laid down as funda- 
mental. 

Balance can be achieved in two ways: Symmetrical bal- 
ance and asymmetrical balance. Symmetrical balance is 
based upon the classic scales illustrated by the equilateral 
triangle. This form of balance is the most obvious and the 
easiest arrangement to make, and for that-reason is greatly 
overdone and misused. Its usefulness as a design is limited 
to the exalting of some objects as the center of interest with 
incidental objects on either side to act as “eye-raisers.” 
The usual display of this kind is too formal, too static and 
monotonous. 

Asymmetrical balance is based upon the steelyard scale 
—a heavy weight on the short arm opposed to a light weight 
on the long arm. This type of display allows for greater 
(Turn to page 86) 


This photograph demonstrates the use of symmetrical balance. It is 
simple and direct and denotes dignity and quality 
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th fastest growing incomes 
for 1935 are in the farm areas. While farm product 
prices are ballooning (up 20 to 150 per cent), taxes and 
mortgage interest are down some 350 millions. A billion 
dollars more in spendable cash is going into farm family 
bank accounts than two years ago. 

These housewives are going to give expression to sup- 
pressed desires to buy long-overdue purchases of furniture, 
silverware, refrigerators and cosmetics. These ladies are 
just as keen about the appearance of themselves as any 
urban maid or matron, and they’ll prove it in purchases. 
The Observer believes small, steadily inserted advertise- 
ments in county, town, and small city dailies and weeklies 
will pay prompt returns. 

Surveys prove weddings during 1934 increased 24.3 
per cent, and that they’re gaining again this year. Many. 
will include the farmer’s pink-cheéked daughter whom 
Henry Ford helped bring to the city. 

This article is written primarily with the idea of im- 
pressing jewelers who are in the majority—those whose 
stores are more than mere service stations for watch re- 
pairs, yet are not considered Tiffany’s keenest competition 
—with the importance of consistent newspaper ads—how- 
ever small. 


WITH THE FAR 


The. size of any ad is not important. It is the punch 
you pack into it. 

New York’s picture newspaper, the News, March 7, 
article in Printers’ Ink titled ““Why Are There Jewel- 
ers?” packed a punch. It stated there are 60,000 mar- 
riages in New York City every year—over 100,000 births 
—a 5,000,000 audience growing older, etc., and that dur- 
ing 1934 jewelers used 965,182 lines of ads on jewelry in 
all New York City newspapers, of which the News got 
three-fourths. No retail jeweler could ignore such a paper 
after reading that ad. 

It takes considerable planning to make a small ad pull, 
and the people who have proved how to do it best are 
those who use the amusement columns. The reason for it 
is that the copy appears continuously, and the poster style 
text and art work utilize the space most dramatically. 
No advertisement packs more story into a small space 
than the theaters and other amusement ads. Hotels real- 
ized this and have been recently releasing similar ads. 
The best example of this that has come to our attention 
is that of the Bismarck Hotel, Chicago. 

Another user of small space is a stationery manufac- 
turer of Philadelphia who has used an ad one-half inch 
deep in McCall’s Magazine. We are told he has used 
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The Observer 


MER'S WIFE 


this ad consistently for over 30 years. It must pay him— 
it is in the current issue. 

People today are much more conscious of the technique 
of advertising and are adopting a more critical attitude 
toward it. Tests have been made called attitude tests 
which proved that more mature women (over 30) are 
more in favor of advertising than younger ones. That 
is true. 

Since advertising is an accepted conservative means of 
business building and has earned a place for itself in prac- 
tically every industry by increasing the volume of sales 
without an equal ratio of increased cost, it really stands 
on its own feet. It must, however, follow a plan based on 
the principles of sound merchandising. Without that plan 
it becomes nothing more or less than a gamble. To sim- 
plify the procedure you should know all you can about 
your merchandise, market, method, message and media. 
Don’t overlook the fact that direct mail is the nearest 
approach to the human salesman possible. 

There are extremists who deprecate all forms of selling 
and advocate the theory that all purchases develop out of 
consumers’ actual needs, and that no stimulation of buy- 
ing is economically justified. Exponents of this idea would 
reduce the processes of distribution to a system of cash- 
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Small newspaper ads are a matter of simple arith- 
metic. To sell more people you have to tell more 
people—and telling them through the printed word 
and picture is the quickest and most economical 
way. 


One should not believe in advertising as a means 

of working miracles, but most of us do know that 

sensible, constructive advertising is a justifiable 
part of honest selling. * 











and-carry warehouses from which people would replenish 
their needs at a slight margin above production cost and 
without the selling expense, which under our present sys- 
tem includes salesmen, retail display and advertising. 

Such extremists should realize that life itself is a process 
of stimulation and it cannot be reduced to any known 
element or force, and human tendencies cannot be reduced 
to figures—and only because of the force of example, of 
demonstration, of competition, of complicated and chang- 
ing modes of living can people be made to “act like 
humans.” 

Believing small ads are of most interest to jewelers in 
cities and towns adjacent to major shopping centers, these 
enlightening figures may help them in finding their mar- 
kets and the proper media: 


FACTS ABOUT COMMUNITIES OF 10,000 
POPULATION OR UNDER! 


I. 65 million people live in such communities. 

II. This market has been taking more than 40 per 
cent of the merchandise sold in America (anal- 
ysis by U. S. Census of Distribution). 

III. This market supplies the daily needs of 15 mil- 
lion families. 

IV. This market embraces 35 States wherein more 
than 50 per cent of the population lives in com- 
munities of under 10,000 people. (79 per cent 
of all counties in U. S. have no city over 
10,000. ) 

V. 56 per cent of all white people in the U. S. live 
in*these communities. 

VI. Market includes. 18 million children under 15 

years of age, which is 5,000,000 more than are 

to be found in cities over 10,000. 

500,000 more housewives live in the peaceful, 

quiet, homey atmosphere of townships than live 

in cities. 

65 per cent of all the home-cooked meals served 

daily in America are in the smaller town, rural 

market. 

IX. 14,700,000 families live in one and two-family 
dwellings in this smaller-town market, whereas 
only 9,300,000 families live in such dwellings 
in the city market. 


VII. 


VIII. 


It should interest jewelers in cities of less than ten 
(Turn to page 86) 











SPRING SELLING IDEAS FOR 








HE house of Hubbard-Denn, jewelers, Salt Lake City, 

joined with around 50 other leading merchants in stag. 
ing a song title window contest as part of the spring 
Style Festival. Their window represented the song, 
“Blue Diamond,” and cleverly concentrated attention on 
a center display of blue diamonds which gave the “clue” 
to the song title. The window served to impress the 
idea of diamonds in the contestant’s mind. Prizes were 
presented those who solved the most of the 50 song title 
windows. 





N old and antique jewelry exchange department re- 
cently established by the Syman Bros. Jewelry Co., 
Denver, Colo., has proved a highly profitable activity, 
bringing into the store on an average of five new cus- 
tomers a day whose average individual purchase is $10. 
Old pieces can be turned in on new jewelry or traded for 
other antiques at a figure slightly greater than gold value. 
In the first two days after the department was opened, 30 
pieces were exchanged. Exchange trade is coming in not 
only in Denver but from all parts of the Rocky Moun- 
tain territory as well. 














MAILING list of previous customers who are 

sent penny postals, brings in considerable new busi- 
ness, states Mrs. Mary O’Keefe, owner and manager of 
the O’Keefe Jewelry Co., Denver, Colo. These postals, 
mailed at least once a month, effect a tiein with some 
timely date or event ‘and the jewelry company; either the 
repairing department or sales of new merchandise. The 
mailing list was brought up-to-date as regards correct 
address through checking with the telephone directory. 





F any item shown in the windows of the Mindlin 

Jewelry Co., Albuquerque, N. M., doesn’t sell to good 
advantage within three or four days at the most, it is 
immediately replaced with something else. The manage- 
ment knows every day what items are in the windows and 
what results the displays are getting. ‘Windows are the 
jeweler’s best and least expensive advertising medium,” 
says manager Frank Mindlin. “He should take full 
advantage of them by displaying only the items that sell 
in good volume. 

“The old idea that an item has to be in the window for 
a week or two before it starts to sell is a mistaken one. 
If an article doesn’t get sales ‘right now,’ it either isn’t 
a good item or it is being shown at the wrong time.” 
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N a window display barely 15 by 48 in., the Wehling 

Jewelry Company, 106 S. Broadway, Wichita, Kan., 
continually manages to present novel and timely displays. 
A bride’s display showed a miniature bride complete in 
detail even to the train on her bridal costume. On her 
finger was a small gold ring of the current design. Around 
her feet were spread open boxes of jewelry in the latest 
styles. A dainty placard announced that the sets could 


* be purchased on terms. 


ral 


Y featuring in window display a necklace or bracelet 

and compact harmonizing with a leather handbag, the 
Sally Sterling Jewelry Shop, Hollywood, Calif., has suc- 
cessfully built up ensemble sales. No price cards are 
used. Customers inquiring are told the prices piece by 
piece, though the whole is cleverly included in the sales 
talk, increasing desire. Finally an ensemble price is 
quoted—a reduction of from 15 to 20 percent. A slight 
reduction is made if only two of the grouped items are 
desired. ‘This plan may be used by a careful selection of 
other articles in a jeweler’s stock. 
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IRK’S Diamond Store, Los Angeles, Calif., obtained 

much favorable publicity and interest by offering to 
accept week-old street railway passes as partial payment 
on certain purchases and on all new accounts. The utility 
issuing the passes was quick to see the advantages this 
gave them and advertised the fact that the store was will- 
ing to accept the old pass as “script” for those wishing 
to make purchases or open an account. An issue of the 
utility pamphlet was devoted to extoling the merits of 
this idea, pointing out that here was a store offering 
privileges to those who use public transportation via the 
weekly pass. The 20,000 weekly pass holders and the 
thousands of other street car riders were familiarized with 
the store at no cost to the jeweler. 


@ Eg 


EALIZING that one of the biggest difficulties in 

persuading old gold owners to part with the precious 
metal is that of overcoming the “keepsake bugaboo,” the 
S. E. Arscott & Son Jewelry Co., Denver, Colo,, uses 
real money in an effective manner of showing people what 
little benefit is enjoyed from retaining the gold. The 
spectator is shown the uselessness of any keepsakes he may 
have by a plate full of money, ranging from pennies to a 
crisp, dollar bill. Gold watches, pins, molten nuggets, 
and other articles, are heaped around the plate, while the 
authorization permit to buy old gold is placed to the left. 
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particularly auction sales, and in continuing this subject we wish now to take up sales that 

are very apt to run into larger proportions. These sales are run by organized, trained sales 
organizations. They may or may not be auction sales. Usually they are not conducted as 
auction sales per se. 

An organization so set up as to be able to conduct one of these sales first contacts you, 
discusses your entire problem with you, anticipates the probable volume of the, sale, decides 
upon the best time for the sale and then arranges for the advertising matter to your potential 
customers and through the newspapers. 

They will probably prepare this copy. They will also arrange for the layout of the stock 
to be sold and offer many suggestions in the way of stimulating the sale that the merchant 
himself seldom thinks of. 

They are trained business men who have studied the technique of promoting dignified, con- 
structive and profitable sales. They will neither harm your business nor destroy your good 
name, and they will conduct the sale along lines in keeping with the objects of the sale. 

In other words, you may be going to reduce your inventory of slow-moving merchandise, 
convert it into cash and replenish your shelves and cases with more modern lines or with lines 
that are best adapted to your clientele; you may be going to discontinue certain lines altogether 
because, through your experience, you found them slow sellers, or you may want to sell out your 

establishment, leaving behind the good will and good name of your business, simply liquidating 
in a dignified and honest manner. 

There are a few organizations in this country that can perform a very satisfactory job for 
you when the time comes that you are interested and, regardless of the purpose for which the 
sale is intended, they will do a clean, business-like job. 

They have organizations and can put the right man in the right place at the right time to do 
the right job. 

The third type of sale is what is commonly called the auction sale. This type of sale has not 
been, taken by and large, very successful. 

Into these sales have come many abuses and tricks, and even though the sale did dispose of 
a goodly amount of merchandise it left a bad impression in the minds of the customers, 
cheapened the store and dragged down its good name. 

You have seen red flags hanging outside of the doors, signs reading “A’million dollar's worth 
of diamonds,” “Jewelry sacrificed at your own price,’ “Beautiful watches at less than cost of 
cases,” etc., etc. I have a fine assortment of signs such as these and many others probably worse. 

Many of these auctioneers will ship in additional merchandise, usually of unknown value and 
anknown make, upon which there is a long profit. This will be mixed with your merchandise, 
will be consigned to the auctioneer. Ofttimes the auctioneer offers to charge you nothing for 
the sale of your merchandise, getting his commission and profits out of the consigned merchan- 
Alise. 

Stay away from this idea as you would a hornet’s nest if you hope to continue in business. 

Shouting, roaring auctioneers in a jewelry store do not lend dignity to the establishment and 
only attract a type that has little or no buying power. 

When you are preparing for a sale, confer with us. It is our business to assist our readers 
and to give them every possible help that our own experience has taught us. 

Generally speaking, we are familiar with your store. We know the size and type of your 
«ity or town. We know the approximate annual jewelry sales in your community, and with 
our 61 years of jewelry publishing we have at our finger tips all and any data within reason 
that you might need in deciding what kind of a sale you wish to conduct and what type of 
operator you want to conduct it. 

Any sale legitimately and properly conducted is as bona fide and as legitimate as your every- 
day unit sales in your store. All depends on the organization handling your sale. 

It is, however, sometimes very strange how some merchants will pick up with a stranger, 
take him into his store and allow him to use his place of business and his merchandise in a 
manner that will in all probabilities bring nothing but destruction and grief to the merchant in 


the months and years to come. 


Vice-President. 


I the May issue of THe Jeweters’ CircULAR-KEYSTONE we discussed the subject of sales, 
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JUNE brings belt buckles, tie clasps and collar clasps out of hiding. 
Tarnished and worn accessories may “get by” during the winter, but 
when a man sheds his vest-—he wants something new and better. 


Suggest Wadsworth quality accessories. Remember these are the 
kind of gifts men buy for themselves. 


Notice the smartly engraved belt buckles the graceful tie 
clasps . . . the beautiful, non-slip collar clasps . . . these are real 
selling features. Remind your customers, too, that Wadsworth gifts 
for men come only in precious metals—hardened Sterling silver or 
natural yellow gold. 

The Wadsworth Watch Case Company, Incorporated, Day- 


ton, Kentucky.. Offices: New York, 20 W. 47th Street; San 
Francisco, 140 Geary Street; Chicago, 35 E. Wacker Drive. 








the kind men buy themselves ee. 


@ BUCKLES: Smart Sterling 
silver belt buckles. Price to 
the consumer, $5.00; in Natu- 
ral Yellow Gold Filled, $6.75. 


@ TIE-CLASPS: The newly 
designed Wadsworth tie clasps 
are long and graceful. Price 
to the consumer, $1.50. 


@ COLLAR CLASPS: Wads- 
worth collar clasps incorporate 
a patented non-slip feature. 
Price to the consumer, $1.00. 


@ SETS: Matched buckles 
and tie clasps may be obtained 
in fine satin-lined gift boxes. 
Price to the consumer, $6.50 
a set; in Natural Yellow Gold 
Filled, $9.00 a set. 


WADSWORTH 
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Established 1866 


L&MKehn&@. 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


Cutting Works: Antwerp—48 Rue Simons 


Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduct 














Ever an expression of 
refinement and of good taste 
for the BRIDE 


Our Gems are beautiful . . . their 
loveliness increases .. . they com- 
pel immediate interest. Widely 
varied in shape and cut. . . they 
© > will suit the most exacting re- 
Fascinating Star Sapphires - . ane tong <4 = leat 
Most proper and appropriate al : a a 
for the BRIDEGROOM ; 


Beauty and excellence make pos- 

session a matter of genuine pride. 

To show them is to sell them... eae meee moe 
From pale tones to deep blue... . - , ' eens 
unmounted or mounted in cuff 

links and rings for men and JEROME RICHHE! 


women. 608 FIFTH AVENUE NEW YORK. 
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The officially accepted 


birth stone for June is the pearl, according to the birth 
stone list adopted by the American National Retail 
Jewelers Association, nearly 30 years ago. Since that time 
it has been accepted by jewelers and the public as the most 
popular as well as beautiful of natal stones used by Amer- 
icans. 

The jeweler, in featuring this as a birth stone, has 
developed not only his business on natural pearls but also 
on cultured pearls and even on imitation pearls, although 
the moonstone accepted as an alternate gem, has also at 
times been featured successfully. 

In selecting the pearl as the June stone, the American 
National Retail Jewelers Association departed widely 
from traditions in the past as indicated in the stone lists 
of ancient peoples and races, particularly the Jews, 
Romans and Arabians and even by the later lists of the 
Poles, Russians and Italians. But pearls are now officially 
the birth stone in this country and the selection is con- 
firmed by the lines of the poet who said: 

“Pearl for the month of June—precious wealth 
And to crown it all they bring her health.” 

The pearl is associated with the zodiacal sign, Cancer 
(the Crab), and its significance is “health and long life.” 
It may be shown appropriately with the associated flowers 
of the month, cornflower, honey suckle and rose. 

While pearls may be divided generally into two classes, 
the Oriental or salt water pearl and the fresh water pearl, 
there are many varieties of the salt water pearl—varieties 
not only of color but of texture. 

Pearls may be found in many shades, running from 
black to white, including cream, pink, yellow, blue, gray, 
and even copper color. The ideal color and the most 
highly prized is that delicate pinkish hue known in the 
trade as roseé—a shade that is not duplicated in any other 
substance in nature. This unique quality of color and 
brilliance may be explained by giving consideration to the 
structure of a pearl, the pearl being formed of thin con- 
centric layers of nacreous substance superimposed on each 
other in agnanner identical to the structure of an onion. 

The glow or “orient” of a pearl is due to a combination 
of refraction and reflection of light through its various 
layers. Only those who have studied pearls can begin 
to appreciate the wide difference of variety and texture 
even among those apparently alike in color. 





Jonker’Diamond to Come to the U. S. 


HE great Jonker diamond weighing 726 carats, which 

as told in THe Jewevers’ CircuLar-Keystone a 
year ago, was found at Elandsfontein, South Africa, is soon 
to come to the United States according to the American 
gem dealer who recently purchased it from the Diamond 
Corporation of London. Whether it will finally be cut 
into one single stone or in smaller stones, circumstances in 
the future will decide. At the present it is believed the 
gem would cut into one stone of about 425 carats which 
would be second in size to the largest. stone cut from the 
Cullinan and now in possession of King George of Eng- 
land. This is the Star of Africa of 516% carats. 
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The Jonker diamond was discovered Jan. 16, 1934, by 
Jacobus Jonker of South Africa, farmer and digger, and 
next to the great Cullinan diamond was the largest gem 
discovered in that section of South Africa. It was a pure 
stone, blue white, and was later sold for about £65,000 
to Sir Ernst Oppenheimer on behalf of the Diamond Cor- 
poration, where it has been held in their vault in Charter- 
house St., London. From the beginning an attempt was 
made to get this in the hands of the American trade and 





The Jonker Diamond, exact size 


it was announced some time ago that it had been sold 
for £150,000 to an American dealer, who had obtained 
the option 12 months previously. 

It was announced last month that this dealer was Harry 
Winston who has his office in the British Empire Bldg., 
in the Rockefeller Center, 620 Fifth Ave., New York, 
which announcement Mr. Winston confirmed. He said 
he had agreed to leave the diamond in London temporarily 
in connection with the royal silver jubilee celebration and 
the ensuing London social season. While in London it is 
in the custody of the American dealer’s brokers, George F. 
Prins, 123 Audrey House. It was Mr. Prins who had re- 
ceived all inquiries and conducted negotiations until the 
identity of the American dealer was made public. It is — 
reported that this stone will be sent to the United States 
very soon by registered mail. 

Mr. Winston says he has been urged to keep the Jonker 
diamond intact by cutting it into a single stone and that 
this coincides entirely with his own preference and he will 
do everything to retain the diamond in one piece, if it can 
be so sold. He considers it would be a pity to cut the gem 
into smaller units. It was stated that in addition to the 
price paid for this diamond there would be certain upkeep, 
as taxes, insurance, labor of cutting which would bring 
the cost far beyond the purchase price. 

The Jonker diamond roughly weighs about five ounces 
(726 carats), is about 234 inches long, 1% inches high 
and about one inch broad. In circumference it is 
about 634 inches lengthwise and at the broadest point 
about 434 inches. It is generally described as about 
the size of a hen’s egg. 


























NRA Codes Declared Invalid 


S this issue goes to press, the, National Industrial 
Recovery Act has been practically invalidated by 
the decision of the Supreme Court of the United States 
in the Schechter poultry case. By a unanimous decision, 
the court held the National Industrial Recovery Act to 
be unconstitutional and in effect this made void about 
750 codes which the NRA has been enforcing on the 
different industries. 

The Supreme Court held that the code making pro- 
visions of the NRA constituted invalid delegation of 
power by Congress of its authority to legislate to persons 
wholly disconnected with the legislative functions of the 
government. The dictum of the court in this case was 
that the exercising of Congressional powers over Con- 
gressmen was definitely restricted to interstate com- 
merce or to such activities as had a probable direct 
connection with interstate commerce. No economic emer- 
gency, said the court, could justify the breaking down 
of the limitations that had been placed on Federal author- 
ity as prescribed by the Constitution. These powers were 
reserved to the states. 

The immediate effect of the decision denied the right 
of Congress or its agents to fix wages or hours in intra- 
state activities and practically puts the code authorities 
and the industrial organizations that formulated the wages 
and trade practices without any legal jurisdiction what- 
soever. 

Immediately after the decision, May 27, suspension of 
all NRA enforcement was announced by Donald Richberg, 
Chairman of the National Industrial Recovery Board, who 
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appended in the announcement an appeal to all employers 
to maintain the standards of labor and fair practice 
achieved under the code system. 


An Attractive Design 


The design for the clip-brooch reproduced here strongly 
suggests the flying insignia of the ever romantic Air Corps, 
Beautifully executed in a combination of baguette, penta- 





gon and round diamonds set in platinum, this piece will 
arouse the imagination of the most exacting buyer. 

The modernistic trend is present but not to the degree 
that it will outrage the taste of the jeweler’s more con- 
servative clientele. 

The design is the work of Macey Stein, designer for 
Katz & Ogush, New York. 





Walter. Lamp 
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Sales of Jewelry Continue to Improve 
Special Report by Dun & Bradstreet Shows Gains Over Past Two Years Con- 


tinue, Price Levels Rise and Failures Drop to Low Record 


SPECIAL report on the jewelry trade issue of May 
4, by Dun & Bradstreet, Inc., says in part: 
SALES OF JEWELRY EXTENDING GAINS OF LAST TWO YEARS 

“Signs of general business recovery are being reflected 
more distinctly in the bright new jewelry which the wo- 
men of the country are displaying with more lavishness 
than at any time since 1929. The broadening ot demand 
practically has been uninterrupted since the summer of 
1933, when the long downtrend was checked. Although 
the abrupt rise of that year was not equalled, distribution 
‘of jewelry in 1934 was in excess of the 1933 total on an 
average of 30 to 40 per cent, with volume in a number of 
districts running as high as 75 per cent. 

“In spite of this encouraging showing, and the heavy 
movement of jewelry during the final month of 1934, 
total of dollar sales during the first quarter of 1935 
ranged from 10 to 20 per cent higher than during the 
comparative three months of the year preceding, even 
though declines were reported for some of the drought- 
affected and flooded districts in the Southwest. Most of 
the jewelry manufacturers increased operating schedules 
in January, following the reduction in December from 
the high levels which were necessary during October and 
November to take care of the unexpected rush of special 
Christmas orders. Some of the silverware manufacturers 
were less active in the first quarter, as buyers covered fu- 
ture requirements prior to the price advance on Jan. 1. 

“Retailers’ stocks generally are low, despite generous 
buying since the first of the year, and many regret the 
lack of larger inventories, in view of the benefits from the 
steady appreciation in the values of merchandise. 


NOVELTY ITEMS LEADING 


“The steady broadening of consumer demand now is 
spreading to nearly all items of jewelry in its inclusive- 
ness. Articles of gold are particularly favored, with silver 
a close second, chiefly in the form of bracelets, clips, rings, 
pins, and earrings, as the correct delineation of the pre- 
vailing mode emphasizes their use. Being extreme, novel, 
and frequently bizarre, the number of designs offered in 
these two metals alone has enabled retailers to maintain 
a steady uptrend in sales thus far this year. While de- 
mand is decidedly stronger than it was a year ago for the 
better grades of merchandise, the largest volume con- 
tinues to be recorded for medium and low-priced costume 
jewelry, watches, silverware, and the smaller diamonds. 

“Possibly as a result of the sharp rise in the price of 
the base metal, buying of silverware, both in sterling 
hollow ware and solid silver has increased steadily since 
the first of the year. Men’s jewelry also has been more 
sought than at any time in the last three years, with wrist 
watches, gold pencils, knives, and smokers’ accessories 
leading in this division. While there has been less interest 
in rings, wrist watches, and bracelets of platinum since 
December, diamonds of one carat and less continue to sell 
well. There has been a steady increase in the sale of 
staple goods, such as clocks, pocket watches, and other 
practical lines of jewelry. 
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“During the last eight months there has been a definite 
trend toward more expensive merchandise, and in some of 
the industrial, centers the stores handling higher-priced 
lines have had better business than those carrying the 
cheaper grades. Most of the installment jewelry stores 
commenced the year with a substantial carry-over from 
the Christmas trade, but sales during January approxi- 
mately were 18 per cent ahead of those for the same 
month of 1934. During subsequent weeks, however, de- 
mand declined, so that for the first quarter the gain over 
the preceding year’s volume amounted to not more than 
10 per cent. . Repair departments in most parts of the 
country reported improvement during the first quarter. 


PRICE LEVEL RISING 


“Prices gradually have risen on nearly all items during 
the past fifteen months, the average being about 15 per 
cent, with diamonds and imported watches higher by 
nearly 25 per cent. Gold merchandise, in many instances, 
has been marked up 40 per cent. On account of the 
advance in price, much old gold is being turned in, and 
there is more trading in junk gold than a year ago. 

“In the early part of 1934, prices of sterling silver 
articles were raised 5 to 20 per cent, and certain plated 
silverware merchandise 5 to 7% per cent. In spite of 
the rise in commercial silver in the interim, there was no 
further mark-ups made until Jan. 1. Because of the 
rapidly-rising quotation for silver bullion, manufacturers 
of sterling silverware announced increases averaging 10 
per cent toward the close of April, with an additional 
advance in prospect early in the summer, due to the recent 
government action to raise the buying price for newly- 
mined. domestic silver and the trend of world quotations. 

“Retail collections in most districts have held to the 
improved position gained last year and generally are re- 
ported as excellent. Some retailers have adopted a more 
liberal policy in regard to the opening of new charge ac- 
counts, as the result of the improvement in general buy- 
ing power. Wholesale collections, especially from the 
South, have shown considerable slowness of late. 


. FEWEST FAILURES ON RECORD 


“While the number of jewelry manufacturers declared 
bankrupt in 1934 dropped to 17 from 30 in 1933, giv- 
ing a difference of 43.3 per cent, this total was in excess 
of the all-time low established in 1929 at 13. The 125 
failures listed for retailers and wholesalers in 1934, not 
only was a reduction of 69.5 per cent from the total of 
410 set down for 1933, but were the fewest for anv 
year on record. 

“Combining the failures of manufacturers, retailers, 
and wholesalers, the number for 1934 was lowered to 
142 from 440 in 1933, giving a decrease of 67.7 per cent, 
and represented the smallest total in the history of the 
trade. When compared with the previous low, which 
was touched in 1929 at 434, the reduction amounted to 
67.3 per cent, and to 83.0 per cent from the peak total, 
which was reached in 1932 at 835... .” 
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NORMA 


NATIONALLY ADVERTISED 


INSTANT SHIFT 
GUARANTEED 


4 coLor PENCIL 





For Teachers—Students—School Use 


Prepare now for the school buying season. 
NORMA is the right pencil for teachers and 
will be sold in increasing quantities for school 
use. Also ideal for gifts to students and teach- 
ers. Splendid graduation gift. Have an ade- 
quate supply of NORMA on hand. 





For Prizes—Competitions 
Good Will Gifts 





For Executives 





COLORS 1N ONE PENCIL 





PENCILS IN ONE 


Priced to retail for 


Silni (silver nickel) ...............: . $3.50 
EME. see wesenece cutee 5.00 
5 Sis Sinhese eas Be Hood eae 8.50 
i EEN rr es 12.00 


Western Representative 


FRED L. LEE & COMPANY 


704 Market Street, San Francisco, California 


NORMA PENCIL CORPORATION 
150 Broadway, New York City 


"2 se ite Blache 
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Bill on “Rebuilt” Watches Vetoed by Governor Lehman 


A bill passed by the legislature of New York State 
in April, which, if it had become law, would have made 
it a misdemeanor to sell or offer for sale a watch any part 
of which is second hand, “rebuilt, or used, without affix. 
ing a tag or marking representing the watch as such, and 
carrying a penalty of $100 minimum and $500 maximum 
fine, was vetoed by Governor Lehman last month. 

It is reported that the act was regarded as too general 
in wording and was not written with sufficient clarity to 
single out the evil it was designed to attack without inter- 
fering with common and legitimate trade practice. 

Another measure is now being prepared by members 
of the trade which will define terms more specifically, 
and seek to curb effectively misrepresentation in the sale 
of second-hand watches. 


Bandits Raid Fifth Ave. Store at Closing Time 


A little before 5 P. M. on May 23 three robbers, two 
of them armed, entered the store of the Ross-Pennell 
Co., 677 Fifth Ave., New York, and forcing Wallace 
Pennell, one of the proprietors, and two employees into 
a rear room, helped themselves to gems and jewelry esti- 
mated to be in excess of $50,000 in value. 

A representative of the concern told THE JEWELERS’ 
CircuLAR-KEyYsSTONE that the exact amount of the loss 
had not yet been ascertained, but that the newspaper 
reports alleging a total of $75,000 were exaggerated. 

Two clerks, Charles Michaels and Harold Whitcomb, 
were removing merchandise from the window, and Mr, 
Pennell was standing on the sales floor when a young, 
well-dressed man came in. Unseen by the salesmen, the 
intruder drew a revolver and directed the jeweler to go 
in the back. A second bandit, also armed, entered imme- 
diately afterward, and Michaels and Whitcomb were 
ordered to join Mr. Pennell in the back room where 
the three were bound and their mouths taped. A third 
man was seen to enter by the jewelers, proceeding toward 
the show windows with a brief case. 

When ready to leave the robber trio ordered their vic- 
tims into the cellar. In passing down the stairs Mr. Pen- 
nell managed to set off a police alarm, but when the 
officers arrived on the scene the bandits had made good 
their escape. 

A list of the loot compiled by the police included the 
following: Twenty bracelets set with diamonds and 
sapphires; 32 rings set for the most part with diamonds, 
12 brooches, four emerald and diamond clips, six wrist 
watches, three sets of cuff links, a diamond necklace and 
a 45-carat catseye set in a ring valued at $12,000. 





Old Gold Promotion Ideas 


One of the most striking pieces of literature to come to the 
attention of this office is the very attractive and helpful 
brochure entitled “Old Gold Promotion Ideas,’ which Gilbert 
Cummins & Co., refiners of Baltimore, Md., is sending to its 
mailing list of retail jewelers. The booklet is a constructive 
attempt on the part of Gilbert Cummins & Co. to help jewelers 
obtain a greater share of the profitable old gold business, which 
still represents a marvelous opportunity for jewelers who 
approach this market intelligently and aggressively. 

Retail jewelers who have not received a copy of this booklet 
from the Cummins company, are urged to communicate with 
them immediately for a free copy. 
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New York Diamond House Gets Verdict of $41,893 
Against Pittsburgh Hotels Corporation—Appeal 
to be Taken 

PirrsBURGH, Pa., May 22.—The Pittsburgh Hotels 
Corporation was ordered °to pay $41,893 today to J. 
Freudenheim & Sons, 48 W. 48th St., New York, because 
a package of diamonds vanished from the safe deposit 
yault of the William Penn Hotel in Pittsburgh on Dec. 
5, 1933. The verdict was rendered by a jury in United 
States District Court. The case started last week with 
Judge F. P. Schoonmaker in charge. 

Sol J. Freudenheim, a member of the firm, testified 
during the trial that he had placed a brief case containing 
the diamonds in a hotel safe deposit box early in the 
morning of Dec. 5, 1933. When he returned at night 
to remove the case he testified that he and an official 
of the hotel, each having separate keys, found only a 59- 
cent toilet case in the vault. He claimed the disappear- 
ance of the diamonds was due to carelessness. 

W. E. Lange, hotel controller; E. J. Ruch, assistant 
manager, and other hotel employees took the stand to 
describe the vault and the care taken to safeguard its 
contents. 


PirtsbURGH, Pa., May 24—Attorneys for the Pitts- 
burgh Hotels Corporation were preparing today to file 
an appeal froin the verdict of the United States District 
Court jury which on Tuesday awarded J. Freudenheim 
& Sons of New York $41,893 for loss of gems. 

The hotel contends that it required two keys to open 
the vault, the one in the keeping of the person using the 
vault, the other retained by the hotel clerk, and therefore 
no one could have removed the brief case in which the 
gems were kept. 





Testimonial Party Accorded Adolph Pusrin by 
New York Jewelers Benevolent Association 


Adolph Pusrin, of Adolph Pusrin & Bro., 59 Chrystie 
St., New York, was honored at a testimonial party given 
for him on May 21 by the New York Jewelers Benevolent 
Association, at the Proctor’s Lodge Rooms, 148 E. 58th 
St. About 200 members were present at the gathering. 

Mr. Pusrin was presented with an engraved silver 
plaque bearing an appreciation of his five years of service 
as president of the organization and three years as honorary 
president. The presentation was made by Sidney Berman, 
now the chief executive of the association. Speakers offer- 
ing tribute to Mr. Pusrin included Louis Cutler, Jack 
Goldstein, Louis Friedlander, Max Schoenbrun, and Mr. 
Berman. Present as guests were Phineas Peters, chair- 
man of the Executive Board, Sol Reichgott, representing 
the Metropolitan Retail Jewelers Association, George 
Korsunsky, president of the Bronx Retail Jewelers Asso- 
ciation, Benjamin J. Schwartz, president, L. I. Retail 
Jewelers Association, and William Wagner. 

After the addresses refreshments were served and a 
program of entertainment enjoyed. 





Willis D. Waugh has opened a new store at Okmulgee, 
Okla. Mr. Waugh began his career in the jewelry trade 
as an employee of E. A. Dearing, Mexico, Mo., in 1915. 
He also worked for the Pilcher Jewelry Co. Thereafter 
returning from the World War he was employed for a 
time by C. Hammond of Okmulgee, and by other con- 
cerns since that time. 
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Four smart timepieces that will 
lend newness to any dealer's 
displays. Your jobber has them 


at the new scale of prices... . 






“TAMBOUR” 
No. 6 Strike 


Mahogany case in attractive antique finish with beaded 
base design. Convex crystal, 4%” metal dial. 8-day 
pendulum movement, hour and half-hour two-rod strike. 
Height 8”, width 18”. At the price, an outstanding value. 
Retail, $8.75; Keystone list, $10.70. 


“REVERIE” 
Westminster 
Chime 


8-day pendulum movement with sweet-toned quarter- 
hour Westminster chime. Silver-finished dial with raised 
numerals and bowed crystal. Mahogany case with raised 
panel; base in a tasteful relief design. Height, 8%”, 
width, 19”. Retail, $22.25; Keystone list, $27.25. 


“DURHAM” 
Westminster Chime 


Richly carved mahogany 
case, convex crystal. ~ 
two-tone metal index dial. 
Gold-plated hands and 
raised, gold-plated, applied 
hour indicators. Quarter- 
hour Westminster chime 
movement, with strike on the 
hour. Height, 12”, width, 
10”. Retail, $33.50; Key- 
stone list, $41.00. 





NOTE: All prices 
are slightly higher 
on the Pacific 
Coast. 


NOVELTY WATCH 
FOR HANDBAG 
OR DRESSER 
IN CHOICE OF 
BEAUTIFUL 
COLORS 





Thin-model Wadsworth enameled 

case in choice of black, ivory, 

green or lavender. 

crystal. a leg folds from 
n 


sight for insertion into handbag. A 
sure-fire best seller at $2.95 retail, 
$3.98 Keystone list. 


THE NEW HAVEN CLOCK CO. 
NEW HAVEN, CONN. 
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More 
BRIDE 


SALES 
for You 


(enon ; 
b bathten) 


Silverware will be a big item in bridal purchases this 
month. Gorham advertisements in leading maga- 
zines are building sales for you . . . editorial features 
specially written for the bride are selling them silver- 
ware... selling them Gorham. 


As the next best thing to Gorham Sterling, show 
Gorham Silverplate. Tell how it is plated and rein- 
forced with solid silver. Show the 34-piece cased set 
for 8 retailing at $4233. Take advantage of the 
good sales...the easy sales...the guaranteed profits 
that you get with Gorham SILVERPLATE. 

The GORHAM Comp 


Provan, Rhode Lalanct- sia - SINCE 1831 Gi 
ae ne SILVERPLATE 


10 S. Wabash Ave., Chicago The nest thing to STERLING 


140 Geary St., San Francisco 
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Advance of Silver Affects Sterling Industry 






Manufacturers of Silverware and Retail Jewelers Tell Congress and Treasury Department 
How Present Law Handicaps Their Business and Propose Amendments | hat 


Would Allocate Metal For Industrial Lines 


Fe rapid rise in 
the price of silver, indicated briefly in the last issue of 
THe JEWELERS’ CIRCULAR-KEyYsTONE, had a serious 
effect upon the prospects of the manufacturers of sterling 
silverware. It was pointed out last month, that the con- 
stant threat that silver is going higher and may eventually 
reach the old price of 1.29 as the result of the purchases 
of the Government, may cause the temporary suspension 
of sterling silver manufacturing and the sale of such prod- 
ucts until the manufacturers and dealers know at what 
price their product can be produced. 

According to Alexander Vincent, secretary of the Sterling 
Silversmiths’ Guild of America, if there is any greater 
advance in the silver market, sterling silverware prices 
must be raised to.levels which will make the buying of 
silver almost prohibitive. 

The manufacturers of silver as well as the retailers 
and other distributors of sterling lines realized the serious- 
ness of the increase in the market and took steps to protest 
to their Senators and Representatives explaining the situa- 
tion of the trade and also asking if something could not 
be done in the legislation of silver to relieve the position 
into which manufacturers are being placed. 

Early in May an appeal was made to members of 
Congress and to the Treasury Department in Washing- 
ton, with the aid of Senator David I. Walsh of Massa- 
chusetts and Representative Joseph W. Martin, who rep- 
resents the New England jewelry section. Specifically, 
representatives of the silverware industry and jewelry 
trade suggested that, under the broad powers of the Pres- 
ident, or by amendment if necessary, some provision: be 
made whereby silver for use in the arts and industry may 
be made available at a workable figure (55 to 60 cents 
has been suggested), regardless of the levels to which the 
price of silver for monetary use may be driven. 

The committee which presented the case at Washing- 

ton included: Sinclair Weeks of Newton, Taunton 
(Mass.) manufacturer and chairman of the board of the 
Sterling Silversmiths’ Guild of America; W. A. Kinsman, 
chairman of the silversmiths’ special committee and presi- 
dent of the Towle Mfg. Co. of Newburyport, Mass.; 
Denham Lunt, Rogers, Lunt & Bowlen Co.; M. L. 
Millspaugh, Samuel Kirk & Sons; Alexander Vincent, 
secretary and counsel of the Silversmiths’ Guild and the 
Silverware Manufacturers’ Institute; William D. Mc- 
Neil, New York, president, American National Retail 
Jewelers’ Association; James Kingman, Boston, president, 
Massachusetts and Rhode Island Jewelers’ Association ; 
Edward Krehbiel, New York, Black, Starr & Frost- 
Gorham, Inc., and William G. Thurber, president, 
Tilden-Thurber, Providence, R. I. 

At a dinner held May 3, in Washington, representatives 
of the silversmiths and jewelers entertained about 10 
prominent Congressmen and some Senators at the private 
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dining room of the Speaker of the House. At this dinner 
and to the Congressmen generally as well as with the 
Treasury Department were discussed a proposed amend- 
ment to the Silver Purchase Act of 1934, which is in 
effect as follows: 


ProposED AMENDMENT TO THE SILVER PURCHASE 
Act oF 1934 


Add the following at end of Section 4: 


Provided, however, that such limitations on the power of the 
Secretary of the Treasury, to sell silver acquired under the au- 
thority of this Act as are herein established, shall not apply to 
the disposal of silver specifically earmarked for commercial pur- 
poses as authorized by the provisions of Section 5. 


Insert the following at the beginning of Section 5: 

The Secretary of the Treasury is authorized and directed to 
set aside and earmark for commercial use in the arts and indus- 
tries, an annual allotment from the Treasury’s accumulated stocks 
of silver from whatever source derived. The annual allotment 
so earmarked for industries commercially using silver in the 
fabrication of products shall be in a total sum of fine ounces 
equivalent to the total average consumption by all such indus- 
tries over the three preceding calendar years, and in no event 
shall the total amount of such silver earmarked for commercial 
purposes exceed 30,000,000 fine ounces in any one year. As long 
as it shall be the policy of the United States to maintain one- 
fourth of the monetary value of its stocks of silver and gold, in 
silver, the Secretary of the Treasury is further authorized and 
directed to sell such earmarked silver to such users of commercial 
silver as he shall duly license, at a price of 60c. per fine ounce, or 
at such higher price as may from time to time be promulgated 
by him with the approval of the President. The Secretary of the 
Treasury is hereby authorized, to issue, with the approval of 
the President, such rules and regulations as the Secretary may 
deem necessary or proper to carry out the purposes of this sec- 
tion and to establish all necessary safeguards to prevent the di- 
version of any earmarked silver, whether in raw or fabricated 
form, to any channel other than that for which it has been so 


earmarked. With respect to all other stocks of silver ... (same 
as Section 5 in the act.) 
Following the direct talks with the Government 


and with Congressmen, many thousand letters and tele- 
grams of protest were sent to the Senators and Repre- 
sentatives explaining the attitude of the trade. These 
letters came from the silversmiths, their factory em- 
ployees, their district managers, and office employees and 
thousands of letters were received from the retail jewel- 
ers as the result of the circulars sent out to the trade by 
the American National Retail Jewelers’ Association. 

In a letter sent out by President McNeil to about 
25,000 possible handlers of silver, he explained that sales 
of silver form the chief steady source of income to most 
of the retail jewelers; that business is seriously menaced 
by the present high prices of bar silver at .7757 an ounce 
and will be more seriously hurt if silver goes to $1.29 an 
ounce; that every effort must be made to prevent silver 
becoming so excessive as to be beyond the reach of the buy- 
ing public. He urged the recipients to write their Senators 

(Turn to page 54) 














LITTLE STORIES 


OF 


No. 4 


CLEOPATRA’'S BANQUET 


TO ANTONY 


F all the ways that the wily 
sorceress of the Nile ex- 
pressed her unbounded wealth, she 
made the greatest display in the 
embellishments of her table at a ban- 
quet to Antony . . . Jeweled Goblets, 
Silver Platters, and Diamond En- 
crusted Dishes were prodigally dis- 
played. Each quest was told to take 
with him the dish he fancied from the 
precious pieces set before him. In 
the embellishments to her table, the 
hostess today makes her most lasting 
impression upon the quests—and her 
instrument of greatest value in ac- 
complishing this is 


WALLACE STERLING 


WALLACE 
sfilverimiths wae 


WALLINGFORD CONNECTICUT 
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The Normandie Pattern is on display in the win- 
dows of the principal booking offices of the French 







Line, operators of the largest, most luxurious and 


beautiful of modern ships, The New Normandie. 
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A new note in sterling silver fashion is one of 
the newer members of the Wallace family. 
Normandie is a brilliant interpretation of the 
vogue for restrained elaboration . . ... the 
sophisticated charm of formal decoration. Its 
lovely floral detail is smartly styled, suavely 
beautiful. Even the backs of the handles are 






















exquisitely chased . . . . an utter distinction. 

te bag sii oe ~~ The genuine Normandie line 
Sevncrery ARR: <I Were : ee is complete . . . everything, 
true distinction to any occasion. Normandie even cxaieiee aie 
is being featured in Wallace's National adver- ate q & 


tising in leading class and fashion magazines. 


Celebrating 100 Years 


Creating family treasures in silver with the hand 
of a designer, the heart of an artist, and the 





devotion of an idealist. 


Vi l/ UM, (Ahan LVErIAPY, 
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Advance of Silver Affects Sterling Industry 


(From page 51) 


and Congressmen immediately explaining the situation 
and protesting vigorously against the advancing price of 
‘silver and that these letters and telegrams should be writ- 
ten not only by the jewelers but by all their employees 
who are deeply concerned. 

The A. N. R. J. A. stated that while some jewelers 
might have the feeling that an advance in the price of 
sterling silver might create an enlarged market for plated 
silver, the A. N. R. J. A. nevertheless took the position 
that it was acting in the best interest of the larger number 
of retail jewelers throughout the country by carrying on 
an aggressive campaign that would keep the price of 
sterling silver within the reach of the average. retail 
jeweler’s customer. 


WasHIncToNn, D. C., May 10.—In a speech delivered 
by Joseph W. Martin, yesterday, on the effect of silver 
legislation on the jewelry trade, he explained the situation 
very clearly and said in part: 


Unfortunately, this act, drawn in a time of extraordinary stress, 
and, I fear, drawn hastily, made no distinction whatever between 
silver for currency purposes and silver for fabrication into com- 
mercial products. As the matter now stands, to whatever heights 
monetary silver may be skyrocketed, silver that I may here for 
the purposes of the argument call “commercial” must follow. 
The price of one has been inescapably tied to the price of the 
other. 


Tle result is one that, I am sure, Congress, with its attention 
focused on other objectives, never intended, and one that, I hope 
with some confidence, Congress will now consider every means 
in its power to mitigate. 

The core of the situation is this: The industry, by dint of 
alert manufacturing and merchandising methods, coupled with 
fair prices, had, as its contribution to the recovery program, 
obtained a very satisfactory acceptance for its goods, bought 
not so much by the wealthy as by those in very moderate cir- 
cumstances, to whom it must look for volume. The proof that 
its energy and courage—much more marked in industry than 
we are sometimes led to believe—had produced one more item 
in the credit side of recovery lies in the fact that by 1934 the 
industry as a whole, through reemployment, had brought its 
roster of workers virtually to a normal level. 

It wants to hold this level, and I believe the country wants it to. 
But how can it, if large and abrupt advances are made arbi- 
trarily in the price of silver, when already such increases have 
forced silver out of its position relative to general commodity 
prices that it has held invariably for some score of years? To 
put it another way, while the silverware industry has thus far 
managed to make its adjustments, the further price increases 
dictated by the Silver Purchase Act are bound to force the prices 
of its completed product rapidly beyond the reach of the average 
purse. This means, first, a slowing up; next, paralysis—and 
another heavy burden upon our relief rolls. 


AtriLesoro, Mass, May 10.—Hundreds of local men 
and women will be thrown out of employment and thou- 
sands of others throughout the country will be directly 








OFTEN—To Your Advantage _ 
You Can Use AMERICAN PLATINUM GALLERIES 
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THE AMERICAN PLATINUM WORKS, 


Many times and in many cases there is the 
need of something more in jewelry—either 
by way of decoration or reinforcement. It 
is then you will find American Platinum 
Galleries are just what you want. 


The trim artistic lines of the lace work or 
flexible patterns, as well as of the under- 
bezels, are most agreeably suited to the 
best styled jewelry. 


You have nearly 300 patterns to choose 
from. Out of such a variety you are sure 
to find some for your designs. 


In a number of cases the same pattern is 
made in different sizes for mechanical con- 
venience. 


ASK FOR CATALOG A-M-20 


NEWARK, N. J. 
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MADE IN PLATINUM, GOLD, JEWELRY PALLADIUM 


Flexible Galleries Also Made in Various Karats and Colors of Gold, Solder Flushed 


Our catalog simplifies selecting the galleries you need. The size of each is given so that you can 
either make your designs to fit, or fit the gallery to your jewelry. 


N. J. R. R. Ave. at Oliver St. 
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affected if the price of silver goes over the dollar figure, 
as the Government recently indicated, in the opinion of 
the officials of the Watson Co. of this city, one of the 
largest silver shops in the world. 

Even the threat of the Government to raise the price 
of silver over the dollar figure has damaged the business 
of the local firm, one official of the concern stated a few 
days ago: “It has caused a feeling of uncertainty that 
has hurt our business materially,” the official stated. The 
Watson Co. employs about 400 hands. 

Silver yesterday was at 71%c. per ounce, but only 
recently it went as high as 8lc. per ounce. In the past 
few years the price of silver has averaged about 60c. per 
ounce. Some time ago it dropped to 25c. an ounce. Sev- 
eral days ago the retail trade board of the local Chamber 
of Commerce voted to send a protest to Washington 
against the plan to increase the price. 


Retailers Must Pay Tax of 50 Per Cent on Profits on the 
Sale of Old Silver to Refiners 


The Silver Purchase Act of 1934 provides that a tax 
of 50 per cent on the profit realized by dealers in the pur- 
chase and sale of old silver, sold as scrap on or after May 
15, 1934, must be paid to the Government. The tax is 
on sales, and the time of the purchase of the metal by the 
dealer is of no importance. 

Procedure to be followed by retail jewelers in comply- 
ing with this law offers two alternatives. First, if the 
quantity of silver purchased as scrap by the jeweler is 
such that he finds it unnecessary to make more than five 


or six sales per month to the refiner, he is required to 
file in duplicate with his district Tax Collector a Memo- 
randum of Transfer on Form 2 (available at all Col- 
lectors’ offices) at the time of each sale. Form 2 provides 
for computation of the tax, which is upon the difference 
between the amount he paid for the silver and the amount 
he receives from his refiner. After delivering the silver 
to his refiner, he will receive a credit memorandum setting 
forth the value of the metal. He then fills in Form 2, 
specifying the period of time in‘which he acquired the 
silver transferred in this particular sale, computes his 
profit, then his tax, and then takes the Form to the local 
Collector’s office where he purchases tax stamps covering 
the amount. These he pastes on the Form. The Collector 
cancels them and returns the Form to the jeweler as 
his receipt. 

This receipt the jeweler must show to his refiner, 
who will then make payment for the silver. This pro- 
cedure is recommended by the Treasury Department, as 
the refiner has a contingent liability for the tax if the 
Government finds itself to collect from the dealer selling 
the silver. Sight of the cancelled stamps assures the re- 
finer that the tax has been paid and relieves him of 
liability. 

Certain allowable expenses may be deducted from the 
taxable amount by the jeweler. These are cost of trans- 
portation and insurance, if any. 

The other alternative is to provide for the dealer whose 
silver transfers run into considerable volume. To obviate 
the necessity of filing a report with each sale to a refiner, 
jewelers who may make several such sales a week may 
register themselves with the local Tax Collector as being 








Che Pairpoint Corporation 
New Bedford, Mass. 


New York City 


43 - 47 West 23rd St. - - = - 
- San Francisco 
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TIE WREN DESIGN 


An inexpensive Rock Crystal pattern of real value on hand made blanks. 


This design is cut on many of our regular shapes. 
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To Manufacturers of 


© JEWELRY 

® WATCHES 

® GLASSWARE 
® CHINA 

® SILVERWARE 
®STATIONERY 


HAT is there about your 

product which makes it 
worth the price your dealers ask? 
Is it quality? durability? accu- 
racy? usefulness? design? fash- 
ion? novelty? 


You know, but are you telling the 
window shopping public through 
your dealers’ displays? 


The Retail Display Service will 
enable you to help your dealers tell 
the story of your merchandise in 
window and interior displays that 
will sell more goods for them and 
make more profits for you. 


The Retail Display Service is al- 
ready serving retailers from San 
Francisco to Boston and is now 
at the disposal of one manufac- 
turer in each of the above lines. 


May I send you particulars? 


@ Polly Pettit, formerly Display Manager of Black, 
Starr & Frost-Gorham, Inc. Director, Retail 
Display Service, Rockefeller Center, 1250 Sixth 
Avenue, New York, N. Y. 











( Announcing a change in 
name but not in policy 


The same dependable and prompt 
service as during the past forty- 
three years, catering strictly to the 
legitimate retail jeweler. 

Elgin and Hamilton Watches 


International and Community Silver 


Diamonds and all well known 
jewelry and novelty lines. 


GERWE FROHMAN 
COMPANY 


Successors to 


FROHMAN & CO. 
CINCINNATI, OHIO 


“If it’s new we have it.” 








Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 


THE JEWELERS’ CIRCULAR - KEYSTONE 
239 West 39th St. New York, N. Y. 








Est. 19 years. Makers of fine Double-Grip Buckles, tie-clips, key cases, 

Custom built Spin-o-matie lighters, ete., 

Our soldered buckles are fitted with precious metal double-grip fasteners, 
Sterling silver, 14kt gold on sterling and 14kt solid gold. 

Genuine stee) cut engine turning, hand hammering, beautifully finished both 
front and back, 

Rolled joint moderate priced buckles in sterling are fitted with 18% nickel 
double-grip fasteners beautifully polished front and back, priced from $12 


THE ROGERS-GEIGER CO. [—cavuasraun 


Parts—wicks—flints 
BAY VILLAGE, OHIO Rogers invented for Clark. 


























WATCH STRAPS 


to meet every requirement 
UNEXCELLED WORKMANSHIP AND QUALITY 
PRICED TO SELL PROFITABLY 


UREA) © osecere onter nen” CLG 


WESTERMAN MFG. CO. '°64°,W.2"s %- 
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regularly engaged in this business and be permitted to 
make reports monthly. Application for Certificate of 
Registry is made on Form 1. When his application has 
been accepted the jeweler will receive from the Collector 
a Certificate of Registry bearing a number. Reports under 
this certificate must be filed in triplicate on Form 3, and 
on Supplemental Forms 3-A. The supplemental sheets 
are to be used to record each sale during the month, a 
sheet to a sale, and provide for the same listing of data 
as on Form 1. Form 3 covers the totals listed on the 
supplemental forms and gives the total amount of tax 
due on sale of silver during the month reported. Tax 
stamps should be affixed to this form to the amount of 
tax due. In this case the dealer has only to give his reg- 
istry number to the refiner, who can then verify that the 
tax has been paid at the Collector’s office. 

Dealers who make 50 or more sales per month to re- 
finers may obtain special schedules which consolidate in 
brief form the data required on the supplemental sheets. 

If the jeweler has not a complete record of the prices 
paid for silver over a period of time in which he purchased 
metal now being disposed of in one sale to a refiner, he 
may compute the mean market price during that time, 
and pay the tax on what would be his usual margin on 
metal sold at that price. 

Jewelers located too far from a Collector’s office to file 
their reports in person may do so by mail, attaching a 
certified check for the amount of tax. 





John Schon Elected President of Minnesota 
Retail Jewelers Association 


MINNEAPOLIS, Minn., May 20—Effects of the 
higher prices of silver and gold on the jewelry business, 
brought about by the government’s revaluation and buying 
programs, furnished a major theme of discussion at the 
31st annual convention of the Minnesota Retail Jewelers 
Association, held today at the Nicollet Hotel. 

An impressive array of jewelry store merchandise, in- 
stalled at the convention by manufacturers and whole- 
salers, emphasized the trend toward investment in silver- 
ware. Silver plate also shares the popularity of sterling, 
it was pointed out. 

John Schon, Owatonna, was elected president at the 
closing session of the business meeting. He succeeds John 
M. Geist, St. Paul. Other officers, all reelected for the 
coming year, are: H.C. Hendrickson, St. Paul, vice- 
president; J. S. R. Scovill, Austin, treasurer, and E. M. 
Schwenke, New Richland, secretary. 

Arrangements for the convention were in charge of 
Lawrence Cohen, president of the Minneapolis Retail 
Jewelers Association, and Lester Johantgen, chairman, 
and Quade Weld, co-chairman, of the convention com- 
mittee. 

Most of the business sessions were given over to round 
table discussions of conditions and problems in the trade. 





Depicts Unusual Jewelry 


Various articles of which jewelry is composed have been published in 
the lay magazines for many years but one of the most interesting of 
these was an illustrated article “Making Jewelry From Snakes to Pay 
Their Way Through College’ which appeared in The American Weekly 
of May 19. This told how Don and Mary Williams of Phoenix Junior 
College had been marketing jewelry fashioned from rattle snake “ivory.” 

he jewelry was made from the snake back bones of the rattlers and was 
principally in the form of necklaces and earrings: Some of these “‘beads”’ 
were colored by dipping them into different dyes. The pictures of the 
boy and girl .. a have made considerable money in the product appeared 
with the snakes that they had captured and the different pieces of 
“jewelry” that was made from the reptiles. 
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A change has taken place. Science has scored another 


success. Silver tarnish is now PREVENTED instead of 
REMOVED. 


Thousands of jewelers have discarded the old-fashioned 
polishing of silver. They have discovered the new, modern 
way to protect their silver. They have discovered Silver 
Sentry. 

One Jeweler writes: “With your Silver Sentry our silver has 
now passed 2 months without the slightest deterioration.” 
Another: “Kindly send me one dozen Silver Sentry. The 
samples purchased in January have proven MOST satisfac- 
tory.” Still another: “We have tried your Silver Sentry in 
our display case and found it VERY satisfactory.” 

Silver Sentry is NOT a polish, NOT a lacquer, and is NOT 
applied to silver. It is an odorless compound that absorbs 
the tarnish-causing gases in the air and thus PREVENTS 
silver from tarnishing. 

A single jar works effectively in the average size (5x 2x 2) 
silverware drawer or chest. For the average showcase or 
display a 3 jars are recommended. Will last at least 
3 months. 


Order from your jobber or mail coupon to us giving his 
name. 





(Patented) 





RETAIL 50¢ 





SILVER 


fl Sentay 





Prepared, Tested and Guaranteed by 
Columbia Refining Co., Long Island City, N. Y. Established (889 
—— 


Columbia Refining Co., Long Island City, N. Y., Dept. C-6 | 
O) Please send me.............. trial jars (50 cents each). 


G Please send me.............. doz. of Silver Sentry, less regular trade 
discount and bill me through my jobber. 


My name 
My address 
My jobber’s name 
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On gold filled and plated 
scrap shipments, we melt 
and assay your material 
(unless otherwise specified) 
for an accurate and exact 
determination of its full 
value. Our check in full is 
mailed you within 24 hours 
after we have received 
your shipment. 





Day 


ay Hr. 


Our Guaranteed 


24 HOUR SERVICE 
oe) tpi cle} Rp 


is winning new friends 


@What a comfort it is to know that the 
same day your Old Gold shipment is received 
in our office, a check in full is speeding on 
its way to you. This rapid service will delight 
you, but moreover you will be pleased with 
the absolute accuracy which attends our 
service, made possible only through a corps 
of highly trained experts and modern 
equipment. Furthermore, we hold your ship- 
ment intact pending your approval of our 
returns, which are always based on the 
highest market prices. Our 24 Hour Service, 
unfailing accuracy, and highest market 
prices should make CUMMINS your head- 
quarters for Old Gold shipments. 


Giller CUMMINS 


an d & ° 


ONE NORTH EUTAW STREET, BALTIMORE, MARYLAND 


REFINERS AND ASSAYERS OF 
GOLD, SILVER AND PLATINUM 


is t & 


A new, beautiful brochure 
containing a series of 
advertising ideas which 
can be used profitably in 
building up your Old Gold 
business will be sent to 
you, without cost, upon 
request. Send for it today. 


THE JEWELERS’ CIRCULAR—KEYSTONE 


for June, 1935 





Pee, 


vE 











VOL. 105 


JUNE, 1935 


No. 9 





Maryland-Delaware, District of Columbia Convention 


Members of Association Meet at Wilmington, Del.—Excellent Addresses and Discussions 
Features of Gathering—Officers Elected and Big Banquet Held 


WILMINGTON, DeL., May 7.—The 2i1st 
annual convention of the Maryland-Dela- 
ware, District of Columbia Retail Jewel- 
ers’ Association came to a close last night 
with a banquet at the Hotel Du Pont, 
headquarters for the convention. Sunday 
afternoon was devoted to registration of 
members, and a formal reception was 
held at 7 o’clock in the Du Barry Room 
at the hotel, followed by an enjoyable 
entertainment. The speaker at the gath- 
ering was the Rev. Park W. Huntington, 
pastor of St. Stephen’s Evangelical Luth- 
eran Church. At the Monday afternoon 
session the officers elected were as fol- 
lows: Albert Sigmund, Washington, 
D. C., president, to succeed A. C. Mayer 
of Washington; J. T. Montgomery, Wil- 
mington, first vice-president; C. H. 
Schwartz, Baltimore, second vice-presi- 
;dent; Howard Collins, Wilmington, sec- 
retary, and Judson Mealy, Baltimore, 
treasurer. 


Monday 


The first business session of the con- 
vention opened Monday morning at 10 
a.m. with an address of welcome by 
President A. C. Mayer. The remainder 
of the morning session was then given 
over to an address by Eugene Young, 
Washington, D. C., on the subject of 
“Jewelers’ Insurance,” and an address 
by G. H. Niemeyer of Handy & Harman, 
New York, on the subject of “Standards 
and Taxes.” Mr. Niemeyer is chairman 
of the Jewelers’ National Tax Committee. 

During the course of his address he 
stressed the fact that chances do not seem 
very bright for a change in the present 
10 per cent tax upon the manufacturer, 
importer and producer, although he point- 
ed out that the tax is excessive, discrim- 
inatory and unfairly applied. 

He urged strongly the sanctity of the 
karat mark on gold products and the 
need of a strict enforcement of the laws. 
The public’s confidence must never be 
lost, he added. 

After Mr. Niemeyer’s address the fol- 
lowing committees were appointed: Nomi- 
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nation: George Kleitz, Wilmington; Ja- 
cob Engel, Baltimore; G. Howard Milli- 
ken, Baltimore, and Clarence Pearson, 
Washington. ‘ 

Resolutions: J. H. Milliken, Baltimore; 
William Wright, Washington, and Ar- 
thur Sundlun, Washington. 





Albert Sigmund, President-Elect 


The convention then adjourned for 
luncheon, at which time Mayor William 
H. Speer, a guest of the association, made 
a short address in which he welcomed the 
jewelers to the city. 

At ‘the afternoon session Edward 
Krehbiel of Black, Starr & Frost-Gorham, 
Inc., New York, gave an interesting and 
instructive address on the future of the 
jewelry trade. “Introducing fashion into 
jewelry is the best way of boosting sales,” 
declared Mr. Krehbiel. He pointed out 
that change of styles in clothing increases 
the turnover of that commodity to the 
profit of clothing manufacturers, and that 
the same thing is true in other lines. Mr. 
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Krehbiel cited the example of some flor- 
ists in the Southwest who increased their 
orchid sales 1000 per cent by propaganda 
which created a fashion. Although there 
are some fashions in jewelry now, Mr. 
Krehbiel emphasized the principle of the 
thing has not yet been extended a frac- 
tion of its potentiality. ; 

Harold Kinger of the Campbell Tele- 
tector Corp. of Pennsylvania gave a tele- 
tector demonstration. 

In the general discussions at the after- 
noon session the NRA was a prominent 
topic and jewelers expressed the general 
opinion that NRA has benefited their 
business and they declared they intended 
to continue support of their code. Prob- 
lems under the code were discussed. 

Bartley J. Doyle, vice-president of 
THE JEWELERS’ CIRCULAR-KEYSTONE, was 
the next speaker. He delivered an excel- 
lent address in which he congratulated 
the Maryland, Delaware and District of 
Columbia Association for its fine spirit of 
cooperation. He then turned his atten- 
tion to a discussion of the codes in the 
jewelry business. He declared that the 
jewelry trade is still in business because 
of the appeal for adornment and that this 
desire will never die. The jewelry busi- 
ness, he said, is based on sentiment and 
nothing can take its place. He decried 
the cheap jewelry and declared that the 
word “cheap” should not be in the jewel- 
er’s lexicon. “Quality jewelry at quality 
price” should be the slogan of the jewelry 
trade, in his opinion. 

During the afternoon session L. D. 
Reynolds, former president of the Broth- 
erhood of Traveling Jewelers and ef the 
Southern Jewelry Travelers’ Association, 
who is known to many jewelers in Mary- 
land, Delaware and District of Columbia 
district, was called upon for an address, 
but was out of the convention hall at the 
time. 

A further general discussion followed 
Mr. Doyle’s address and then came the 
election of officers-and adoption of reso- 
lutions. 
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tent with the value of fine gold and silver. Your ONLY guarantee of these 


is the integrity of your dealer. 


KASTENHUBER & LEHRFELD 


Strictly Smelters and Refiners—NOT Jewelry Manufacturers 


INTEGRITY 


HEN you sell old gold and silver, the ONLY things that count are 


correct karat test, accurate weight and the highest cash price consis- 














24 John St. 
New York 












































Education Spells Success 
The American Gem Society Offers 


An inexpensive bi-monthly educational service on gems and 
precious metals. 
Courses by mail for individuals. 


A course in diamonds and other gems, precious metals and 
jewelry and the fundamentals of Gemology. 

A course in the selling and merchandising of quality goods 
(jeweler’s quality). 

A group of courses including all of the above plus a course 
on window display, advertising, color and design with win- 
dow set-up and 26 changes for actual use. 


Similar Courses for regional groups of jewelers meeting 
monthly with instructor. 


The Gemological Institute Offers 


A Three-Year Professional Course, including all of the above, plus 
two years intensive scientific study of diamonds, other gems, precious 
metals, jewelry, enamels, etc., their history and romance. Prepares 
for CERTIFIED GEMOLOGIST examinations. 


WRITE FOR DETAILS TO 
The American Gem Society Gemological Institute of America 


555 South Alexandria 3511 West Sixth Street 
LOS ANGELES, CALIFORNIA 
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Some of the several hundred firms 
in which there are students: 


Alsted-Kasten Company, Milwaukee 
Bloedel’s Jewelry, Inc., Milwaukee 
Cooper-Leavitt, Cape Town, S. Africa 
The Cowell & Hubbard Co., Cleveland 
Arthur A. Everts Company, Dallas 
Hardy & Hayes Co., Inc., Pittsburgh 
Frank Herschede Company, Cincinnati 
Hess & Culbertson, St. Louis 

J. B. Hudson, Inc., Minneapolis 

S. Joseph & Sons, Des Moines 
Juergens & Andersen, Chicago 
“Leys”, Butte 

Thomas Long Company, Boston 

Maier & Berkele, Inc., Atlanta 

Newton Rosenzweig, Tucson 

Sartori & Wolff, Spokane 

Ted Symans, Denver 

J. Ralph Tobin, Springfield, Il. 
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The question of where to hold the next 
annual convention was left open and will 
be settled by a special committee. 


Banquet 


The annual banquet following the con- 
yention was attended by nearly 300 peo- 
le and was one of the best that has ever 
been held by the association. The ban- 
quet was held in the Gold Room, with 
Arthur Sundlun acting as toastmaster. 

Following the discussion of a fine menu, 
Toastmaster Sundlun again introduced 
Mayor Speer, who spoke briefly, and the 
toastmaster then introduced those at the 
head table, including: Past presidents, 
C. Howard Millikin of Baltimore and 
Charles M. Banks of this city; Jacob En- 
gel, Baltimore, past president of the Na- 
tional Wholesale Jewelers’ Association ; 
George Fernley of Philadelphia, secre- 
tary of the wholesalers’ association; Bart- 
ley Doyle, vice-president of THE 
JeweLers’ CiRCULAR-KeysTone; William 
O. Wingate of Wilmington, grand master 
A. F. and A. M. of Delaware; President- 
elect Sigmund, who is also president of 
the Washington Jewelers’ Association; 
Jay Engel, president of the Baltimore 
Jewelers’ Association; J. T. Montgomery, 
president of the Wilmington Jewelers’ 
Association, and George Kleitz of this 
city, general chairman of the convention 
committee. 

Retiring President Mayer then gave a 
review of the past three depression years 
during which he has been president of 
the association, and wished the new presi- 
dent good luck in every way, offering his 
support to the new administration. He 
expressed the conviction that the worst 
of the depression had passed and that 
business is now emerging into an era of 
prosperity. He took the occasion to also 
express his appreciation of the sustained 
cooperation shown him by the officers and 
members of the association during his 
period in office. As an expression of their 
appreciation for his splendid service to 
the association he was then presented 
with a handsome gift. 

Following the banquet an_ excellent 
floor show was put on and included danc- 
ing, an acrobatic act and singing. 





Jeweler Dies from Injuries in 
Automobile Crash 


E_mira, N. Y., May 21 — Alexander 
Winkelstein, 64, of 553 Maple Ave., well- 
known Elmira jeweler, died at 12:45 p.m. 
Tuesday at St. Joseph’s Hospital of injur- 
ies received last Thursday in an automo- 
bile accident. 

Mr. Winkelstein had been in a critical 
condition for four days as result of skull 
and rib fractures and other hurts. An 
oxygen tent was employed in a vain at- 
tempt to save his life as his condition be- 
came steadily worse. 

The jeweler was a _ passenger in 
a car driven by Myer Siskin of 411 Fair- 
way Ave., which collided with another car 
on East Water St. between High and 
Spring Sts. 

Mr. Winkelstein, a wholesale. jeweler, 
had been in business in Elmira for about 
40 years. His establishment is located at 
202 E. Water St. 
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Mr. Winkelstein came to Elmira from 
Waverly where he was engaged in the 
clothing business. Born in Lithuania, he 
came to America as a young man. 

He was a member of the High Street 
Temple, where he was trustee and past 
treasurer, and active in several jewish 
organizations. 





Julius Sauerman 


MILwauKegE, Wis., May 22—Funeral 
services for Julius Sauerman, 71 years old, 
4504 West Fond du Lac Ave., who died 
May 20 were held at 9:30 a. m. from the 
Fass Funeral home, 3601 North Oakland 
Ave. 

Mr. Sauerman, a jeweler in Milwaukee 
for the past 45 years, came to Milwaukee 
from Germany 50 years ago and worked 
in Florence and Sheboygan, Wis., before 
coming to Milwaukee. 

Mr. Sauerman had no relatives in 
America. He held memberships in the 
Elks’ and the Milwaukee District Jewelers’ 
clubs. 





Buffalo Jeweler Thanked for Gift to 
Quintuplets 


BuFFALo, N. Y., May 22—The gift of 
five silver cups by Harry Gamler, jeweler 
at 522 Main St., to the Dionne quintyplets 
has been acknowledged in a letter to Mr. 
Gamler from the children’s parents, Mr. 
and Mrs. Oliva Dionne of Callender, Ont. 

The letter concluded with expression of 
Mr. and Mrs. Dionne’s hopes to some day 
thank Mr. Gamler personally. 


Diamond and Gem Imports During 
March 


Wasuincton, D. C., May 15—The De- 
partment of Foreign Commerce reports 
the total value of diamonds imported dur- 
ing the month of March to be $1,412,983. 
This included rough of $314,445, and cut 
stones, $1,098,538. Belgium sent us the 
bulk of the rough stones and a big majority 
of the cut. British exports during the 
month were practically nil. 

During the same month we imported 
pearls of $15,137; rough precious stones, 
$1,312; cut precious stones, $67,815; imi- 
tation gems, $71,714 and imitation opaque 
stones and pearls, $2,123. 


Imports and Exports of Jewelry and 
Silver During March 


WasuinctTon, D. C., March 15—Accord- 
ing to reports just cothpleted by the Divi- 
sion of Foreign Trade Statistics, the total 
value of gold and platinum jewelry im- 
ported during March was but $3,590. Im- 
ports of all other jewelry during the 
month amounted to $18,807. 

During the same month we imported 
silver plated tableware, etc., of $48,139, 
and other silver plated articles except 
cutlery, $4,589. 

Exports during March included fine 
jewelry, $7,310; all other jewelry, $81,826; 
sterling silver, $1,125; silver plated ware 
$8,277, and other articles including gold 
and pewter, $9,138. 








23rd Annual Banquet of Sansom 
Street Business Men’s Association 


PHILADELPHIA, Pa., May 10—The 23rd 
annual banquet of the Sansom Street Busi- 
ness Men’s Association, held Thursday 
evening, in the Crystal Ball Room of the 
Hotel Adelphia, was an outstanding suc- 
cess. Over 200 were present and much 


credit is due Julius Schwartz and mem- 
bers of his committee for the excellent 
program. Eminent speakers and an ex- 
cellent floor show helped materially to 
make the evening a most enjoyable one. 
President John M. J. Costello extended 
a hearty welcome and Michael Bogdanoff, 
who acted as toastmaster, made an en- 
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Members and guests at the annual banquet of the Sansom Street Association 











lightening address on the value of organ- 
ization. Among the speakers of the 


evening were Arthur T. Hagstoz of T. B. 
Hagstoz & Son; David E. Triester, presi- 
dent of the United Business Men’s Asso- 
ciation; Dan Weigle, director of Public 
Relations, Penn Athletic Club; Edward 
A. Allanson, cashier of The Kensington 
National Bank; David B. Solomon, presi- 





dent of the Pennsylvania Pawnbrokers 
Association and Charles Diesinger. 

At the annual meeting of the associa- 
tion, held May 9 in the Adelphia Hotel, 
the following officers were elected: John 
M. J. Costello, president; Samuel Lashof, 
vice-president; Joseph B. Bechtel, trea- 
surer; Irwin I. Margolis, secretary. 












JOSEPH B. COOPER & SON 


have been for over four decades engaged 
in the Refining of Precious Metals. 














Our customers continue to be satisfied 
with their returns on OLD GOLD and 
other precious metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 








We pay 
6%e per Karat, per Dwt. 





JOSEPH B. COOPER & SON 


26 John St., New York 





Factory: Brooklyn, N.Y. 





Our reputation is our success. | 





reators — 
of 


FINE 10% IRIDIUM PLATINUM 
JEWELRY 


RINGS — BRACELETS — 
WATCHES — WEDDING RINGS 


FISHER BROS. 


36 West 47th St. New York, N. Y. 








MINIATURE DISPLAY EASELS 








To adjust platform 
(front of easel) 
bend downward, 
This also widens 
easel, making it suit- 
able for various ar- 

J ticles. Adjust legs to 

angle also, according 

to article to be dis- 
played. 











No. 1 Midget, 18 gauge, tinned finish wire, 1 1/16” x 1%”; 
No. 2 medium, 16 gauge, 1 11/16” x 1%”, adjustable by 
bending front for merchandise, back for cards, etc., $3 
gross, all one size or any assortment; returnable if unsat- 
isfactory after inspection. 


GEORGE H. AILES & SON 
Keith’s Theatre Bldg. Philadelphia, Pa. 
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Do you buy, sell or use gems 
and gem materials ? 


This new book should be in the hands of everyone who 
has an interest in gems and gem materials. 

It describes practically every important gem and gem 
material, classifies the materials according to various prop- 
erties, includes tables of comparative gem material charac- 
: teristics and gives the latest available information on manu- 
factured stones. 


Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Henry Kraus, Professor of Crystallography and 
Mineralogy and Director of the Mineralogical Laboratory, 
University of Michigan, and Epwarp F. Hotpen, Late 
Instructor in Mineralogy, University of Michigan. 
260 pages, 6 x 9, 325 illustrations, $3.00. 

The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems 
such as crystal forms, physical, optical and chemical prop- 
erties, formation, occurrerce, cutting, polishing and naming 
of gems. _ 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 


Valuable statistics on production and occurrence. 

Full discussion of cutting and passeies of gems. 

Full treatment of manufactured stones, including detailed 
discussions of artificial rubies and sapphires, glass imi- 
tations, bakelite, etc. 

Numerous tables of gems arranged according to various 
properties. 

5. Summary Table for ready reference. 


Order your copy to-day from 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York City 


onr-~ 
. .'s 
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Two Standard Books for 
Optometrists and Opticians 


By LIONEL LAURANCE 





General and Practical Optics 
(Fourth edition, 327 pages) 


Visual Optics and Sight Testing 
(Third edition, 502 pages) 





Price, $6 for Each Book 





OPTICAL JOURNAL & REVIEW 
239 West 39th Street New York City 
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lowa and Illinois Jewelers in Joint 


Convention 


Members of State Associations Meet at Dubuque and Elect 
Officers—Separate Meetings to be Held Next Year— 
Excellent Addresses and Social Programs Enjoyed 


Dusuaue, Iowa, May 7—The 30th 
annual convention of the lowa Retail 
Jewelers’ Association and the 28th of 
the Illinois Retail Jewelers’ Association, 
which were held jointly here for the 
past three days, did not come up to ex- 
pectations in attendance, but was better 
than the one last year at Moline, Ill. 
However, the convention was a success 
and fully up to expectations in every 
other respect. 

Sessions today were devoted to dis- 
cussions of subjects of interest to mem- 
bers of the trade and to business routine. 
The business sessions were held separate- 
ly. Neither association decided on a 
place of meeting for next year, but it 
was decided that there would be no joint 
meeting. Partly responsible for this de- 
cision was the plan adopted by Illinois 
for a district reorganization of the state 
next year which makes it necessary to 
hold their meeting at a centrally located 
city. 

Officers elected by Iowa for the next 
year are: President, J. W. Lewis, Man- 
chester; Vice-President, Will H. Cleaver, 
Dubuque; Secretary-Treasurer, Gus J. 
Siebke, Cedar Rapids; Directors, Wilson 
D. Clark, Sioux City; H. C. Kirkberg, 
Fort Dodge; and E. W. Niemand, 
Davenport. 

Prior to the election of officers the 
members from Illinois held a luncheon 
meeting where a suggestion from “The 
Pluggers” made through John Detrich, 
was considered and adopted in principle. 
This plan proposes dividing the state into 
three districts and for organizations 
which will hold their meetings and 
through representation at the annual 
meetings have the same voice in affairs 
as though all members attended. By 
resolution, the officers were instructed to 
cooperate with members of the “Pluggers” 
in putting this into effect. The follow- 
ing officers were then elected: President, 
H. B. Schmith, Clinton; Vice-Presidents, 
J. R. Tobin, Springfield, and H. Sanford, 


DuQuoin; Secretary-Treasurer, H. T. 
Mortensen, Chicago. Executive com- 
mittee: C. I. Josephson, Jr., Moline; 


Walter Flora, Decatur;-Wm. Lambrecht, 
Jr., Chicago. 

Sunday afternoon all those present re- 
Paired to the beautiful Dubuque Country 
Club, where the afternoon and evening 
were spent in golf, cards and dancing, 
as well as community singing. Prizes for 
the golf events were announced at the 
banquet last night. The Iowa cup was 
again won by Babe Hand and if he is 
successful next year it will rest perma- 
nently in Iowa City. The three prizes 
for members were won by Walter Ross- 
man, Bernie Gerlach and Nat Teguns. 
The salesman’s prize went to Ed. Berg- 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1935 





sten, of the Elgin National Watch Co. 

The Monday morning session was 
called to order in the convention room 
of the Julienne Hotel by President Lewis 
and after the opening formalities and 
welcome by Mayor M. R. Kane, presi- 
dent C. I. Josephson, of Illinois spoke 
briefly. The activities and accomplish- 
ments of the ANRJA were told of by 
Secretary Mortensen, and Presidents 
Josephson and Lewis, all of whom have 
been in close touch with National 
affairs during the year. 

The afternoon session on Monday was 
most interesting and profitable, so much 
so that it was long past the time of the 
sightseeing trip before a vote to adjourn 
could prevail. Three talks were 
scheduled, one by Major J. T. Mont- 
gomery, M. A. Mead & Co., on selling 
better merchandise; by Lloyd G. Pattee, 
S. H. Clausen & Co., and H. E. Wald- 
ron, Schaeffer Fountain Pen Co. 

More than 100 members and friends 
attended the banquet Monday evening, 
after which dancing was enjoyed until 
long after midnight. 





Georgia Retail Jewelers Meet At 
Atlanta for Sixteenth Annual 
Convention 


ATLanTa, Ga., May 2.—The sixteenth 
annual convention of the Georgia Retail 
Jewelers’ Association was opened by 
Vice-president Frank H. Maier at the 
Piedmont Hotel in Atlanta at 10 o’clock 
on Friday morning, April 26.  Vice- 
president Maier read a telegram from 
the president of the association, J. Tom 
Cook, in which he stated that he had 
been unavoidably delayed, but would ar- 
rive in Atlanta before noon. 

The invocation was given by Henry 
Muench, of Muench & Elsner, and an 
address of welcome was made by Dr. 
W. W. Memminger, Rector of All Saints’ 
Church. Response to the address of wel- 
come was by Nat Ullman, of the Nat 
Kaiser Co. This was followed by a gen- 
eral discussion of the Jewelry Code led 
by H. A. Maier, of the Maier & Berkele 
Co. 

Following this discussion, Mr. Ullman 
took the floor to point out the severe 
losses sustained in the free engraving 
of silverware, suggesting that the Ster- 
ling Silversmith’s Guild be asked to 
draw up an educational program for 
jewelers and for the general public to 
encourage the practice of charging for 
engraving. A discussion followed, but 
no action was taken. 

Ernest P. Tomlinson, of Megahee & 
Tomlinson, compared sales of radios 
with those of jewelry, and suggested 
that manufacturers of watches, silver- 
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ware and jewelry might increase the 
sale of their products by aiding the re- 
tail jeweler in advertising their products. 

President Cook arrived and spoke for 
a few moments, leaving the session, how- 
ever, in charge of the vice-president, 
who appointed the following committees: 
Nominating: R. C. Schneider, chairman; 
George Daniels, Henry Muench. 

Resolutions: Nat Ullman, chairman; 
E. P. Tomlinson, Lawrence Holzman. 

The meeting then adjourned for 
luncheon and inspection of displays. 

The afternoon session was opened by 
President J. Tom Cook at 2:30, the first 
speaker being Roy LaCraw, former 
president of the Atlanta Chamber of 
Commerce. 

Mr. LaGraw was followed by Dan 
Haven, of the International Silver Co., 
who made an address on the future of 
the retail jewelry business. 

A paper from the Gemological Insti- 
tute of America, accompanying its dis- 
play of famous diamond ~replicas, was 
read by Rudy Schneider. 

Upon motion by Lawrence Holzman, 
the association went on record as favor- 
ing an immediate advance in the retail 
price of silverware following each in- 
crease in the price of silver. A number 
of resolutions were added from the floor 
to those contained in the report of the 
resolutions committee, which was made 
by Lawrence Holzman. 

Officers for the coming year were 
elected as follows: President, Frank H. 
Maier, Maier & Bérkele Co., Savannah; 
vice-president, William H. Burdell, 
Schweigert’s, Augusta; secretary-treas- 
urer, E. A. Morgan, Atlanta. 


W. Porter Cart President of South 
Carolina Retail Jewelers Association 


By an error in the dispatch sent to us 
from Greenville, April 22, on the elec- 
tion of the South Carolina Retail 
Jewelers’ Association, the name of the 
new president appeared in our last issue 
as Porter Cox. This was incorrect as 
W. Porter Cart of W. P. Cart Co., 
Charleston, was elected to that office and 
the spelling of his name was mixed up 
in the account. Mr. Cart will have 
charge of the state association until the 
next annual meeting which will be held 
in Columbia next year. 


Mayhard S. Melville 


East Syracuse, N. Y., May 2.—May- 
hard Stuart Melville, works manager 
of the Benedict Mfg. Co., died April 25 
at his home in Dewitt, N. Y. 

He was born 53 years ago at Ballston 
Spa, N. Y., and was a nephew of the 
late Maynard S. Benedict, founder of 
the Benedict Mfg. Co. in 1895. 

Following his graduation in engineer- 
ing at Cornell University in 1912, Mr. 
Melville became head of the cost depart- 
ment of the Benedict Co., holding that 
position until 1917 when he became con- 
nected with Oneida Community Ltd., in 
research work. In 1931, he returned to 
the Benedict Mfg. Co. as factory man- 
ager. 

He is survived by his widow, two sons, 
and father. 











Cravat Chain Patent Suits 
Filed in New York 


Announcement was recently made that 
patent suits were recently filed by the 
Wreal Cravat Co. in the United States 
District Court in Brooklyn, against 
several concerns which, it is claimed, 
had infringed a patent issued to Amsy 
L. Wurster for a chain cravat holder. 
In these suits the complainant asks for 
a perpetual injunction and an account- 
ing of profits and damages. The suits 
were against the Freedman Department 
Store and the Hickok Mfg. Co., in one 
case, and Samuel S. Schwartz, in another. 

The Baer & Wilde Co., Attleboro, are 
exclusive licensees under the Wurster 
patent. 


Watch Companies Get Injunction 
and Damages Against Alabama 
Concerns Which Used 
Counterfeit Dials 


BIRMINGHAM, ALA., May 4—There is 
considerable interest in the jewelry and 
watch industries in the decisions just 
rendered in the matter of suits brought 
in the Federal Southern District Court in 
Birmingham, by the Elgin National Watch 
Co., the Hamilton Watch Co., the Illinois 
Watch Co., and the Waltham Watch Co., 
against Robert L. Benson, doing business 
as Benson Gold Refining Co., B. T. 
Clifton, and Benson-Porter Co., Inc., of 
Birmingham, Ala. The suits allege in- 
fringement of trademark names of the 
above mentioned watch companies, for 
selling spurious, bogus or counterfeit 
dials, these containing American watch 
company’s trademark names. 

The decrees handed down by the U.S. 
District Judge, Honorable W. I. Grubb, 
is in favor of the complainant watch 
companies and grants perpetual injunc- 
tions against said defendants, forever 
enjoining and restraining them in buy- 
ing, selling, and handling spurious, bogus 
and counterfeit dials, bearing said Amer- 
ican watch company’s trademark names. 

The Court also awarded complainant 
watch companies punitive damages and 
taxed the defendants with Court cost 
proceedings. 

In the decree signed by Judge Grubb, 
after declaring the Waltham Watch Co. 
is entitled to protection of its registered 
trademark “Waltham,” says in part: 


That the defendants have been dealing in 
spurious or counterfeit dials bearing simulated 
or counterfeit trademark of the complainant in 
the city of Birmingham, Ala., and its vicinity 
and said dials have been sold and used in the 
trade and attached to old or inferior works or 
inferior watches and in such manner have been 
harmful and injurious to the complainant and 
to the complainant’s business, constituting a 
fraud upon the complainant and an infringement 
on the complainant’s trademark. 

That the defendants have been guilty of 
fraudulent and wilful infringement of said trade- 
mark and dealing in or Selling counterfeit and 
spurious dials bearing complainant’s trademark. 

That the actual damages suffered by the com- 
plainant being difficult of ascertainment, no ac- 
counting will be ordered or attempted, but be- 
cause of the wilful and fraudulent sale and 
dealing in counterfeit dials on the part of said 
defendants, punitive damages should be assessed 
against the defendants. 

That the complainant is entitled to a perma- 
nent 5 ee against said defendants as 
prayed for in its said amended bill. 

ow therefore it is ordered, adjudged and 








decreed by the court on this the 24th day of 
April, 1935, as follows;— 4 

First, That the said defendants, their rep- 
resentatives, their agents and their employees 
be and the same are hereby perpetually en- 
joined and restrained from having in_ their 
possession, selling, offering for’ sale, shipping, 
displaying, handling, directly or indirectly any 
counterfeit or spurious watch dials bearing the 
trademark or the emblem “Waltham” or simu- 
lating the trademark or design of the said 
complainant upon watches or upon watch dials 
in the city of Birmingham or its vicinity. 

Second, That the complainant shall have and 
recover of the defendants the sum of $500 as 
punitive damages and that defendants be taxed 
with the cost of this proceeding, for which let 
executive issue. 


A similar decree was ordered in pro- 
tection of the Elgin, Hamilton and 
Illinois watch companies’ trademarks. 

At the trial hearing in Birmingham, 
H. A. Ruthhart represented the interest 
of the Hamilton Watch Co., E. H. Cotton 
of the Elgin National Watch Co., and 
Benjamin N. Bliss and H. R. Williams 
of the Waltham Watch Co. 





Florida Retail Jewelers Meet at 
Jacksonville 


JACKSONVILLE, FLa., May 8—The 
Florida Retail Jewelers’ Association is 
being congratulated on the fact that its 
annual convention held in this city, May 
5, 6 and 7, was a success in every way 
and the attendance was one of the largest 
that it had seen for many years. At the 


banquet and dinner held at the Casa. 


Marina Hotel at Jacksonville Beach, 


about 105 participated. 

The convention was under the direc- 
tion of Sterling Smith, president, and 
O. A. Jenkins of the Duval Jewelry Co., 
was the convention chairman. A floor 
show by students of the Riverside School 
of Arts proved very enjoyable, while 
the golf tournament which brought out 
many good players, was won by E. D. 
Kienast of Jacksonville. < 

Mrs. R. Fox of Daytona Beach proved 
to be the winner of the ladies’ bridge 
tournament. 

Among the principal business acted on 
by the convention was the movement pro- 
moting a bill to outlaw auctioneers 
which have been operating unregulated 
during the tourist season and also per- 
fecting a strong organization to fight the 
proposed state sales tax. 

West Palm Beach was decided on as 
the place in which the 1936 convention 
will be-held. Officers elected by the con- 
vention consist of: President, Sterling 
Smith, Jacksonville; First Vice-President, 
O. A. Jenkins, Jacksonville; Second Vice- 
President, J. L. Kerr, Pahokee; Secre- 
tary, Bruce Watters, St. Petersburg; and 
Treasurer, Reade Tilley, Clearwater. 
The directors are: Sam Wilson, Ocala; 
F. L. Fleck, Jacksonville; Mrs. Frank 
Bentley, West Palm Beach; H. C. Whit- 
ney, Lake City; G. W. Lawton, Orlando; 
Alvin Magnon, Tampa. 

A permanent Legislative Committee 
was established with A. O. Jenkins, chair- 
man; Sterling Smith, Earle Middleton, 
H. C. Whitney, Reade Tilley, Milton 
Fuller and Alvin Magnon. In connec- 
tion with legislative work, a movement 
was started by Sidney Strauss, of New 
York, to raise a fund, which resulted in 
$75 being paid in to start this work. 
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Three Chicago Retail Jewelry 
Organizations Hold Joint Meeting 


CuHicaco, May 14.—Last night the 
three local retail jewelry organizations 
the West Side Retail Jewelers’ Associa. 
tion, the South Side Retail Jewelers’ As- 
sociation, and the Northwest Jewelers’ 
Guild, held a most interesting joint ses- 
sion in the Club Lounge of the Palmer 
House, Wm. Lambrecht, president of the 
Northwest Guild, presiding. 

The guest speakers of the evening 
were Howard D. Schaeffer, vice-president 
of the Elgin National Watch Co., and 
Prof. W Samelius, head of the Elgin 
Watchmakers’ College: 

More than 125 jewelers and watch- 
makers were present and listened with 
keen interest to Mr. Schaeffer as he dis- 
cussed and explained the distribution pol- 
icy of the Elgin company. 

Prof. Samelius briefly sketched the his- 
tory of time-measuring instruments and 
showed a motion picture of the Elgin 
factory and various operations and ma- 
chines employed therein. 


George A. Woods 


George A. Woods died April 12. Mr. 
Woods was a native of County Terrone, 
Ireland, and was 52 years of age. He 
came to this country as a youth and for 
a long time was associated with his 
brother, Robert, who conducted a jewelry 
store on Ninth Avenue, New York City. 
He was also employed at various times 
with many outstanding jewelers of the 
metropolis. 

Surviving Mr. Woods are his widow, 
a daughter, Mrs. Georgiana Wolff, and 
a son, William. 

At the time of Mr. Woods’ death, 
which was quite sudden, he was re- 
siding at his summer home at ‘Silver 
Beach, N. Y. During the last few years 
Mr. Woods was doing watch-making for 
the trade and had office space with I. 
Castagnetta & Son, Inc., New York. 

Burial took place April 16 at Ever- 
green Cemetery, Brooklyn, N. Y. 





The Providence Merchandising Co.’s 
place, 535 Broad St., was broken into 
one night recently and scrap silver, 
gold and platinum, valued at nearly $500 
stolen. Two men whom the police say 
have long criminal records in this and 
other communities were later arrested 
and held in heavy bail for the grand jury. 
Entrance was gained to the place by 
means of a ladder which the thieves stole 
from the cellar of a nearby dwelling. 
This they used to climb to the roof of 
a garage at the rear of the Merchandis- 
ing Co.’s place. Dragging it up to the 
roof, they climbed through a window 
some 12 feet from the ground, into an 
entryway and thence broke open the door. 
Visiting the room occupied by the two 
men, the police report they found two boxes 
of gold, silver and platinum scrap 
valued at $275 and jimmies and a kit 
of burglars’ tools. 
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Watch Assemblers Elect George 
Gruen President 


Members of the board of directors of the 
American Watch Assemblers Association, 
Inc., met at the Hotel Roosevelt, May 8, 
and elected the following officers to serve 
during the ensuing year: President, 
George J. Gruen (Gruen Watch Co.) ; 
first vice-president, Roland Gsell (R. 
Gsell & Co.) ; second vice-president, J. P. 
VY. Heinmuller (A. Wittnauer Co.) ; 
treasurer, Oscar Lazrus (Benrus Watch 
Co.), and secretary, Harold Grey (Gothic 
Jar-Proof Watch Corp.). The by-laws 
limit the term to be served by officers 
to one year. 

Prior to the Directors’ meeting, a gen- 
eral meeting of the organization was 
held. At this time Herbert I. Ollendorff, 
of the Ollendorff Watch Co., who has 
served as president during the past year, 
made his report. He reviewed the accom- 
plishments of the association briefly, men- 
tioning in particular the fact that all but 
two small sales by the United States 
Marshal of confiscated smuggled watch 
movements had been stopped. Mr. Gsell, 
chairman of the Tariff Committee, re- 
ported that on May 10 “letters of ex- 
change” as to a possible reciprocal tariff 
agreement between the United States and 
Switzerland would be exchanged between 
the State Departments of the two coun- 
tries. (This occurred according to his 
prediction. ) 

A resolution was adopted as a tribute 
to the retiring president. 

Directors elected to serve for a three- 
year period include Gaston Ditesheim 
(Movado Watch Agency), Norman M. 
Morris, Harold Grey, and Louis Schwob 
(Adolphe Schwob Sons, Inc.). 





Washington State Retail Jewelers 
Convene at Seattle 


SEATTLE, WaAsH., May 14—Members 
of the Washington Retail Jewelers’ Asso- 
ciation pledged unanimous support of the 
NRA code and voiced a desire for its 
continuance at the 22d annual convention 
held May 12 and 13 in this city. 

Clarence H. Ludwigs, Walla Walla, 
succeeds H. F. Arold as president of the 
association. Simon Burnett, Seattle, was 
named first vice-president and John Penn 
Fix, Spokane, second vice-president. W. 
J. Hindley, Seattle, was re-elected secre- 
tary-treasurer and given a vote of thanks 
for his past years of service. Al J. 
Sartori, Spokane; H. F. Arold, Seattle; 
and W. H. Mahncke, Tacoma, were 
named trustees. 

The resolution favoring NRA code ad- 
ministration came after a panel discussion 
on “Jewelers’ Code and Taxation Prob- 
lems” conducted by Simon Burnett, chair- 
man, who was assisted by L. Friedlander, 
Jay Merrick, Noyes Talcott, and Clarence 
Ludwigs. Jewelers, both large and small, 
during open discussion of the subject 
bore out the statement of Mr. Burnett and 
W. J. Hindley that the code had stabilized 
prices, assured a satisfactory profit on 
merchandise and repair work, mitigated 
unfair trade practices, and practically 
eliminated auctions, a bugaboo to the 
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craft in Washington in the past. Mr. 
Burnett pointed out that there had been 
but one auction in Seattle in the past year 
and a half and because of strict code 
supervision it had proved a failure. 

Value of cooperation and organization 
in the craft was stressed. Mr. Burnett, 
referring to the Seattle Retail Jewelers’ 
Association, of which he is past president, 
said, “Because of this effective organiza- 
tion, we have either eliminated or modi- 
fied many old trade abuses and Seattle 
jewelers enjoyed a year of the fairest 
and cleanest business in its history.” 

Members of the panel group pointed out 
that through the state and city organiza- 
tion’s representative (Burnett) in the Re- 
tailers’ Legislative Council during the 
1935 State Legislature session, jewelers 
were saved a heavy tax which would 
have been levied as a “luxury” tax. Cus- 
tomers now pay the tax by a 2 per cent 
sales levy. 

A second discussion on “What’s Ahead 
in the Jewelry Business?” was conducted 
by John Penn Fix, chairman, Leo Weis- 
field, Sam Snyder, Ben Tipp, Horace 
Condy, and W. H. Mahncke.~* Such sub- 
jects as building customer confidence, 
installment selling, code control of manu- 
facturer and wholesale credits, and de- 
partment store competition were discussed 
by this group. 

“The Smelting Pot,” by W. J. Hindley, 
was one of the principal addresses of the 
session. By presenting many pertinent 
facts, Mr. Hindley showed the necessity 
of closer organization and more united 
efforts by jeweler groups. 

Harry Druxman, Seattle, was in charge 
of entertainment. A reception was given 
Sunday evening, May 12, in the Jade 
Room of the New Washington Hotel, the 
convention headquarters. A dinner-dance 
Monday evening at the hotel ended the 
session. About 200 people, jewelers and 
those directly interested in the craft, at- 
tended both events. 

The convention was opened May 12 
with a golf tournament which was won 
by Bert Clausin of Spokane. 

The 1936 convention will be held in 
Eastern Washington, the city to be de- 
cided upon later. 


Beware of This Swindle 


Bay City, Micu., May 4—Jewelers” 


throughout the country are warned to 
beware of a swindling game that has 
proved successful in several localities 
recently wherein a medal was submitted 
to a retail jewelry concern and pur- 
chased for old gold. It stood all of the 
acid tests, but on being sent to the 
refinery it was learned that the medal 
was of a base metal of somie kind. © 


It is believed that some one is manu- 
facturing these fake medals with the 
idea of selling them for old gold and 
that a number have already been sold. 
It is also believed that the same people 
are making a wide old-fashioned brace- 
let with gold on each edge and the 
center gold plated. These bracelets 
would be worth from $30 to $40 if 
genuine. 
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Jewelry Taxes on April Sales 


WasHINcToN, D. C., May 22—Jewelry 
tax collections in April as reported by the 
Bureau of Internal Revenue totaled $131,- 
403.61 as compared with $343,364.25 in 
the same month of 1934. The difference 
is due to the change in the exemption in 
sales of $25 as against $3 under the 
original bill. 

According to the figures just given out, 
the collections on jewelry taxes from July 
1, 1934, to April 30, comprising the first 
10 months of the previous fiscal year are 
reported as $1,681,549.26 as against 
$4,067,355.94 as collected in the same 10 
months of the previous fiscal year. 





Maine Retail Jewelers to Meet at 
Portland June 3 


PorTLAND, Me.—Members of the Maine 
Retail Jewelers Association have selected 
this city for their annual convention to 
be held at the Portland Country Club and 
the LaFayette Hotel. 

The morning will be devoted to a 
constructive business session. Paul 
Monohan will speak on “The Retail 
Jeweler at the Crossroads” and Linwood 
S. Cross will discuss the subject of gems. 
The afternoon will be passed at the Port- 
land Country Club. Prizes for athletic 
events will be awarded. 





William F. Drexmit 


Cuicaco, May 12.—Through the death 
of William F. Drexmit, who died on May 
8, the jewelry industry of this city lost a 
life-long and outstanding leader. 

Mr. Drexmit was born in Chicago on 
Aug. 7, 1872. In 1897 he was married 
to Miss Rose Diener, who, with a daugh- 
ter, Lillie, and a son, Raymond, survive. 
His entire life was spent in this city and 
nearly 50 years of it associated with the 
jewelry trade here. 

At the age of 15 he became associated 
with the Keystone Watch Case Co. as a 
messenger boy. He advanced himself 
rapidly through his ability and loyal ef- 
fort and for many years has been in 
charge of the western business of this 
company. Perhaps no man has endeared™ 
himself to more people in the trade 
throughout the country than “Billy” Drex- 
mit. By his death thousands are bereft 
of a dear and sincere friend. 

Funeral services’ were conducted on 
Saturday, May 11, at the Bethany Evan- 
gelical Lutheran Church; burial in Con- 
cordia Cemetery. 

The life of William F. Drexmit may 
be summed up in a few words: He was 
a good, conscientious man, a true citizen, 
a loyal friend, a loving, devoted husband 
and father. 





On May 17, the Newark branch of the 
American Electroplaters Society held a 
meeting at the North End Club at which 
a moving picture “Around the World” 
was shown by the Dollar Line. Charles 
Proctor, founder of the society, described 
his trip around the world. About 400 
people attended the gathering and fol- 
lowing the moving’ picture exhibition, 
dancing and refreshments were enjoyed. 








Wisconsin Retail Jewelers Hold 30th 
Annual Meeting at Fond du Lac 


Fonp pu Lac, Wis., May 15.—Three 
of the four principal officers of the Wis- 
consin Retail Jewelers’ Association re- 
elected May 14 at the closing session of 
the 30th annual meeting here have a 
combined service record for the associa- 
tion of 63 years in office. A. C. Hent- 
schel, Milwaukee, starts his ninth con- 
secutive term in the office of president; 
A. W. Anderson, Neenah, secretary, is 
starting his 26th term, and H. F. Stecher, 
Milwaukee, has been treasurer continu- 
ously for the last 29 of the 30 years of 
the association’s existence and was a di- 
rector during the first year of the asso- 
ciation. Erwin R. Fuchs, Milwaukee, 
was elected vice-president upon motion of 
T. J. Dale, Kenosha, retiring vice-presi- 
dent, who nominated the Milwaukee man 
and, after withdrawing his own name, 
moved that the election be by unanimous 
vote. 

Directors elected are: H. W. Rank, Mil- 
waukee; Leo M. Nelson, Madison; J. F. 
Konrad, Oshkosh; George Wilkie, Wau- 
sau, and F. J. Ansorge, Green Bay. The 
first three named were reelected. Green 
Bay was chosen as the convention city 
for 1936. 

The new vice-president was elected an 
alternate delegate to the national conven- 
tion. The president is ex-officio delegate 
and the convention voted not to send 
other delegates because Wisconsin will 
have at least three men at the convention, 
Mr. Anderson being national treasurer 
and Mr. Stecher a regional vice-president. 


To spur a proposed membership drive, 
the convention voted to accept new mem- 
bers upon payment of dues of $5 for the 
year 1936, this being one-half the rate 
for the lowest membership classification 
as provided by the by-laws. 

Action of the convention in approving 
a proposed state code may place the re- 
tail jewelers as the first industry to file a 
code under state legislation which is pro- 
posed to replace a state recovery act pat- 
terned after the NRA, but held unconsti- 
tutional in a recent court ruling. 


Interest in the convention was at a 
high point throughout. Registration 
mounted to 175 by noon the second day, 
and more than 60 members went into the 
two-hour executive session the first night 
for the purpose of discussing business 
problems by the question box method. 

“An Afternoon in a Jewelry Store,” a 
lecture-demonstration by K. S. Bowman 
of the H. A. Breitzman store, Fond du 
Lac, proved one of the most attractive 
and compelling features of the conven- 
tion program. 

Henry E. Snyder, Milwaukee, talking 
on the subject of “Gemology and Gems,” 
urged the retailers to make a study of 
gems other than diamonds. 

Other addresses on the program in- 
cluded a talk on making the watch-re- 
pairing department a profitable branch 
of the retail jewelry business by Erwin R. 
Fuchs, Milwaukee; “Direct Mail Adver- 
tising,” by Joe Ott, Milwaukee advertis- 
ing counselor; “Buying Old Gold,” by 





T. J. Dale, Kenosha, and “My Experi- 
ence with Radio Advertising,” by Henry 
W. Rank, Milwaukee. “The Evolution 
of Time,” a motion picture, was shown 
by courtesy of the Elgin National Watch 
Co. 

Members dined and danced with mem- 
bers of the auxiliary and other woman 
guests at the annual banquet and ball 
which closed the convention. About 40 
auxiliary members attended the dinners 
and luncheons of the convention and were 
entertained at teas, theater parties and 
excursions by a committee of Fond du Lac 
women headed by Mrs. John P. Hess. 
The auxiliary held only social sessions 
this year, Mrs. A. C. Hentchel, Milwau- 
kee, president, and other officers holding 
over until next year. 





Jewelers’ Publicity Plan Outlined by 
President McNeil of A.N.R.J.A. 


President William D. McNeil, president 
of the A.N.R.J.A., has issued a statement 
relative to a campaign for jewelry pub- 
licity. He says in part: “The American 
National Retail Jewelers Association is 
sponsoring a publicity campaign for 
jewelry, to reestablish the desire to possess 
fine jewelry and to restore the jeweler to 
his former economic position. 

“The campaign itself is to be under the 
direction and control of a Jewelers Pub- 
licity Committee which has been appoint- 
ed by the Executive Committee of the 
A.N.R.J.A. All branches of the jewelry 
trade are to be invited to contribute to the 
Campaign Fund, and representatives of 
such branches of the trade as contribute 
will be appointed by the executive com- 
mittee of the association to advise with 
the publicity committee. 

“The proposed campaign does not con- 
sist of advertising, but promotional pub- 
licity or propaganda. This type of 
propaganda costs less money than direct 
advertising, and is probably more subtly 
effective. The money expended for pub- 
licity purposes goes toward photographs, 
drawings, mats, printed and mimeo- 
graphed releases to the press, newspapers, 
postage, telegraph communications, cleri- 
cal work, traveling expenses, models’ fees, 
clipping fees and the like. 


“Tt is believed that a publicity campaign 
can be conducted for $30,000 a year, but 
it is the opinion of the association that 
$50,000 a year should be raised for two 
years in order to give the movement 
momentum, to allow for expansion and 
give the jewelers the best return. 


“We are therefore approaching all re- 
tail jewelers, and all other elements in 
the jewelry trade, with a request to make 
a subscription to this campaign fund for 
a period of two years. We feel that 
every jeweler and everyone interested in 
the jewelry business should make some 
contribution at least, in order that this 
undertaking may have the support of the 
entire trade. 


“It has been estimated that the cam- 
paign can be financed if every jeweler 
will subscribe a minimum of one-tenth 
of one per cent of his total annual sales 
for two years. Subscriptions to this fund 
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should be viewed as a part of ordinary 
advertising cost, and not as an additional 
expense. 

“Prompt action is imperative so that 
we can get this campaign under way. The 
funds which are raised will be used solely 
and entirely for the promotional cam- 
paign, and for no other purpose.” 

The committee is as follows: Benj. D, 
Shreve, Fred B. Thurber, Edward 
Krehbiel, Kenneth I. Van Cott, William 
D. McNeil, Wilson A. Streeter, William 
G. Frasier, H. A. Maier, Stanley 
Lydecker, William Gibson, Henry w, 
Rank, C. I. Josephson, Jr., William G, 
Drosten, Walter M. Jaccard, James D, 
Dougherty, Simon E. Linz, Boyd Park, 
Ted Syman, F. A. Heitkemper, A. N, 
Slavick, R. W. Rinehart. 





Swartchild & Company Opens Boston 
Headquarters 


Boston, Mass., May 20.—Swartchild & 
Co., well-known dealers in watchmakers’ 
and jewelers’ supplies, with headquarters 
in Chicago and branches in New York 
City, Dallas and Atlanta, have opened 
a complete stock and sales branch in Bos- 
ton, Mass. 

The new branch occupies spacious 
quarters on the fifth floor in the Washing- 
ton building, at 387 Washington St., and 
carries a complete line of supplies. 

In addition to duplicating the com- 
pany’s Chicago stocks, the Boston organ- 
ization is patterned after that of the main 
office. 





Precious Metals Chemists Meet in 
New York 


Several chemical problems of interest 
to the jeweler were actively discussed at 
the recent convention of the American 
Chemical Society held in New York, 
when experts from leading precious 
metal firms met at luncheon. 


Dr. Edward Wichers and Dr. Raleigh 
Gilchrist, of the National Bureau of 
Standards, presented papers on the plati- 
num group before the Society on the 
afternoon of April 25. Preceding this, a 
group of chemists associated with the 
precious metals lunched together at the 
Hotel Pennsylvania and discussed their 
common problems. 


The occasion of the gathering was 
the Tercentenary of American Chemical 
Industries, celebrated by the American 
Chemical Society, to commemorate the 
establishment of the chemical industry in 
1635. Some 6000 or 7000 chemists of all 
branches were present—rubber chemists; 
food chemists, sanitation chemists, and 
so on, the various groups having sepa- 
rate meetings to permit free discussions. 


The precious metals group was called 
together by Miss Calm M. Hoke, of the 
Jewelers Technical Advice Co. Since 
there are comparatively few such chem- 
ists in the entire country, it was grati- 
fying to have so many congregated at 
one table. Sigmund Cohn, a veteran of 
the platinum industry, presided and 
helped introduce the various attendants. 
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New York State Retail Jewelers Meet 
in Metropolis for 25th Annual 
‘Convention 


The 25th annual convention of the 
New York State Retail Jewelers Associa- 
tion was called to order by President 
Samuel Feldman in the North Ballroom 
of the Hotel New Yorker, Monday morn- 
ing, May 27, with more than 60 jewelers 
gathered there from all parts of the Em- 
pire State. This was the first time the 
convention had been in New York City in 
18 years. Officers elected at the Tues- 
day afternoon session follow: 


MonpDAY 


Commissioner of: Licenses Paul Moss, 
representing Mayor LaGuardia; Cc. N. 
Nichols of the New York Convention 
Bureau, and Phineas Peters, chairman 
of the Executive Board of Retail Jewel- 
ers Associations of Greater New York, 
welcomed the delegates. Response was 
by E. M. Barringer of Gloversville. 

In his address, President Feldman re- 
viewed the work of NRA, calling for 
more effective enforcement of the fair 
trade practice provisions of the Retail 
Jewelry Code. William D. McNeil, pres- 
ident of the ANRJA and chairman of 
the National Retail Jewelry Code Au- 
thority, spoke on the question of continu- 
ance of NRA, reporting that, as a whole, 
jewelers of the country, especially the 
medium and small-sized jewelers, were 
in favor of two years’ extension. He 
described the publicity campaign pro- 
posed by the national association, and 
reviewed briefly the work of the organi- 
zation in cooperation with the Sterling 
Silversmiths’ Guild to prevent further 
increases in the price of silver insofar 
as the. manufacturers of tableware are 
concerned. L. M. Campbell of Canadai- 
gua made an address on increasing mem- 
bership in the association, and Professor 
Hugh E. Agnew of New York University 
spoke on “Terms and Discounts.” 

Monday afternoon was spent in a bus 
sightseeing tour through the city. In 
the evening there was an open forum 
presided over by Vice-President Bar- 
ringer. William Wagner answered 
questions and discussed the possible ef- 
fects of the Supreme Court decision rul- 
ing the N.I.R.A. unconstitutional, which 
had been made public that afternoon. 
Mr. Wagner predicted a wave of wage 
and price cutting. A Dutch supper and 
dancing followed. 


TUESDAY 


Feature of the morning program was 
an address by the Honorable Harold J. 
Crawford, sponsor in the Assembly of 
the state legislature of the Feld-Craw- 
ford price maintenance bill, now signed 
by the governor and a law. Mr. Craw- 
ford described in detail this legislation 
so popular with many independent mer- 
chants of the state. Other speakers in- 
cluded Charles T. Evans, secretary of 
the ANJRA; Jacques LeRoy of the 
H.1I.A.; Phineas Peters and Harry Hen- 
shel of the Bulova Watch Co. 

At the afternoon session, reports of 
the local associations and of the vari- 
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ous committees were heard, and new 
officers elected. 

President, E. M. Baringer, Glovers- 
ville; vice-president, Jacques Le Roy, 
New York; secretary, E. Lathrop Sunder- 
lin, Rochester; treasurer, Russell E. 
Brigham, Oneonta. Executive Commit- 
tee: Foster Ash, Ernest W. Frost, Win. 
G. McDougall, John O’Dea, Fred Roedel, 
Russell Scheer. 

The annual banquet and ball was held 
Tuesday night in the Grand Ballroom. 
Guest speaker of the evening was Rear 
Admiral Yates Stirling, Jr.. U. S. N. 


Guild Officers and Meetings 


Below are the officers of two of the 
newly organized Guilds of the American 
Gem Society. 


NEW JERSEY GUILD 


The first meeting of the New Jersey 
Guild of the American Gem Society was 
held in the Douglas Hotel, Newark, 
recently. Dr. Alfred C. Hawkins ad- 
dressed the group. At this meeting the 
by-laws were adopted and the follow- 
ing officers elected: president, Jean R. 
Tack; vice-president, P. J. de la Reus- 
sille; secretary and treasurer, Jerome B. 
Wiss. 


EASTERN PENNSYLVANIA GUILD 


The Founders’ meeting of the Eastern 
Pennsylvania Guild of the American 
Gem Society was held recently. The 
meeting consisted of an address of wel- 
come by Dr. Samuel G. Gordon, of the 
Academy of Natural Sciences of Phil- 
adelphia, where the meeting was held. 
The election of officers was held and a 
fine talk on “Gemology” given by Dr. 
Alfred C. Hawkins. The following 
officers were elected: president, Fred J. 
Cooper; vice-president, A. Lester Sauter; 
secretary, Kenneth W. MacLennan. 





Jewelry at the 1935 Leipzig Spring 
Fair 

WasHINGTON, D. C., May 6 — Our 
American Consul, Ralph C. Busser, at 
Leipzig, has forwarded a report on the 
Leipzig Spring Fair in which he says of 
jewelry: : 

“From the various exhibits at the 1935 
Spring Fair it is apparent that the 
jewelry industry devoted closest attention 
to the problem of supplying jewelry most 
suitable to go with the coming fashions 
in wearing apparel. These exhibits em- 
braced popular styles as well as some 
forms of the pronounced ornamental 
periods of the past, showing extremely 
charming and highly artistic créations in 
filigree work with richly engraved, chased 
and beaten elements in conjunction with 
suitable gems. A few firms offered only 
precious stones, which, however, demon- 
strated unusually high quality and taste. 
Dark amethysts, turquoises, corals, car- 
nelians, and amber were preferred for 
the adornment of gold rings, necklaces, 
and bracelets, which were more in evi- 
dence than at previous Fairs. 
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“Silver jewelry naturally held a promi- 
nent place among the countless new 
models in neckwear and bracelets dis- 
played on a large scale. Large forms 
appear to enjoy an increasing popularity, 
especially with regard to clips and belt 
clasps. Corals, black onyx, agate, amber, 
and lapis lazuli are distinctly favored in 
conjunction with silver jewelry. Lapis 
lazuli especially was found to be an 
excellent material for the designer of 
jewelry. Its rich blue will not only go 
splendidly with the fashion in spring and 
summer dresses, but, in addition, the 
stone can be worked into very fanciful 
designs and sold at prices within reach 
of most people. 

Marine jewelry. was an outstanding 
feature at the Spring Fair exhibitions. 
Beside marine emblems, anchors, pen-- 
nons, knotted chains and similar adorn-- 
ment, there were offered some attractive 
chains with motifs derived from the 
fauna of the sea, including shells, doi- 
phins, etc. The same subjects were found 
on brooches, hat ornaments and clasps. 


Eugene C. Freeman 


HUNTINGDON, TENN., May 22—Eugene 
C. Freeman, 62, proprietor of the Hunt- 
ingdon Jewelry Co. for the past 44 years, 
died at his home here Saturday after- 
noon at 4.30 o’clock as the result of a 
heart attack suffered Friday. 

Mr. Freeman was identified with many 
civic improvement projects in Hunting- 
don and for several years was secretary 
and treasurer of the State Optical Asso- 
ciation. 

He has been a member of the Chris- 
tian Church for the past 37 years and 
had served for many years as elder and 
secretary of the church. He was the 
son of the late J. N. Freeman and was 
born and reared in Huntingdon. For 
many years he was railroad time inspec- 
tor. He was a member of the Masonic 
order and the Knights of Pythias. 

Funeral services were conducted Mon- 
day morning at 10 o’clock at the Chris- 
tian Church by Dr. George L. Johnson, 
assisted by the Rev. H. P. Williams and 
the Rev. Bernard Scates. 

He is survived by his widow, Mrs. 
Nona Barksdale Freeman; two sons, 
James Freeman, connected with a Nash- 
ville jewelry company, and Fonville Free- 
man, San Francisco, and four daughters, 
Mrs. James H. McCall, Jr., Oklahoma 
City, and Eugenia, Zolla and Harriet 
Freeman of this city. 


Jacob H. Schaeffer New President of 
Jewelry Crafts Association 


In accordance with the by-laws of The 
Jewelry Crafts Association, Inc., the 
board of directors at a meeting held at 
the Hotel Astor, New York, on Thurs- 
day, May 23, unanimously elected Jacob 
H. Schaeffer as president to fill the un- 
expired term of Benjamin S. Katz. 

Mr. Katz has become president of the 
Gruen Watch Co., Cincinnati, Ohio. 
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Jan. 6, 1935, a murder was com- 
mitted in Du Page County, 
Illinois. The victim was placed 
in an old barn and burned. All 
that was found was an Elgin 
wrist watch bearing No. 32,166,- 
666 and Case No. 0,211,813. Size 
6-0. Grade 428. 


The watch was in a chrome 
nickel case, was manufactured 
by the Elgin Watch Co. in 1928 
and sold by that company in 
Feb., 1929. 


The mark illustrated (C633) is 
believed to be a sales or repair 
record. All jewelers are ur- 
gently requested to inspect their 
records for this mark and to 
communicate any information 
regarding it to Allan A. Myers, 
the Criminal Investigator. 











STATE’S ATTORNEY 


Du Page County, Wheaton, Ill. 


Allan A. Myers, 
Criminal Investigator 














Gov. Lehman Signs Fair Trade Bill 
for New York 


ALBANY, N. Y., May 17—Governor 
Lehman today surprised the business 
world by signing the Feld-Crawford 
fair trade bill recently passed in the last 
hours of the State Legislature. 

The Feld-Crawford bill permits a man- 
ufacturer of trade-marked or branded 
goods to legally enter into a contract with 
a dealer at a price at which the goods 
may be sold to the consumer. Large 
merchants throughout the State fought the 
measure, charging that it marked a dan- 
gerous adventure in price fixing. Small 
merchants in the jewelry, drug, liquor 
and other lines and some manufacturers 
favored it. Over 2000 advocates appeared 
at the hearing at Albany. 

Governor Lehman’s memorandum in- 
sisted that the Feld-Crawford bill was not 
a general price-fixing measure, pointing 
out that it was a permissive measure only. 
He cited action by other States along the 
same line and declared that, while he felt 
the bill was not perfect in its present form, 
it was deserving of approval. He said in 
part: 


“The purpose of this bill, as expressed in its 
title, is to protect trade-mark owners, distribu- 
ters and the general public against injurious and 
uneconomic practices in the distribiition of arti- 
cles of standard quality under a trade-mark 
brand or name. 

“The bill is in no sense a general price-fixing 
act. Under no condition does it authorize a con- 
tract or agreement between manufacturers and 
producers or between wholesalers or between 
retailers as to the sale or resale prices of any 
commodity. 

“This bill in no way sanctions monopoly, 
monopoly prices or combinations in restraint of 
free competition between commodities. 

“It seems to me to be sound economy to de- 
vise a method whereby a manufacturer or pro- 
ducer may protect himself against undue slash- 
ing of the price of his product, with the conse- 
quent destruction of the value of his trade-mark 
and good-will and with unnecessary loss to 
others. 

“Moreover, I believe this bill will protect the 
small independent merchant, retailer and busi- 
ness man. It should offer some protection 
against devastating cut-price practices such as 
the ruthless method of loss-leader articles. 

“The bill will also serve to discourage falsifi- 
cation and adulteration of commodities.” 


In addition to New York, Maryland 
and Iowa have recently passed similar 
laws and similar legislation had been pre- 
viously passed by California, Oregon, 
Washington, New Jersey and Wisconsin. 





Chicago Jewelers Association Holds 
Annual Meeting and Re-elects 
Officers 


Cuicaco, May 16.—Tonight, just 49 
years after a small group of wholesalers 
met in the offices of the Elgin National 
Watch Co. and formed the temporary 
organization of the Chicago Jewelers’ 
Association, more than 200 members of 
the trade assembled in the Red Lacquer 
Room of the Palmer House for their an- 
nual meeting and election of officers. 

After the serving of an elaborate menu 
President Howard D. Schaeffer called 
the meeting to order and proceeded with 
the business by calling for reports from 
the chairmen of various committees who 
reported on activities of the past year. 
Then came the report of the nominating 
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committee, which suggested the reelection 


‘of President Schaeffer, Vice-President 


E. E. Marshall, Treasurer John Leiner, 
and the following members of the board 
of directors: Bert S. Felvey, Frederick M. 
Gottlieb, Fred A. Haller and Myron J, 
Kelly. These were given a most enthusi- 
astic unanimous election. 


After a few well-chosen words of ap- 
preciation on his part and an urge for 
continued loyal cooperation, President 
Schaeffer called on the newly elected of- 
ficers for short talks. 


The president then referred to the years 
of service as secretary by Louis Goldman 
and asked him for a few remarks. Mr. 
Goldman responded with a review of the 
history of the organization. 


The meeting was then turned over to 
John Hardin, past president, who, as a 
member of the Northwestern University 
board of directors, introduced Fred In- 
baugh of the Crime Detection Laboratory 
of Northwestern University. Mr. In- 
baugh described the methods used, illus- 
trated by slides. An actual demonstra- 
tion was the lie detector, given with 
members of the association as subjects. 





A.N.R.J.A. Convention Plans 
Progressing 


The 1935 A.N.R.J.A. convention at the 
Waldorf-Astoria, New York, the week of 
August 26 will feature clinics on merchan- 
dising, advertising and display. Definite 
sessions of the convention will be devoted 
to these important topics and nationally 
known experts, in their respective fields, 
will have charge of these programs. 
Ample time will be given for questions 
and answers and for open discussion from 
the floor. 

The demand for exhibit space at this 
early date has exceeded all previous rec- 
ords. 

The entertainment features are not be- 
ing neglected and retail jewelers will find 
a royal welcome awaiting them when they 
register for the 1935 convention. 





Summer Frolic of Maiden Lane 
Outing Club to be Held June 8 


The annual summer outing of the 
Maiden Lane Outing Club will be held 
on June 8 at the Oakwood Heights Elks 
Club, Staten Island. Several new activi- 


ties, the use of handball courts, for one, ' 


not heretofore enjoyed by the members, 
are planned by the committee, and a 
pleasurable time is promised for all. 
Prizes will include many items not sold 
in the trade, among them a solid leather 
Gladstone traveling bag. Tickets may 
be secured from any of the following 
members of the committee: Robert 
Quayle, chairman; Louis Nussbaum, Tony 
Peters, Harry Kretch, Sol Gordon, and 
Charles Parker. 





To encourage native artistry the Amer- 
ican Federation of Arts held a success- 
ful convention at the Mayflower Hotel, 
Washington, D. C., May 20 and 21. 
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Michigan Retail Jewelers Hold Great 
Convention at Lansing 


LaNsING, MicH., May 22.—The old time 
Michigan spirit was evident here when 
the Michigan Retail Jewelers Association 
held its 30th annual convention during 
the past three days. 

Sunday was devoted to golf, followed 
by a greeting supper gathering of all 
present. The first business session Mon- 
day followed luncheon in the ball room 
of the Olds Hotel, which was headquar- 
ters. President Hugh Finley called the 
meeting together and immediately turned 
it over to Max Templeton, who in turn 
introduced the mayor and auditor-general 
who made interesting talks. Then follow- 
ed business talks by Jack Keenan, of the 
Hamilton Watch Co., and Louis Gauth- 
erat, president of the E. H. Pudrith Co., 
Detroit. 

Tuesday morning was devoted to rou- 
tine committee business and the afternoon 
to another interesting program of talks. 
Albert Ellbogen, Stein & Ellbogen Co., 
Chicago, talked about the relationship of 
wholesaler and retailer and urged the re- 
tailer to handle only noncompetitive lines 
—those not sold to wholesaling retailers 
and chain stores. 

Walter Hamilton told how the jewel- 
ers in Kalamazoo had handled the prob- 
lem of selling in the factories there and 
the results attained. Tom O’Connell, of 
the Elgin Co., gave some ideas to take 
home and apply in their business. One 
of these was that the jewelers should co- 
operate and never knock one another. J. 
Walter Fay, secretary of Detroit Retail 
Jewelers Code Authority, told how satis- 
factorily the code operates in that city. 

Preliminary to the election of officers 
and other business, the approval of the 


proposed articles of incorporation and 
new constitution and by-laws, which had 
been read the day before and referred to 
a committee, was secured. Attorney Joe 
Mazer, Detroit, formerly a retail jeweler, 
explained the provisions of each and with 
the adoption of these the members of the 
organization feel that they have placed 
the organization on a firm basis. 

Officers elected for the coming year are: 
President, Hugh Finley, Kalamazoo; vice- 
president, O. A. Mattison, Lansing; secre- 
tary, Leon J. Barrett, Kalamazoo; trea- 
surer, A. Neiber, Grand Rapids. The di- 
rectors are: L. A. Green, Mt. Pleasant; 
Ben Stocker, Detroit; James Martinek, 
Traverse City; Roy Wethered, Flint, and 
Joseph Seigel, Jr., Grand Rapids. 

To Max Jenning, of St. Clair, was 
given the privilege of making the motion 
to adjourn the 30th annual convention. It 
was Mr. Jennings who called the first 
meeting together and became the first 
president, and was honored a few years 
later by being elected the first president 
of the American National Retail Jewelers 
Association when it was organized in 
1906. Later at the banquet Mr. Jennings 
was presented with a silver loving cup. 

Monday evening the Greater Detroit 
Jewelers Club spofsored a keno party 
which was a great success. A great num- 
ber of prizes had been offered by mem- 
bers of the Wolverine Travelers. The 
banquet and entertainment on Tuesday 
evening was sponsored by the Wolverine 
Travelers, with Mort Evans acting as 
master of ceremonies assisted by other 
members. 

Two other organizations contributed 
largely to the success of the Michigan 
conventions, The Wolverine Travelers 
and the Ladies Auxiliary, both of which 
had large representation here. 








Testimonial Dinner to Benjamin Katz 
Given by Jewelry Crafts Association 

A testimonial luncheon in the nature 
of a farewell party was tendered to 
Benjamin S. Katz by the Jewelry Crafts 
Association, on Thursday, May 9, at the 
Chatham Hotel in New York. The 
luncheon celebrating Mr. Katz’s recent 
assumption of the presidency of the 
Gruen Watch Co., was also a token of 
appreciation to him for his devotion to 
the jewelry industry. Tribute was also 
paid to Mr. Katz, who has resigned his 
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post as president of the Jewelry Crafts 
Association, of which organization he 
has been a member since its inception 
in 1919. A Gruen 50th anniversary 
watch was presented to Mr. Katz by his 
associates. The inscription on the watch 
read: “Presented to Benjamin S. Katz 
in grateful appreciation for his devotion 
to the Jewelry Industry. The Jewelry 
Crafts Association, Inc., May, 1935.” 
Twenty-seven manufacturers, including a 
number of directors of the Jewelry Crafts 
Association, were present at the luncheoh. 





Members of the Jewelry Crafts Association who attended the luncheon 
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NEW! 


SPLIT-PROOF 
TUBULAR WATCH STRAPS 











Featured 
On The 

Smartest 
Watches 


Manufacturers 


of 
Leather 
Watch Straps 


Brand new and already the 
best sellers! Tubing and tubu- 
lar watch straps are the latést 
vogue and add distinction to the 
smartest watch. Flexible, hand- 
some, comfortable. Eight at- 
tractive designs, all protected 
by the Design Registration Bu- 
reau. 


Especially cool for summer 


wear. Stock up NOW. 


A. SAUER & CO. 


GLENN BLDG. CINCINNATI, OHIO 
NEW YORK OFFICE 
14 EAST 32ND ST. 

















National Publicity Lecture Committee 
Announced 


A National Publicity Lecture Commit- 
tee is being formed to act in an advisory 
capacity for the Gemological Institute 
of America and the American Gem 
Society, regarding the type of material 
to be included in lectures now being pre- 
pared; the technique of presentation; 
and the nature of groups before whom 
these lectures should be designed to be 
given. 

The following members have so far 
been appointed to serve on this com- 
| mittee: Hans Bagge, Qualifying Certified 
| Gemologist, of J. Milhening, Inc., 
| Chicago; Colin L. Christie, Qualifying 
| Certified Gemologist, Butte, Mont.; Fred 
| J. Cooper, Research Member American 
| Gem Society, Philadelphia; Milton 
| Gravender, Qualifying Certified Gem- 
| ologist, of J. B. Hudson, Inc., Minne- 
apolis; and John Vondey, Qualifying 
Certified Gemologist, San Bernardino, 
Cal. 





Consul Reports Revival in the 
Swiss Watch Industry 


WasHINGToN, D. C., May 2—The 
United States substantially increased its 
purchases of Swiss watches and watch 
movements during the past year, accord- 
ing to a report from Consul M. W. 
Altaffer, Zurich, made public by the Com- 
merce Department. 

The total value of watch exports to 
the American market during 1934 
amounted to 12.6 million francs against 
7.3 million francs in 1933, an increase 
of more than 70 per cent. Aggregate 
exports of Swiss watches in 1934 
amounted to 109 million francs, an in- 
crease of 13% per cent compared with 
the preceding year. 

Previous to 1920, the report points 
out, the United States was the first-rank- 
ing market for Swiss watch exports; in 
1933 it had fallen to fifth place but ad- 
vanced to second place in 1934, follow- 
ing Great Britain. 

The American market is by far the 
most important outlet for Swiss finished 
watch movements, the report shows. Out 
of total exports valued at 24,699,260 
francs in 1934, the United States ac- 
counted for 9,154,000 francs, with Great 
Britain’s participation totaling 3,249,760 
francs. 

The revival in Switzerland’s watch in- 
dustry in the past year, the report states, 
was a significant development in view 
of the continued depressed state of world 
market and the further shrinkage in ag- 
gregate Swiss exports. The watch trade 
was notable as standing at the forefront 
of the few Swiss industries which in 
1934 were able to increase their foreign 
sales. 

Official statistics show a progressive 
decline in unemployment in the Swiss 
watch industry during 1934. The Decem- 
ber total of unemployed stood at 10,570 
compared with 12,651 in December, 1933. 
The average value of Swiss franc in 1934 
was $0.32; in 1933 it was $0.25. 
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[ROBERT BRUCE 
FLATWARE 


Largely Hand Made. 
Expensive. Non- 
Competitive and 
Exclusive. People 
of means buy it. 


~ ¥ 


COMPLETE 
DINNER 
SERVICES 


The Famous French Border 
Old English Gadroon 
Italian Renaissance 
Paul Lamerie 
Early American 

- and others 
fee also _ miscellaneous 


nes in lower priced arti- 
eles. 


vv 


We are maintain- 
ing our high 
standard, but 
with prices ad- 
justed to the 
times. 





We are glad to prepare designs and esti- 
mates for SPECIAL ORDER WORK in Sil- 
ver or Gold. 


Graff, Washbourne & Dunn 


SILVERSMITHS 





TRADE mank 


142 WEST FOURTEENTH STREET 
NEW YORK CITY 























® NOBLE ® 
AN OLD 

NAME 

That Offers 


News for 
Trophy Dealers 





No guessing under which shell the 
pea lies—the name NOBLE, a syn- 
onym for quality, now presents the 
finest sculptured prize 
awards, medals, tro- 
phies, and sport balls 
that have ever been cast 
for commercial pur- 
poses. Figures unsur- 
passed in exactness, full 
of athletic action, all 
new models, at prices 
no higher than the ordi- 
nary. Sold thru deal- 
ers only 


F. H. NOBLE & CO. 
535-559 W. 59th St. CHICAGO 
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NEW YORK: 


Jewelry News of the Metropolitan District 


The American Watch Distributors, 
Inc., have moved their offices from 15 
Maiden Lane to 20 W. 47th St., Suite 801. 


Jerome Wallach, William Rettig and 
Ted Weisberg formerly at 527 Fifth 
Ave. have moved to Room 1008 at 607 
Fifth Ave. 

L. M. Nelson of O. M. Nelson & Son, 
21 N. Pinckney St., Madison, Wis., ar- 
rived in New York May 20 for a visit of 
two weeks. 

James L. Hand, jewelry auctioneer, 
who for the past 30 years has had an 
office at 14 Maiden Lane, is moving to 
87 Nassau St. 

Henry Miller, of Miller & Veit, re- 
turned on the Champlain May 1, having 
visited the diamond markets in Amster- 
dam and Antwerp. 

The Kwatt Jewelry Co., platers and 
silversmiths, formerly at 87 Nassau St., 
is now located in more commodious quar- 
ters at 93 Nassau St. 


Joseph Menczer, retail jeweler at 484 
E. Tremont Ave., was married on April 5 
to Mrs. L. Zerman of the Bronx. Their 
honeymoon was spent at Atlantic City. 


Irving H. Claar of Claar Bros., dia- 
mond importers, 10 W. 47th St., sailed 
on the Berengaria on May 10 for the 
diamond markets of Antwerp, Amster- 
dam and Paris, and will return in about 
four months. 

The official opening of the firm of Nor- 
man M. Morris, Inc., watch importer, 
in its attractive new home in 608 Fifth 
Ave., was celebrated May 6 by an elabo- 
rate party which Mr. Morris gave to his 
many friends in the trade. 


The William G. Seidenbaum advertis- 
ing agency, serving several accounts in 
the jewelry industry, has announced its 
removal to new and larger quarters on 
the 14th floor of 9 E. 40th St., across the 
street from its old address. 


At a recent meeting of the board of 
directors of Bernard Rice Sons, 325 
Fifth Ave., the following officers were 
elected: Joseph A. Despres, president; 
Joseph Einstein, vice-president and trea- 
surer, and Leo Eichtersheimer, secretary. 


Announcement has been made that as 
of June 1 the firm of Strasser & Ottenberg, 
Inc., manufacturer of platinum mountings 
and jewelry, will change its name to 
Strasser & Gantwarg, Inc., with office 
and factory in 74 W. 46th St., as hereto- 
fore. 

Sidney. Landau, vice-president and 
manager of the Superb Diamond Cutting 
Corp., 20 W. 47th St., left recently with 
his bride, formerly Miss Janice Katz of 
New York, for a honeymoon trip through 
the South. The couple were married on 
May 2. 

Bunde & Upmeyer announce that Louis 
W. Bunde and Frederick H. Osterwald 
have acquired William H. Upmeyer’s in- 
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terest in the New York copartnership and 
will continue the business under the new 
firm name of Bunde & Osterwald at 542 
Fifth Ave. 

The jewelry store of George Rainess, 
1194 Madison Ave., was looted the morn- 
ing of April 30 by two armed robbers 
who bound the proprietor and left him 
lying in a back room while they gathered 
diamonds and jewelry valued at $10,000 
into a bag, fleeing in an automobile. 


The Parker Watch Co. of New York 
City recently completed a contract with 
Station WMCA for frequent time an- 
nouncements. Although this is designed 
to cover the greater metropolitan area 
and southern New England, other radio 
units are under consideration for future 
broadcasting. 


The firm of Le Coultre of Lausanne, 
Switzerland, has opened a New York 
office at 10 W. 33rd St., selling direct 
to the retail stores. This firm has been 
known as manufacturers of fine watches 
and clocks for over a century and will 
now be in a position to render greater 
service to clients here in America.” 


Burglars who left their tools behind 


forced open a safe of the I. D. Watch 


Case Co., Inc., 475 Tenth Ave., the night 
of May 8 and escaped with gold leaf 
and jewelry valued at $8,500. Isadore 
Dinstman, owner of the company, dis- 
covered the burglary next morning when 
he opened up. The loss was partially 
covered by insurance, he said. 


Moe Jollofsky, of S. Jollofsky & Sons, 
57 Chrystie St., on May 23 reported to 
the police that he had been “taken for 
a ride” in his own automobile and 
robbed of diamonds and jewelry worth 
about $3,000. The ride began, he said, 
on Third Ave. and 116th St., where two 
armed men slipped into his car, one of 
them taking the wheel. The jeweler was 
ejected at 107th St., minus his sample 


cases. The loss was covered by insur- 
ance. 
Edward (“Neddie”) Herbert, who 


came to trial last month for failing to* 


return to Benjamin Kopschuck, 62 W. 
47th St., two rings worth $5,600, pleaded 
guilty in the middle of his trial in Gen- 
eral Sessions before Judge Donellan, and 
on May 20 received a suspended sentence 
of from one to two years. Herbert had 
made full restitution of the merchandise 
he had taken on memorandum. The Dis- 
trict Attorney handling the case was as- 
sisted in preparation of the prosecution 
by the Jewelers’ Memorandum Bureau. 


The 15th annual meeting and banquet 
of the Newark branch of the American 
Electro-Platers’ Society was held at the 
Hotel Douglas, Newark, on April 27. 
Among the speakers were: Ben McGar 
of the Bridgeport Brass Co.; Donald 
Wood, representing Reed & Barton, 

(Turn to page 72) 
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CHINESE GEMS Co 
JADE 


Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 








LAPEL WATCHES ror MEN 
De Frece Watcu Co., INC. 


48 West 48th St., New York 














Are you going to MOVE? 


Complete Facilities te Move 
Your Entire PLANT 
S. KRASILOVSKY & BRO., Inc. 
Safe and Machinery Movers 
216 Centre St. New York a 
Tel. CAnal 6-2505 


We Also Buy and Sell Safes 





REPAIRING 


‘MLVERWARES 
an SILVERWARE 
Solky Bros., Inc. 


142 Fulton St., New York 








EXPERT REPAIRS 
SEL VERBWARBE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 








CURRIER & ROBY 7.5, °9o.0" 





Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & C@., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones 
Work Carefully and Promptig Fitted 


and Laptdary 





Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. $. Wateh Dial Mig. Corp. Naw Youn 








Learn 
JEWELRY DESIGNING 
Course 
For Retailers hod 


Cc. A. JAKOBB 
37 W. 47TH ST. NEW YORK 














DIALS snp cioex 











ROYAL DIAL 4& REFINISHING CO. 
16 Nassau St.. New York. N. Y. 











TA HUA CORPORATION 


Best Values-—Largest 
CHINESE JADE 


» | Ipis 


fssortment 


Turquoise, Carnelian 


Amethyst 
Prade 


nes tor Compacts, 


Ac Bags 


DIRECT IMPORTERS 
48 West 48th St. New York 








Silver repairing and refinishing. 
Vanity, Cigarette Cases and Bag 
Frames our specialty. 


Established over twenty-five years. 


CHARLES GRABHORN ‘ vew'fon"” 


The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 








Gems of Fascination 


LOUIS N. MARX 
$51 Fifth Ave. New York 


Tel. MUrray Hill 2-88388 








WatcH MaAterIiaLs for all 
American & Swiss Watches 
Special Watch Parts Made to Order 
Fine Watch Repairing for the Trade 
INTERSTATE WATCH Co. 
80 Nassau St. New York, N. Y. 














SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS 
CHRONOMETER CYMA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
INCORPORATED 
608 FIFTH AVE. 


telco 


CULT OREN PEARLS 





NEW YORK 





JACK J. FELSENFELD 








New York Notes 
(From page 71) 


Taunton; Paul Strausser of the Bureau 
of Standards, Washington, D. C., and 
William Phillips of General Motors. 
The addresses took up the morning and 
afternoon sessions, and in the evening a 
banquet was held. 


At the meeting of the Horological So- 
ciety of New York on May 6, Major 
Paul Chamberlain was elected to the so- 
ciety’s technical advisory board. The 
speaker of the evening, Lt. Commander 
Iseman of the U. S. Navy, was introduced 
by President Mellenhoff. The naval of- 
ficer talked on the navigational instru- 
ments used by aircraft, and the impor- 
tant contribution of the watchmaker to 
this science. A nominating committee 
was named, to report in June, when the 
annual elections will be held. There 
were 150 members present at the meet- 
ing. 

A bandit who-held up James Gordon 
Irving, salesmanager of the Russian Im- 
perial Art Treasures, Inc., 36 W. 50th 
St., on May 10, spent 15 minutes filling 
a small jewel case with miscellaneous 
“treasures” of diamonds, sapphires and 
emeralds, worth about $10,000 while Irv- 
ing lay bound in a back room, and then 
made a leisurely exit. The suave crook 
asked to see a coffee urn, and when 
shown the piece he quietly nudged the 
jeweler with a small revolver he had 
concealed in the palm of his hand, or- 
dering him to the rear in gentle but firm 
tones. There he bound his victim secure- 
‘y, and taped his mouth with adhesive. 


Advertising of plated hollow-ware as 
“Shefheld Reproduction” will be discon- 
tinued by Lehman Bros. Silverware Cor- 
poration, 197 Grand St., New York City, 
under a stipulation entered into with the 
Federal Trade Commission, in which the 
corporation agrees to cease using the 
word “Sheffield” alone or in connection 
with other words so as to imply that its 
products are manufactured at Sheffield, 
England, in accordance with the proc- 
ess used in the manufacture of Sheffield 
silverware or plate. The stipulation points 
out that this company’s products were 
not made in accordance with this process 
or in Sheffield, England. 


George Fisher of Fisher Bros., 36 W. 
47th St., manufacturing jewelers, was 
tried and convicted on May 3 in the 
Court of Special Sessions of stamping a 
watch case with a false quality mark and 
with failing to affix his trade-mark to the 
article. He appeared before Judges Mc- 
Inerney, Raphiel.and Murphy on May 20 
and was given a suspended sentence and 
placed on probation. During the trial, 
Sealer Thomas F. Morgan of the Depart- 
ment of Public Markets, Weights and 
Measures, testified that on Oct. 16 he pur- 
chased from Fisher for $20 two cases 
stamped 10 per cent irridio-platinum, which 
in fact were 50 per cent palladium and 50 
per cent platinum. 


At the May meeting of the Jewelers 
24 Karat Club held at the rooms of the 
organization, 608 Fifth Ave., May 25, 

(Turn to page 73) 
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a) 
LOUIS WATCH CO.., Ine, 
Special Spring Styles 
LADIES 





7 Jewel 10 K rolled gold plate $7.59 
15 Jewel 10 K rolled gold plate 9.25 


GENTS 













7 Jewel 10 K rolled gold plate $7.5@ 
15 Jewel 10 K rolled gold plate 9.25 


LOUIS WATCH CO., Inc. 


116 Nassau Street, New York 
Factory: Bienne, Switzerland 











THE HOUSE OF JADES 


Mortimer B. Kling 
JADE 


Necklaces —- Pendants 
Bracelets - Earrings 
Rings - Clips 
65 Nassau St. New York 











DIAMOND 
SCHICKSNAPS 


GOLD 
PLATINUM 


CULTURED 
PEARLS 


*« 
HARRY ¢. SCHICK, INC - NEWARK, N. J. 


WE PAY 


$0.68 per Dwt for 10 KARAT Gold 
05 oe “é “ 14 “ee “ 
1.22 “ “ “« 48s “ “ 
1.48 “és “ ae 22 (Ty “sé 
Weight and Karat Test Guaranteed 
STERLING SILVER, 60c oz. 


SWEEPS, FILINGS 
GOLD FILLED SCRAP 


Your lot accurately valued, reperted, 
and held for your O. K. 


SLOVES & KRAMER, INC. 
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New York Notes 
(From page 72) 

Vice-president Sigmund Cohn presided in 
the absence of President Lamont. The 
treasurer's report showed an increase in 
assessments and the only other report of 
importance was that of Mr. Cohn who 
spoke as chairman of the Outing Com- 
mittee. The outing which will be held 
for members of the club only, will be 
held at the Quaker Ridge Golf Club at 
Mamaroneck, N. Y., on June 11. The 
cost will be $5. In addition to the regu- 
lar golf tournament, there will be a ser- 
ies of interesting games and a dinner 
for the participants. The club admitted 
one new member and reinstated another 
who had withdrawn his resignation. 

Samuel W. Swaap, one of the organ- 
izers of the Amsterdam Diamond Com- 














FOR LD, SILVE 
PLATINUM AND FILLE 
SCRAP. PROMPT RETUR 

Refining of 

Precious Metals 


ARK, NEW JERS 
Market 


91-3 E. hd ~ 2-5176 





CLINTON REFINING 59 INC, 





RING FINDINGS 
ASSEMBLED 


Quotations on request 
A. W. MAYER & CO., INC. 
36 W. 47th ST. NEW YORK 

















Clocks 


Specializing Traveling 
Also complete Leather Case Service 
ny 


and Boudoir 


110 West 40th St. New York 














ROLLING MILLS 


PIT 


reduce production costs to meet 
present day competition. 

We manufacture a complete 
line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 





“SUPER - SERVICE” ] 





Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 
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bination, who arrived here May 20 
aboard the Majestic for a stay of four 
weeks, told a JEWELERS’ CIRCULAR-KEY- 
STONE representative that the Diamond 
corporation has not sold or “shown” any 
rough since the last week in February. 
“The corporation,” he said, “in accord- 
ance with its established policy, is main- 
taining strict control over the supply of 
goods, thus assuring firm prices for the 
industry.” Mr. Swaap is here to study 
conditions in the American market. 


In appreciation of the many years of 
service in trade association work given 
by Phineas Peters, of M. G. Peters & 
Bros., 470 Fulton St., Brooklyn, New 
York, the Metropolitan Retail Jewelers 
Association on April 28 tendered to him 
a testimonial dinner and dance at the 
Congress Restaurant, Broadway and 51st 
St. William D. McNeal, president of 
the American National Retail Jewelers 
Association presented Mr. Peters with a 
sterling silver water pitcher. Mr. Peters 
was also presented with a silver plaque 
at the May meeting of the Executive 
Board of Retail Jewelers Associations of 
Greater New York. Mr. Peters is chair- 
man of the Board. 


A complimentary luncheon was given 
to G. H. Niemeyer, on Thursday, May 
2, at the Railway and Machinery Club, 
by the officers and executive committee 
of the Jewelers Security Alliance. The 
eleven members present enjoyed an in- 
formal luncheon and at its close, Frank 
Sloan, president of the Alliance, made a 
short address expressing the high appre- 
ciation of the officers and directors of 
Mr. Niemeyer both as a man and as a 
jeweler, and especially of his services to 
the Alliance during the five years of his 
connection with it officially, two years as 
a member of the executive committee and 
three as president. At the close of the 
address, Mr. Sloan presented Mr. Nie- 
meyer with a sterling silver tray appro- 
priately inscribed. Mr. Niemeyer re- 
sponded briefly. 


Following a meeting of creditors of 
Serpe Bros., manufacturing jewelers, 64 
Fulton St., an involuntary petition of 


| bankruptcy was filed against that con- 


cern on May 7. Liabilities are reported 
to be approximately $22,000, with book 
assets of $6,000 in merchandise, and 
$2,000 accounts receivable. Creditors in- 
clude many leading firms in the jewelty 
trade. The Jewelers Board of Trade has 
appointed a committee to guide the pro- 
ceedings in the interests of its members. 
This committee includes Howard W. 
Boynton (Handy & Harman), Lambert 
Goldsmith (Goldsmith Bros. Smelting & 
Refining Co., Inc.) and Fred Finkelstein 
(Finkelstein Bros. Co.). Creditors have 
been requested by the committee to coop- 
erate by presenting all claims to the board 
as soon as possible. The petitioning 
creditors are Edward Lembeck & Bros., 
with a claim of $143; Simson Bros. Re- 
fining Corp., $500, and the Columbia Re- 
fining Co., Inc., $300. Upon the petition 
of one of the other creditors, Thomas F. 
Kane was appointed by Judge Murrary 
Hulburt as receiver. Serpe Bros. is a co- 
partnership formed by Marco R. Ray- 
mond, Anthony and Vincent Serpe. 
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wt. Announcing . - 
THE STERLING 
RING GUARD 


in lacquered Stecting 
silver. A popular price 
addition to our Protec- 
tion Ring Guard, 14-kt. 
gold. 


One doz. on card of assorted usual sizes. 
The Lion Safety Pin Clutch Co., Inc. 
20 W. 22nd St., New York, or Jobber 

















Manufacturer 
of fine 
Engraved 
WEDDING 
RINGS 


To Wholesalers 
LOUIS KOPPEL, 





126 Maiden Lane, N. Y. 














with Sterling omvee nt 
and 50 Letters ved 

Complete 2 $75 
SEIFERT’S: MONOGRAM SHOP 
114 W. Baltimore St., Baltimore, Md. 














farker 


Micro-Synchronized Balance—Timed by 
Western Union-Naval Observatory Time 


PARKER WATCH CO-580 FIFTH AVE -N.Y. 
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Massachusetts School of Optometry 


INCORPORATED 
Standard Three-Year Day Course 


Post Graduate and Special Courses 
Arranged 


For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 





CONCORD 


Silversimi 
co NC we 


SNe 





ELRERKA MEG. CO. 


PAL NTON, MASS; 


SILVERWARE BAGS AND ROLLS 
rpproved cand used ys 


Leading Manutacturers and Retailers 


ANCHESTER 
SILVER COMPANY 


AN 













MARSH BUCKLES 
Tie Cli Clips and Sets 


Makers of 
Tengu Tyed Bracelets 


+ MARSH ‘2 


ATTLEBORO, MASS 








Expertly Rebuilt 
WALTHAMS and ELGINS 


Immediate Service 
New White Chrome Cases—New Dials 


16 size 12 size 
Open Face Open Face 
Fe eae $3.00 $3.50 
Ss 3.50 4.25 
17 jewels ........ 4.50 4.75 


3/0 Waltham or Elgin Wrist Watches, New Chrome 
cases, Leather straps, Luminous or regular figured 
dials, complete in display boxes. 
7 jewels ...$4.00 15 jewels ...$5.00 

All other makes and grades at relatively low prices. 
Send us your used watch movements. Cash by re- 
turn mail. 

OSCAR’S—Room 1004, Jewelers’ 
Bldg., 387 Washington St., Boston, 

Mass. 














PROVIDENCE: 


Happenings in the New England Territory 


Sympathy is extended to Edgar M. Dor- 
cherty of the William C. Greene Co. in 
the death of his son the past month. 

The Nicholson Fi'e Co. is making ad- 
ditions and alterations at its plant on 
Acorn St. to cost approximately $10,000. 


Ralph S. Hamilton, retired manufactur- 
ing jeweler, will head the Providence 
Community Fund’s campaign this year. 

Joseph D. Holmes has been increasing 
the facilities of his watch repairing de- 
partment at 57 Washington St., West 
Warwick. 

The Varsity Co., 46 Chestnut St., is 
owned by Harvey & Otis, Inc., Fred A. 
Otis, treasurer, according to information 
filed at the office of the City Clerk. 


Charles Barbieri of Providence has 
been appointed instructor in the jewelry 
design class which has been opened under 
the auspices of the Attleboro Jewelry 
Trade School. 


Adolf Schraysshuen, for several. years 
manager of the New England office of 
the Universal Chain Co., Maplewood, 
N. J., at 61 Peck St. Providence, has 
been elected vice-president of the concern. 
He will continue in charge of the local 
office. 


A charter has been issued to Lisker & 
Rossi, Inc., of Providence to manufacture 
jewelry, with a capital of 100 shares of 
common stock of no par value. The in- 
corporators are: Maurice W. Handel, 
Eugene J. Sul'ivan, Jr., and raat Lisker, 
all of Providence. 


A. E. Waller Co., Inc., Providence, 
manufacturers of jewelry findings and 
novelties, has been incorporated with an 
authorized capital of 600 shares of com- 
mon stock of no par va'ue. The incor- 
porators are: Anthony E. Waller, An- 
thony C. E. Waller, Ruth M. A. Waller 
and Ida M. Waller, all of Cranston. 


Announcement has been made from 
Washington that two Providence manu- 
facturing jewelry firms have applied for 
exemption from the hours-of-labor pro- 
vision of the medium and low-priced 
jewelry code. The Hadley Co. seeks an 
exemption from the section providing a 
42-hour week for watchmen, while the 
B. A. Ballou & Co. has applied for ex- 
emption from the section providing a 
maximum 40-hour week with a tolerance 
of 10 per cent for shipping crews, pro-. 
vided time and one-third overtime is paid. 


According to the monthly report of the 
Brown Bureau of Business Research, the 
manufacturing payrolls in Rhode Island 
during the month of April were 1.6 per 
cent larger than during the corresponding 
period of 1934, but were 3.1 per cent 
smaller than during the month of March 
this year. The total payrolls for April 
in the state, as compi'ed from payroll 
withdrawals from banks, amounted to 
$12,598,359. The total payroll of manu- 
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facturers in the jewelry and silverware 
industries amounted to $806,034 during 
April, which was a decrease of 5.5 per 
cent from the preceding month, but 7.8 
per cent increase from April of last year, 


Six manufacturing jewelry concerns lo- 
cated in the Doran building, at 150-160 
Chestnut St., suffered heavy losses from 
water yesterday when fire started in a 
cabinet in the stock department of the 
New England Glass Company on the 
sixth floor. It is estimated that the total 
loss will exceed $10,000 or $12,000. Those 
reporting damage to their premises and 
stock were: Henry Lederer & Bros., Inc., 
Kesterman Bros., Vennerbeck & Clase, 
James C. Doran & Sons Co., and E. A. 
Adams. The fire, according to the police 
authorities, apparently started from a 
carelessly thrown cigarette. A'though ap- 
paratus from the fire department respond- 
ed on a still alarm and quickly extin- 
guished the blaze before it had attained 
much headway, the water seeped through 
to the jewelry plants on the floors below. 

Bliss Bros. Co., Attleboro, reports that 
its men are out on the road with a new 
and most attractive line of merchandise 
selling to the jobbing trade. Dan Child is 
covering the entire west, south and 
Pacific Coast. G. H. Morse is covering 
the New York state territory. Howard 
Morse is covering the eastern territory. 
Raymond Rioux, son of Joseph F. Rioux, 
president of the company, is going part of 
the trip with Mr. Morse in order to meet 
the wholesalers and familiarize himself 
with the territories. He will eventually 
take on the duty of general superinten- 
dent of the factory. 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


oO Face 
7 Phan 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 








Same in 17-Jewel 
$6.00 


Same in 12 size, i, eee $4.00 
with a beautiful be SS ere 5.00 
Fancy Silver Dial eS eee 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


PAUL ROSENBERG 


$ South Wabash Avenue, Chicago 
ee 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1935 



















tim 





-_ 

















BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free beok ‘‘Your Future and Our Scheel.” 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 


BYARD F. BROGAN 


Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street. Philadelphia 





—_—- 























We Are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
FINGERSOLL PRODUCTS 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphia 


We fll orders for these items in the 
Rotation as Received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 
Broad and Somerset Streets 
PHILADELPHIA, PA. 

















THIMBLES — TIE CLIPS 
‘(IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 





DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


ALFRED HUMBERT & SON 
117 So. 10th St. Philadelphia 








WATCHMAKER - JEWELER - ENGRAVER 


JOHN C. BAIR 
Established 1913 


119 East Chestnut St. 
LANCASTER, PA. 


ALL WORK IS GUARANTEED 














MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 
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PHILADELPHIA 


Roy S. Humbert of Albert Humbert & 
Sons, 117 S. 10th St., has returned home 
after two months’ sojourn in Florida and 
Cuba. 


Irvin Shearer, who recently became as- 
sociated with Albert Humbert & Sons, is 
now on an extended trip through the 
South. 


Ben Nemrofsky, the globe trotting dia- 
mond merchant, is planning on a trip to 
Europe on the world’s largest liner, the 
new Normandie. He will spend about six 
weeks on this proposed trip. 


Samuel Lashof and David Hillerson 
have purchased the building at 733 San- 
som St., and after extensive alteration it 
will be used as a jewelry exchange. The 
building will be known as the Hillas 
Building. When it is completed the first 
floor will be occupied by the exchange, 
the remainder of it will be leased out as 
offices or showrooms. 





Imports and Exports of Clocks and 
Watches During March 


WasuincTon, D. C., May 13—The lat- 
est figures as to imports and exports of 
clocks and watches for March, compiled 
by the Division of Foreign Trade Statis- 
tics, are as follows: 

During the month we imported watch 
movements valued at $212,633; watch 
parts, $41,306, and jewels for movements, 
$76,788. At the same time, we brought 
in clocks and clock movements of $3,873, 
and clock parts, $2,817. 

During March, we exported jeweled 
watches valued at but $953, but watches 
without jewels of $9,270, and parts of 
watches, $9,107. We also exported mantel, 
novelty and wall clocks of $3,927, alarm 
clocks, $33,792, and clock parts except 
electrical, $16,310. 





George H. Dyson 


New Britain, Conn., May 11—George 
H. Dyson, president of The Porter & 
Dyson Co., died today at his home, 92 
Harrison St. He had been suffering from 
a heart ailment for the past two weeks. 
Word*of his death caused profound sor- 
row among all those who knew him. 

Born in Sheffield, England, son of 
Thomas and Martha Dyson, he came to 
this city when a boy and resided here for 
the rest of his life. He was first employed 
by Churchill & Lewis wher a youth. He 
learned the jewelry business while with 
that company. Occupying the same place 
as the Churchill & Lewis Co. on Main St., 
The Porter & Dyson Co. expanded 
rapidly. Mr. Dyson became president, 
the office he held for many years. Last 
October 12, he completed 54 years in the 
jewelry business. 

He was a former president of the Con- 
necticut Retail Jewelers Association and 
was active in Masonic, political and ser- 
vice club affairs in New Britain where 
he was held in high esteem. 

Surviving are his two sons, Harry T. 
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Dyson of Milwaukee and Sturman F. 
Dyson of this city, a daughter, Mrs. John 
R. Aude of Hartford, five grandchildren 
and a great-grandchild. Several brothers 
and sisters also survive. 





COOPER 


INC 


MANUFACTURING JEWELERS 
SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 








Z IRNKILTON 


CREATORS OF ARTISTIC 
IRIDIUM 


HAND-MADE 
PLATINUM MOUNTINGS 
F. X. ZIRNKILTON 


Mba 








woonb 
WATCH CASES 
EDWIN A. NEUGASS 


MANUFACTURER 
212 E. 40th St. New York 




















POWER 


MAINSPRINGS have to work day 
and night through the years. 


Use “SANDSTEEL” or “INSPECTOR” Brand 
Quality Mainsprings, to 


Safeguard Your Own Work 


Crosscurved construction gives them 
More Power 


WATCH-MOTOR MAINSPRING CO., Inc. 
145 Hudson St. New York, N. Y. 
Patent No. 1,922,921—8,15,33 











COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL ~~ piacere 


im per ier of 
DIAMONDS 
PRECIOUS 
AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 











OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’. Shipments from alli parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 























WHERE TO BUY 





WOLFSON & GRAU 
Manufacturing Jewelers 


Our Specialty 
Diamono Sertine ano Speciat Onver Worx 


Waren ano Jeweray Repainine 
Eweravine ano Carvine of Aut Kinos 
Acso Stampine of Leatner Goons 


416 CLARK BUILDING 


1918 PITTSBURGH, PA. 1935 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successere to Heeren Bros., Company 
140 8TH ST., PITTSBURGH, PA. 








JEWELERS’ SUPPLIES 
DISTRIBUTORS 
of 


Elgin, Waltham, Hamilton, Illinois, How- 
ard, Bulova, & Gruen Genuine Materials. 


V.T.F. Watch Crystals B.B. & K.K. 
Brands—Fancy Crystals. 


Fancy & Round Unbreakable P. B. U. 
Crystaloids. 


MARTIN GLUCK & SONS 
718 Penn Ave. Pittsburgh, Pa. 











APPROVED WHOLESALE 
DISTRIBUTORS OF 


INTERNATIONAL 
SILVER COMPANY 
PRODUCTS 


ALSO COMMUNITY SILVER 
By Oneida, Ltd. 


WE SERVE THE 
TRI-STATE DISTRICT 
PROMPTLY AND EFFICIENTLY 


THE 


SAMUEL WEINHAUS 
COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 


























PITTSBURGH: 


Among recent Pittsburgh visitors was 
D. S. Peden, Grove City, Pa. 


Phil Lipson, Fairmont, W. Va., retail 
jeweler, visited the trade in Pittsburgh 
recently. 


Mrs. John M. Roberts has returned to 
Pittsburgh after spending the winter in 
Miami, Fla. 


Christian B. Charles, well-known retail 
jeweler of Donora, Pa., was a recent 
Pittsburgh visitor. 


Louis Melnick, diamond wholesaler in 
the Clark Building, has been calling 
upon the trade in the tri-state district. 


Col. P. J. Armeny of Baker & Co., 
Newark, N. J., stopped off in Pittsburgh 
on his way to the Derby at Louisville, Ky. 


Martin Schulherr, treasurer of Big- 
gard & Co., Inc., Clark Building, reports 
business considerably better than last 
year. 


Paul S. Hardy, president of the Hardy 
& Hayes Co., Wood St. and Oliver Ave., 
was in New York City on business re- 
cently. 


A. L. Goulding, sales manager of the 
Warwick China Co., Wheeling, W. Va., 
says the prospects for fall business are 
very good. 


The J. A. Johnston Co., has opened 
a new retail jewelry store on Smith- 
field St. in the vicinity of the old Post 
Office building. 


The Jerome Meyers Jewelry Co., 
Meadville, Pa., has added an optical 
department in charge of Dr. H. A. Slay- 
ton, of Erie, Pa. 


H. Brooks and Joseph Menner, Jr., are 
making an extended road trip throughout 
the tri-state district for the Samuel Wein- 
haus Co., Penn Ave. 


Word was received in Pittsburgh early 
in May of the death of L. N. Buchanan, 
proprietor of “the New Castle Jewelry 
Store, New Castle, Pa. 


James E. Duncan, Jr., president of the 
Duncan & Miller Glass Co., Washington, 
Pa., has returned from Florida, where he 
spent the winter. His health is greatly 
improved. 


R. E. Kirkpatrick, retail jeweler at 
Butler, Pa., has moved into a new store 
on Main St. which has been completely 
remodeled, including a new black glass 
store front. 


Doernberger & Muck, manufacturing 
jewelers in the Pittsburgh Life Building, 
report business during the month of 
April was the best for some time past, 
excluding the holiday trade. 


S. H. Vatz, jeweler, 6297 Frankstown 
Ave., was recently reported to be holding 
an auction sale. This was in error as 
Mr. Vatz has held no such sale and does 
not contemplate holding one. 

(Turn to page 77) 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 











POPULAR PRICED 
JEWELRY 
* 


LARGE VARIETY OF 
WHITE AND COLORED 


BRACELETS 
EARRINGS and CLIPS 


® 
LADIES’ PURSES 
* 


LARGE ASSORTMENT 
OF COMPACTS 


s 
M. BONN COMPANY 


713 PENN AVE. PITTSBURGH, PA. 














BIGGARD & CO., INC. 


3RD FLOOR, CLARK BLDG. 
PITTSBURGH, PA. 


Complete Line 
FINE JEWELRY 
DIAMOND MOUNTINGS 
DIAMONDS 
SILVERWARE 
1847 AND WM. ROGERS & SON 
COMMUNITY AND TUDOR PLATE 
INGERSOLL 
WESTCLOX 
SETH THOMAS 
HERSHEDE 
G.E. ELECTRIC CLOCKS 


Prompt Service 
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Pittsburgh Notes 
(From page 76) 


Cc. A. Raymo, sales manager of the 
Pennwood Co., Kensington St., visited 
New York and other eastern cities during 
the past month. The firm expects to open 
a New York office in the near future. 


IL. E. Boucher, general manager of the 
Waltham Watch Co., Waltham, Mass., 
spent some time in Pittsburgh recently in 
company with S. S. Colvin, local man- 
ager, in the Hardy & Hayes building. 


The Duncan & Miller Glass Co., Wash- 
ington, Pa., has moved its New York of- 
fice to Room 222, Fifth Avenue Building, 
where the company now has larger and 
more attractive quarters, according to 
L. K. Evans, secretary. 


T. Thomas, 545 Lincoln Ave., Bellevue, 
Pa., held a formal opening of his newly 
remodeled store on May 11 which was 
well attended. The exterior of the 
building has been completely remodeled 
with black carrara glass and is unusually 
attractive. 


Three prominent Pittsburgh credit 
jewelers, namely, Gus Bastheim, Samuel 
H. DeRoy and Wm. J. Kappel, are en- 
joying a cruise to the West Indies in 
connection with a sojourn arranged for 
Philco radio dealers. The party sailed 
from New York on May 18. 


George Bowers, industrialist of Man- 
nington, W. Va., was elected president 
of the Warwick China Co., Wheeling, 
W. Va., May, succeeding the late 
Charles E. Jackson, nationally known 
pottery expert, who died April 12. Pre- 
viously, Mr. Bowers had served as di- 
rector of the company. 


Miss Mary Jane Rowley, secretary and 
manager of the silverware department 
for John M. Roberts & Son Co., Wood 
St., who has been convalescing in Atlantic 
City from a recent illness, was able to 
return to her home’early in May. It 
will be some time before she can take 
up active duties at the store. 


A number of Pittsburgh jewelers, who 
buy old gold, were buncoed recently in 
the purchase of what was supposedly 
“solid gold” buckles and cuff buttons. 
They had the appearance of gold but 
turned out to be a form of steel which 
had been gold plated. Sums ranging 
from $14 to $18 were collected from vari- 
ous buyers. 


At a meeting of the stockholders of 
the W. J. Johnston Co., Union National 
Bank Building, April 26, the following 
were elected directors, E. A. Hill, Union 
Trust Co.; Judge Stephen Stone, Joseph 
W. Eisenbeis, Edward Schreiner and 
William E. Jones, who is also treasurer 
of the company. Officers will be elected 
shortly by the directors. 


L. B. Vernon, president of the Vernon- 
Benshoff Co., Clark building, recently em- 
ployed Richard Kenah, well-known Pitts- 
burgh artist, to paint eight murals for 
office decorative purposes. The murals, 
which are three and one-half feet square, 
are very attractive and depict various 
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manufacturing processes and metallurgi- 
cal research in connection with the refin- 
ing of precious metals. 





F.T.C.’s Complain Against Security 
Silverware Distributors 


WasuHinctTon, D. C., May 20—Unfair 
competition in the sale of coupons redeem- 
able in silverware, earthenware or china- 
ware, is alleged by the Federal Trade 
Commission in a complaint against Secur- 
ity Silverware Distributors, Inc., of Chi- 
cago, and its officers, William C. and 
Lorena Steffy, also trading as the Atlas 
Globe China Co., Advertising Depart- 
ment, and as Bordeaux China Co. 

Coupons redeemable in ware were sold 
to local retail dealers to be distributed 
among their customers as a means of 
stimulating business, according to the 
complaint. 

The respondents are alleged to have 
made representations tending to deceive 
the public into believing them to be con- 
nected with International Silverware Co., 
a silverware manufacturer, and with the 
Atlas Globe China Co., and that Bordeaux 
China Co. was a manufacturer of china- 
ware or earthenware and that the re- 
spondents were its agents. 

Also, the complaint says that “the 
silverware with which respondents have 
pretended to redeem certificates, coupons 
or cards, purporting to be redeemable in 
silverware, has not been and is not 
genuine Rogers ‘1847’ Silverware or 
Rogers Silverware or genuine Rogers 
Silverware,” as was represented. The 
respondents also are charged with failure 
to refund to retail dealers certain sums 
promised upon redemption of certificates. 





A. C. Smith 


Older members of the watch trade 
heard with regret last month of the 
death of A. C. Smith, for many years 
prominent in the watch and jewelry in- 
dustries in this country and Mexico. Mr. 
Smith passed away in Lakeland, Fla., 
March 18 and was later buried at 
Kensico Cemetery, N. Y. 

Born at Whitewater, Wis., Sept. 27, 
1854, Mr. Smith at maturity went into 
the watch trade and was with the Wal- 
tham Watch Co. in Chicago from 1874 
to 1883. He then took over the manage- 
ment of the company’s New York office 
for a time and was later in business as 
distributor of a non-magnetic watch. In 
1900 he went to Mexico where he estab- 
lished a large retail jewelry business 
and remained there for many years. Of 
recent years, since his retirement he has 
lived in Florida. 

Mr. Smith is survived by four sons 
and two daughters, one of the latter 
being the wife of W. H. Fowlie of the 
Elgin National Watch Co. 





Platinum Market 


Platinum prices, as of May 24, 1935, were 
officially quoted as: 


OO cic ikuncnceedeurbwaens condevewens $32.00 

Containing 5% Iridium ............++: 33.00 

Containing 10% Iridium .............. 34.00 

DE I Rte re ye 50.00-55.00 

IE ba hccwccdadadewadeused 24.00-25.00 
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PITTSBURGH 
Seeks Your Patronage 








GOLD and SILVER 
Scrap and Wastes 
PURCHASED 


Highest cash rates, by assay 
or over the counter. Get 
cash for your scrap promptly. 
This is the only complete 
gold refinery operated in this 
section of the country. 


GOLD, SILVER, PLATINUM alleys 
and KARAT GOLDS, etc., furnished. 


ON- OFF 








co 


W® Clark Building 


C. PROESSLER & SON CO. 


1221-27 PENNSYLVANIA AVE. 
N.S. PITTSBURGH, PA. 


SHOW CASES 
STORE FIXTURES 


MANUFACTURERS OF A 
COMPLETE LINE OF 


JEWELRY STORE 
FIXTURES 


‘A Pittsburgh Institution 
Phone: CEDAR 1716 


ANY 


Pittsburgh, Pa. * 














WATCH MATERIALS 
JEWELRY SUPPLIES 


ty 
We carry a complete stock of 
VTF—BB—KK and GS Watch 
Crystals. 
LANDAW BROS. 
628 Penn Ave. Pittsburgh, Pa. 








DOERNBERGER & MUCK 
406 Pittsburgh Life Bidg. 
PITTSBURGH, PA. 
Manufacturing © Repairing 
ENGRAVING @ DIAMOND SETTING 


(Successors to H. L. Ehrhard Ce.) 
Established 1901 








































































WHERE TO BUY, 











DIAM OND Ison 
ote? eaaetthasiles %,°> 
wv Ny, 

REPAIRING HR 


Ws.FE ScuuMer é Son, INc. 
DIAMOND CUTTERS 
44 Wieoins Brock, Cincinnatt.On10 














Complete Line of 


GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 








CENTRAL WATCH Co. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 
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SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 








Wuen You THINK Or 


FINDINGS 


THINK OF 


FULLER 








ORDER FROM YOUR JOBBER 








29 E. Madison St. 


Gucompaatl 


ORDINARY WORK 


BECKER-HECKMAN Co. 
CHICAGO, ILL. 








VALANCES 


An inexpensive way 
to improve 
DISPLAY 
WINDOWS 

Send Glass Sizes for 

Samples and Designs. 

Camden and Company 

160 N. Wells St. 
CHICAGO 


E. A. Potter, president of the Elgin 
National Watch Co., recently returned 
from a month’s visit in European cities. 

Tavis Sachs of the American Watch 
Distributors, Inc., Rochester, N. Y., spent 
several days in Chicago last month on 
business. 

Earle Ludkin, Inc., has announced his 
removal to new quarters on the 24th floor 
of the Carbide & Carbon building, 230 
N. Michigan Ave. 

Charles Brown, jewelry buyer for 
Stein & Ellbogen Co., spent two weeks of 
May in Providence, New York and other 
eastern jewelry marts. 


Otto Stumpf, well known in the trade 
here for several years, is now associated 
with Martin F. Lenz & Co., wholesalers, 
in the Heyworth building. 

A. W. Levy, manager of the Star 
Watch Case Co. Chicago office, left Chi- 
cago on May 10 for a business trip to 
California and the west coast. 


Wm. L. Marchant, sales manager for 
the Ostby & Barton Co., spent several 
days during May at their Chicago office 
and calling on the trade here. 

I. E. Boucher, president of the Wal- 
tham Watch Co., visited the Chicago of- 
fice in May and spent several days call- 
ing on the wholesale trade here. 

A. B. Paulson, manufacturers’ repre- 
sentative, and Hugo Ziehm, jeweler, have 
moved from 1218 Heyworth building to 
newly fitted quarters in room 1313 of 
the same building. 


Fred Hyatt, president of the Keystone 
Watch Case Co., attended the funeral of 
William Drexmit, manager of their Chi- 
cago office, last month, and spent several 
days here visiting the trade. 

The Chicago office of the Wm. L. 
Gilbert Clock Co. has been moved from 
10 S. Wabash Ave. to the Merchandise 
Mart. The repair department remains 
at 5 S. Wabash Ave.,; room 1017. 


After nearly 30 years the corporation 
of Levinson & Jacobs has been dissolved 
and two companies now take its place. 
I. Levinson & Son continue to occupy the 
old quarters at 1117 Heyworth building 
and A. Jacobson & Son have opened up 
in 1112 of the same building. 

Bellette, sales outlet for the Art-Dek 
Co., 440 W. Superior St., manufacturer 
of giftware, has opened sales and dis- 
play rooms in The Merchandise Mart, 
the lease calling for 700 square feet on 
the 15th floor among other giftware lines. 
Hereafter Bellette will show here ex- 
clusively. 

The National Industrial Recovery 
Board announced, May 2, that the Uhle- 
man Optical Co., Chicago, has applied 
for an exemption from Article III, Sec- 
tion 1, of the optical wholesale industry 
and trade code, which provides a maxi- 
mum 40-hour week with a tolerance of 





48 hours over a three-month period. 
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CHICAGO: 


Jewelry News Flashes from the Great Central West 






M. W. McArdle, age 60, President of 
the Chicago Flexible Shaft Co. and well 
known to the wholesale jewelers of the 
country, died at his home in the Dra 
Hotel in Chicago on May 15. Funeral 
was conducted on Friday in Holy Name 
Cathedral and burial was at Bailey's 
Harbor, Wis., place of his birth. 

Tom Stanek, of Graffe & Stanek, ang 

(Turn to page 79) 
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two favorite 

OCHARD CREATIONS 

specially priced for the 

Graduation and Wed- 
ding Gift Season. 
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jeweled 8-day movement with double 
barreled mainspring. Chrome or gilt 
finish bezel and a radium dotted dial 
mounted on genuine black, white or 
BN GNIS BG cc ccicccocvccess $7.75 
Also in one day alarm at........ $6.75 





No. 7515 4” square. A reliable 30 hr. 
movement in genuine leather case. 
Bezel: in chrome or gilt finish. Radium 
dial $3.75 
Can also be had in one day alarm 
at 5.50 


and 8-day jeweled’ movement with 
double barreled mainspring...... $6.75 


A complete line of genuine leather 
traveling cases for any and all size 
movements. 

If your jobber can not supply 
you write us direct. 


OCHAR 


HENRY SOCHARD, ine. 
110 W. 40th St. New York, N. Y. 
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- Chicago Notes 

Over $600,000.00 in divi- (From page 78) 
: a Dave Helfer, of Drach-Weinfeld & Co., 
dends has been paid to jewelers attended the opening of the new Wetzel 


" li ° Bros. store at Sycamore, IIll., on April 27. 
carrying our po icles. Wexler Bros., consisting of Earl, Ira and 


— saving an te policies Vernon, have been in business for several THEODORE HAVILAND 


years and are now located in a very FINE FRENCH CHINA 


e ° beautiful store room. Roses were given 
H o/  W BOOTHS, LTD. 
is 33 1/3 Jo rite us for details. for souvenirs and more than 350 were JOHN MADDOCK & SONS 
English Earthenware 


Where to Buy 
IMPORTED 
China and Glass 














given out during the first hour. “GENUINE QUIMPERWARE” 
NATIONAL JEWELERS MUTUAL Jack Gould, for many years associated THEODORE. PS, eS 2 Co. tin 
FIRE INSURANCE COMPANY with Swartchild & Co., and more recently . 23rd St. New York 
NEENAH, WISCONSIN in charge of their New York office, spent 





several days in Chicago recently making 
preparations for the opening of a ma- 
terial and supplies house in the Santa Fe 
building at Dallas, Texas. Associated Orders filles immediately from 
with Mr. Gould will be Rudolph Jensen, Seve York stock 
and they will operate as Gould & Co., JUSTIN THARAUD, INC. 
carrying a complete line of watchmaker 129-131 Fifth Ave., New York, N. Y. 
and jeweler supplies. 

On May 1 as Edgar Sender, represent- 


ing Sigmund Burg, 29 E. Madison St., Wedgwood Weare 


was making calls on W. Cermack Road ¢ 
three armed bandits forced their way Bone China Dinnerware, Queensware 
Jasper and Black Basalt 





ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 





We Specialize in— 


WATCH REBUILDIN 
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Send us old, worn watches and old movements. 















































They can be converted into an absolute salable into his car and made him drive to an 
EE qaoet” cotte “nell aia te cal ab alley in the rear of 2215 S. Whipple St. lead Windies ation ion 
reasonable prices, as low as $2.25. where he was thrown from the car, = enc ya 
35 years of Watch Repairing for the Trade : : 162 Fifth Avenue, New York City 
after taking his cash. Later the car ’ 
LITTLE WATCH FACTORY was found some distance from there 
2 West 47th St. New York but his sample case with about ‘$1,000 ROYAL DOULTON 
worth of merchandise was missing. English Bone China and Earthenware 
On May 10 as Ralph Lewis, who rep- barged pr eo! : 
resents S. C. Powell, 2 W. 46th St., New Hand made Eng — 
QUAST & OLSEN York, was leaving the Pure Oil building Th IRISH BELLEEK 
er —= at 35 East Wacker Drive, after making WM. Ss. ‘PITCAIRN CORPORATION | 
Send your jewelry repairing, diamond set- a business call, he was attacked by two | 104 Fifth Ave. 
Picutis menor aeke eee men, one with a revolver. Mr. Lewis FINE CHINA 
a eneet, Wakes Aven Ceiena, I. resisted and in the struggle was thrown ey 
to the walk and suffered a slight scalp 
wound. The robbers escaped in an auto- 
mobile with two confederates without se- Famous the World Over 
A. E. Phone: Central 5400 curing any of the valuables carried by Available from New York Stoeks 
KRAUSE — —— ; ; oe ROSENTHAL CHINA CORP., 149 Sth Ave New York 
aborate plans are in preparation for 
& CO a annual = — the Pca CHINA AND GLASSWARE 
e oosters, which wi e held at Vernon 
RELIABLE WATCH REPAIRING Country Club on Thursday, June 27. The ESPECIALLY FOR JEWELERS 
37 South Wabash Ave. CHICAGO morning program will consist principally me ee a qeereer- Great 
of golf events. During the mid-day pe- Wire your urgent ‘orders. 


riod luncheon will be served, novitiatess | PAUL A. STRAUB & CO., Ine. 


receive their obligations, and the cere- | Importers. 105-107 Fifth Ave., New York 
> <j DIALS REFINISHED many of raising the ball pennant will be 


moe High Quality Low Prices Quick Service b d. In th ft th 1 
Every Dial Guaranteed for One Year “a gps n the afternoon the regular | ROYAL CAULDON and COALPORT 





























ball game between the “Buyers” and China and Earthenware 
pocorn — pontoon “Peddlers” will be played. Many other ROYAL CROWN DERBY CHINA 
meat pus neem pie | Te. In the evening will te dieser ond | 
» Tex. » H. place. In the evening will be dinner an WOOD & SONS EARTHENWARE 
oe ities Washe ayy — g sap secre a GIBSON & SONS TEAROTS 
nnouncement has just been made that 28rd 8T.. 
the entire interests in the Frohman Co. EDWARD BOO new York. wv 
<= ] business, 18 West 7th Street, Cincinnati, SHORT LINES—SERVICE PLATES 
Where to Buy Ohio, has been purchased by John A. Dinnerware from the 
Gerwe, George E. Brown and E. A. Fen- Heinrich & Co. and 
DOMESTI c stermacher, who will continue to conduct Win ling F “ 
China and Glass the business along the policies observed ences uae oe g Facto ‘ 
> for over 40 years. All are well known srece 
in the trade and have the best wishes of Pm eee ont ee ry. 


their many friends. 


perce eee Prices of Silver Bars FINEST CRYSTAL 
oo DINNERWARE ois STEMWARE 


Government New 


























London _ Assay Sell- York From Siveden and Finland 
NOVELTIES Date Official ing Price O ficial AT POPULAR PRICES 
oe Meme [lees ee ae Stock end Import 
LENOX, INC. Trenton, N. J. | | May 17 35 7994 77 J.H. VENON, Inc. cee veae 
May 24 34% 78% 76% 
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REAL PROFITS 


pass your door daily unless you encour- 


age people to bring in their old gold, 


obsolete jewelry, etc. 


LET PEOPLE KNOW 


you can value their old gold. It can be 
handled profitably and with increased 
traffic into your store, your sales will 


show a real increase in volume. 


GO AFTER THIS BUSINESS 


We can serve you well when you 
have old gold to sell. Dee 


checks will please you also. 


SHIP DIRECT 
We do not employ traveling gold buyers 


~Cco. 
PRECIOUS METALS 


.eEPrIN ERS ©» MANUFAC Tl RE hk 
SS East WASHINGTON STREET CHICAGO; ILLINOIS. 



















BUYERS 
of 
GOLD 
SILVER 


PLATINUM 
Scrap 











T.B.HAGSTOZ.SON 


CARTHUR T. HAGSTOZ) 


709 Sansom Street 


PHILADELPHIA 


—or any material in which these metals 
are contained. An honest return will be 
made for your shipments as promptly 
as accurate determinations permit. 


REFINERS 


37 YEARS OF REFINING SERVICE 



































YOUR NEW YORK 
Headquarters 


You pay no premium to enjoy 
the full comfort and luxury of 
the famous Hotel Lexington. 
That’s why men and women 
of the jewelry industry select 
this hotel as their headquarters. 

Pleasant, airy rooms. Both tub 
and shower baths. Circulating 
ice water. Full length mirror. 
Bedside and dresser lamps. Radio. Unexcelled service and 





courtesy, four popular-priced restaurants, famous orchestras 

play nightly in the Silver Grill and the handiest location in 

New York...Only 3 blocks from Grand Central Station. 
Single rooms as low as $3 a day, double rooms $4 and up. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE +» NEW YORE 
Charles E. Rochester, Manager 
Directed by National Hotel Management Co., Inc. - Ralph 


Hitz, President. Hotels Book-Cadillac, Detroit; Netherland 
Plaza, Cincinnati: Adolphus, Dallas: Van Cleve, Dayton 
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Horologists Meet in Washington 


Harrison F. Babcock Succeeds Edward H. Hufnagel as President of H. |. A— 
Sessions Marked by Instructive Addresses 


WasuincTon, D. C., May 13.—The annual meeting 
of the Horological Institute of America was held in the 
lecture room of the National Academy of Science Bldg., 
ist St. and Constitution Ave., today, and was followed 
by a dinner in the evening at the Lee House. 


Morninc SESSION 


The morning session was scheduled to begin at 10 
a. m. but it was about 10.20 before President Edward H. 
Hufnagel called the meeting to order. After a few words 


Harrison F. Babcock, 
president-elect of 
the Horological In- 
stitute of America. 





of welcome he introduced Dr. Albert L. Barrows, As- 
sistant Secretary of the National Research Council who 
delivered the address of welcome. He pointed out that 
such an organization as the H. I. A. advances the art and 
skill of watchmakers and after paying a tribute to the 
late George Spier, founder of the organization, he spoke 
of the benefits of the work of certification to watchmakers 
and of the importance of the association in the watch- 
making trade. 

Then followed the address of President Edward H. 
Hufnagel during the course of which he said in part: 

During the past year there has been considerable activity 
throughout the country in the reorganization of old and the 
organization of new horological associations. This is good and 
as it should be. We have been importuned at times to enter 
activities that seemed to be of a commercial character, but 
have consistently held to the ideals of our founder, the late 
George Spier, that the functions of the H.I.A. should be purely 
scientific and educational and we, the officers, are agreed that 
this policy must be continued. We feel that our greatest 
service to the horological societies can be met through our 
becoming the recognized examining and qualifying board for 
the horological profession in this country and to this end we 
shall bend our efforts. 

The remainder of the session was given over in part 
to the report of Treasurer John J: Bowman who sub- 
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mitted a very comprehensive review of the financial stand- 
ing of the Institute accompanied by a certified public 
accountant’s audit of his books. 

The report of the Certification Committee for the year 
ending April 30, was next submitted by William Ramsay, 
the chairman. Mr. Ramsay pointed out that the work 
of the Certification Committee had continued as usual 
and that while the results had been rather discouraging 
that since the first of the year there had been a noticeable 
increase in applications for examination both in the cer- 
tified and the junior grades. Up to May 1, 18 applica- 
tions for the certified examination and 31 for the junior 
examination were received. 

The examining board held five meetings and examined 
50 pocket watches, 21 bracelet watches, 19 plates and 39 
papers. As a result of these meetings, 13 certified and 
20 junior certificates were granted. 

Secretary Ralph E. Gould gave a detailed report of the 
work of the Institute which passed through his office at 
the National Bureau of Standards and this was followed 
by the report of William C. Donnelly, chairman of the 
Membership Committee. This report stated that the 
Membership Committee had received 27 new members 
into active membership and the report listed these names 
for approval. The members were asked to note the num- 
ber of certified watchmakers that were included in the 
list. 

He reported the deaths of the following members dur- 
ing the year: Edward A. Marsh, Waltham, Mass.; Wil- 
liam H. Grafton, Cleveland, Ohio; William L. Jones, 
Martinsburg, W. Va.; George A. Sheakley, Cleveland, 
Ohio and Louis Leroy, Paris, France. Suitable resolu- 
tions of respect were offered. Mr. Marsh was the designer 
of the emblem of the Institute. 

The morning session then came to a close with the ad- 
journment for lunch. 


AFTERNOON SESSION 


At the afternoon session, the first address was that of 
Watson Davis, director of Scientific ‘Research who de- 
livered an interesting speech on “Time in the Heavens.” 
“Many of the nearest stars that seem brightest to us,” he 
said “are brilliant because they are so close. Some of them 
are very mediocre objects as stars go. It takes light only 
a few score or hundreds of years to travel from them to 
earth. Suppose we rush onward in distance still farther 
away, traveling in our imaginations much faster than 
even that world’s speed champion, light.’ We travel for 
some 50,000 light years in one direction or as few as 
2000 light years in another to reach the boundaries of the 
great system of stars called our galaxy, in which the 
sun providing the earth with energy through its light 
and heat is but an insignificant glowing speck. This 
galaxy of ours, which we see spread over the sky as the 
Milky Way and to which the bright stars belong, is.com- 
posed of about 100 billion stars. Beyond this part of 














Old Jewelry 


ACCURATELY REFINED OR ESTIMATED. 
PROMPT RETURNS BY CHECK OR 
MONEY ORDER 








SPYCO 


SMELTING AND REFINING COMPANY 
MINNEAPOLIS, MINNESOTA 


A neat window card ‘‘We Buy Old Gold”’ is yours for the asking 
































Do You Breathe Dust 
me You Polish? 


It’s a crime, 
absolutely, to 
polish without a 
dust collector — 
even an occa- 
sional article cre- 
ates occasional 
dust — all this 
occasional dust, 
laden with metal- 
lic particles, is 
breathed into 
your lungs as 
you work—what 
then? 
Don’t take this 
risk long. Get 
the only insur- 
ance you can 
buy that will 
efficient in the work it does and very quiet in “ 
its manner of doing it. Many are in use in prevent this 


office buildings and stores where noise would be a 
unthinkable. condition. 





Leiman Bros. Patented 


Polishing Dust Collector 


Get the Catalog 
LEIMAN BROS., INC. 


eo be fn STREET 156 CHRISTIE STREET 
NEW YORK NEWARK, N. J. 
iahes of Good Machinery for 45 Years 
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WHEN IN NEW YORK 


AND WAKE UP 
2 EACH MORNING 
FRESH AS A DAISY! 


Reason: 24 floors, 706 charmingly 
furnished rooms—high above the 
street—your guarantee of sound, 
undisturbed. sleep all night long. 


In the very center of the city's most 
interesting activities. Taxis? un- 
necessary. ... Within 5 minutes’ 
WALK of “Radio City,” Fifth 
Avenue and 69 theatres. 

















DAILY RATES BEGIN AS LOW AS 


$50 $50 


Dining and Dancing every evening 
in the beautiful Georgian Room. 
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the universe, important principally because we happen 
to live in it, there is a far vaster volume of the universe 
sprinkled with other galaxies, some of them probably as 
large as our own. Among the nearest of these external 
systems are the Magellanic Clouds which can be seen and 
photographed only from the Southern Hemisphere. They 
are about one million light years away. The Great 
Nebula of Andromeda is at about the same distance.” 

Next came the address on “Present Time Broadcasting” 
by Captain J. F. Hellweg, Superintendent of the U. S. 
Naval Observatory. Captain Hellweg was introduced 
by Secretary Gould and in opening the address he said, 
“that in order to broadcast time one must first determine 
it. The day,” he said, “is determined by the rotation of 
the earth on its axis but that the true sun cannot be used 
and that stars are used entirely for the determination. of 
time.” He then described in a most interesting manner 
the method of determining time used by the Naval 
Observatory. 

He spoke of the visit of Frank Hope-Jones noted 
British scientist to the Naval Observatory and spoke of 
the clocks used at the observatory, describing the vaults 
in which the clocks are kept. 

“The time signals which are sent out from Arlington,” 
he said, “do not carry beyond Denver but strange as it 
may seem are received in China.” 

President Hufnagel next introduced Frank Hope-Jones, 
M.I.E.E., F.R.A.S., managing director of the Sychronome 
Co., Ltd., 32-34 Clerkenwell Road, E.C. 1, London, who 
was in this country to receive a medal from the Franklin 
Institute at Philadelphia and who at the morning session 
had been made an honorary member of the Horological 
Institute of America, by the unanimous vote of the 
members. 

Mr. Jones first expressed his deep appreciation of the 
honor conferred upon him and then told of the. reason 
for his visit to this country, speaking briefly about the 
medal to be presented to him by the Franklin Society of 
Philadelphia. He called attention to the fact that he 
had the pleasure of meeting with the members of the 
New York Horological Society soon after he landed in 
this country from the Berengaria and that during his en- 
tire trip, good things had been heaped upon him. He 
spoke of his visit to the Naval Observatory and declared 
that he was greatly interested and deeply impressed by the 
accuracy of the broadcasting equipment there and that it 
excelled both the instruments in Paris and in Greenwich. 
He spoke in highest terms of Captain Hellweg and the 
work he is doing there. 

Paul Moore, Washington, D. C., executive secretary 
of the Institute who was unable to attend the meeting 
last year was present this year and delivered a short talk 
in which he urged the members of the Institute not to 
abandon the idea of a Time Building in connection with 
the National Academy of Science. 

Following the completion of other business matters, an 
Advisory Committee was elected. This committee con- 
sists of: Albert L. Barrow, Washington, D. C.; Frank C. 
Beckwith, Lancaster, Pa.; Ralph E. Gould, Washington, 
D. C.; Edward H. Hufnagel, Mount Vernon, N. Y.; 
Carl Mitman, Washington, D. C.; Benjamin Mellenhoff, 
New York, N. Y.; Stanley A. Pope, San Francisco, Cal., 
and Paul Sollenberger, Washington, D. C. 

Following the election of the Advisory Council, the 
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council went into an executive session and elected the fol- 
lowing officers for the ensuing year: President, Harrison F, 
Babcock, Cleveland, Ohio; first vice-president, Edward 
H1. Hufnagel, Mount Vernon, N. Y.; second vice-presi- 
dent, W. C. Donnelly, Baltimore; treasurer, John J. 
Bowman, Lancaster, Pa. ; executive secretary, Paul Moore, 
Washington, D. C.; corresponding secretary, Ralph E. 
Gould, Washington, D. C. and assistant treasurer, Charles 
E. Bowman, Lancaster, Pa. Additional members of the 
Executive Committee consist of: Frank C. Beckwith, 
Lancaster ; Jacques LeRoy, New York; W. C. Donnelly, 
Washington, D. C., and T. Edgar Willson, New York. 

At the lunch hour and during the meeting of the Ad- 
visory Council a demonstration was given of the Paulson 
Time Micrometer which shows the variation in the beat 
of a watch when tested against a watch of standard beat. 

In the evening an informal banquet was held at the Lee 
House and the time following the banquet was devoted 
to impromptu addresses and singing. 





Greetings from British Horological Institute to H.1.A. 
and Watchmakers of the United States 


(Tendered by F. Hope-Jones, M.1.E.E., F.R.A.S., a former chairman of 
the British Institute, who is now on a visit to the U.S.A.) 


és N behalf of the British Horological Institute I of- 

fer congratulations and Godspeed—MERCER, 
Chairman.” 

Such was the telegram put into my hands as I stepped 


Frank Hope Jones, 
M.1.E.E., F.R.A.S., 
former chairman of 
the British Horo- 
logical Institute. 





on board the Berengaria at Southampton, on the first of 
May. It was intended as a personal message, and had 
reference to an honor which the Franklin Institute of 
Philadelphia were conferring upon Mr. Shortt and myself, 
for our free pendulum clock, but fate had better things in 
store for it; and I hereby transform it and pass it on 
through THe JEweLers’ CirCULAR-KEYSTONE, as a na- 
tional message from the watchmakers of England to their 
brethren in America. 

Mr. Mercer the fame of whose chronometer factory 
at St. Alban will have reached you, did not know of your 

(Turn to page 93) 



























LEESG 
SANDERS 


A British Concern— 
Nearly a Century in 
Business — Serving - 


the Trade in America 
for 50 Years 


SWEEP 
SMELTERS 


BIRMINGHAM, ENG. 











James L. Hand 


America’s Leading Jewelry 
Auctioneer 


87 Nassau Street 
New York, N. Y. 


Phone, COrtlandt 7-8693 
Cable Address, Hand-Sale, New York 


STRICTLY ETHICAL AUCTIONS 


Conducted for Jewelers 


Executors, Trustees, Receivers, Banks, Trust Compani 

United States and Canadian Courts. NO STOCK TOO 

a OR TOO SMALL. Write for “HAND” book on 
uctions. 


INQUIRIES TREATED CONFIDENTIALLY 











‘“THE PATHWAY TO SUCCESS” 





STONE SETTING 
ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 
Dept. C 


WATCHWORK 
JEWELRY 


Peoria, Ill. 














For nearly ninety years we 
have been studying watch 
and clock oil problems. In 
the light of this long experi- 


ence, we exercise supervision 
over every process, from the 
porpoise fisheries to the fin- 


ished product. Nye’s Oil is 
of unvarying high quality. 















Send us your 


OLD GOLD, SILVER, PLATINUM 


Gold Filled ieee Optical Sain Ete. 


Prompt and accurate returns Guaranteed 
We are now paying 6%¢ per kt. 


4 Generations of Service 


N. L. SHTEINSHLEIFER smexrer « 
78 Bowery, New York City REFINER 

















FOR EXCELLENT SERVICE 


gle cJevel ® 


The flame is adjusted = a touch; you can r S 
have a sharp needle-shaped flame, hot "enough to % 
weld platinum, or instantly change to a big soft we 


_ Torches 


brush for annealing, tempering, soldering, etc. 
Circular 733 tells all about it. 


Hoke, Inc., 122 Fifth Ave., New York City] | 




















AN INTRODUCTION TC 


APPLIED OPTICS 


Two volumes by L. C. Martin, Assistant Professor 
in Technical Optics, Imperial College of Science 
and Technology, London, Eng. 


PRICE $6.00 EACH VOLUME 


THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St. New York 
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ATCH OIL.—I have lately been having trouble 
with watch oil used on pivots running in unjeweled 
bearings. Soon after application the oil turns green and 
thickens. ‘The same oil stands up well in jeweled bear- 


ings. What does this indicate as to the quality of this 
oil? (Question No. 4938.) P. R. S. 


Answer—Y our experience with this oil indicates that 
it has more or less acid in it. This is not necessarily 
blameable on the maker of the oil, although carelessly 
made oil does often have the fault of acidity. But some- 
times cleaning solutions improperly made leave an acid 
deposit in the pivot holes. Or good oil carelessly kept 
and handled on the bench may become contaminated. 
We suggest that you start with fresh oil, keep it clean, 
‘and check up on your cleaning solution. 


LD WATCH MOVEMENT.—I have an old 

watch movement engraved “Caleb Wheaton, Provi- 
dence.” It doesn’t have a pallet fork, nor is it what I 
call a saw-tooth escapement watch. It has what I would 
term a spider-tooth escapement. It is the only one I have 
ever seen like it, and I am a watchmaker who has handled 
and repaired all kinds of timepieces for twenty years. 
Kindly give me some idea of the value of this watch. 


(Question No. 4939.) G. H. 


Answer—Your description of the watch is not at all 
clear, but it seems to indicate a watch with Verge escape- 
ment. Caleb Wheaton was in business in Providence, 
R. I., between 1785 and 1820. It is unlikely, however, 
that Wheaton made this watch. The watch is more likely 
to be one that he imported from England and sold with 
his name on it. But if you would send us a more detailed 
description of the piece, and include description of the 
case and any marks that are stamped on it, or send good 
clear photographs of movement and case, we could per- 
haps tell you more about its origin. We should have 
more information about the watch in order to tell whether 
it would be of interest and value from the collectors’ 
viewpoint. 
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WORKSHOP NOES ¢ QUERIES. 


ECHNICAL SCHOOLS.—Where could one go to 
learn jewelry engraving and diamond setting, prefer- 
ably in the east, and at the same time earn enough to 


pay expenses, by working at the trade? (Question No. 
4940.) To 


Answer—tThe schools wherein one could learn en- 
graving and diamond setting are: Elgin Watchmakers’ 
College, Elgin, Ill.; Bradley Polytechnic Institute, 
Peoria, Ill., and Bowman Technical School, Lancaster, 
Pa. We suggest writing to each of these schools for in- 
formation about courses offered, and about the possibility. 
of securing employment outside of school hours, to help 
pay school and living expenses. 


LEANING SOLUTION.—I would like to know 
how to make a good jewelry-cleaning solution; also, 
what is the best method and materials for gold-soldering 
rings, in resizing and repairing? (Question No. 4941.) 
HH. ae 
Answer—One of the most used jewelry washing solu- 
tions is made as follows: 
Into 1 quart of water, put 2 ounces of lump borax, 
1 ounce washing soda, and 1 ounce castile soap cut into 
fine shavings; boil these together until dissolved. The 
proportions in this are meant to be weighed with the 
“Troy” weights used by jewelers for precious metals; 
this for cenvenience, as every shop has scales with Troy 
weights. After partly cooling the liquid, pour it into a 
jug or other vessel of one gallon capacity. Now add 5 
fluid ounces of aqua ammonia; stir or shake to mix well, 
and add further enough water to fill up the jug, making 
a total of one gallon of solution. Keep the jug corked; 
and in using the wash, pour enough over the work just to 
cover it, in an enameled cup or pan; bring to a boil ; scrub 
the work with a brush; rinse in either very hot water, or 
in cold water followed by a dip in denatured alcohol; 
dry in clean sawdust. 
The best material to use for gold soldering is one of 
the established good brands of solder; and for flux, the 
old fashioned borax and water has no superior. Rub the 








lump of borax on a slate with water, until the borax- 
water becomes about as thick as cream. File the joint to 
be soldered so that the fit is as close as can be made, and 
have the surfaces clean. Apply borax wherever you want 
the solder to flow to; lay small bits of solder in the flux; 
heat the work first, before heat is allowed to strike di- 
rectly on the solder; then the solder will be melted by 
the heated metal of the ring, and will flow easily to where 
it is needed, in the joint, instead of “balling up” at other 
places. 


H.1.A. Grants Certificates to 
Watchmakers 
Wasuincton, D. C., May 10—The Examining 
Board of the Horological Institute of America met in 
this city on May 6 and granted certificates to the follow- 
ing watchmakers: - 


CERTIFIED WATCHMAKER 
NAME EMPLOYED BY ADDRESS 


Paul T. Hinman Guy W. Settle Tulsa, Okla. 
Moody Bane Shaw Student at Bowman School Lancaster, Pa. 
Robert E. Stevens tudent at Bowman School Salamanca, N. 


Junror WATCHMAKER 


William W. Duncklee Self Lowell, Mass. 
ames C. Grant Self Milledgeville, Ga. 
amuel Powell Hamilton State Rehabilitation Student Maricopa, Calif. 

Dale E. Lester A. Munson Cozad, Nebr. 

Amzy Lockwood Student at Bowman School Lancaster, Pa. 


G. A. Sellgren 
The following are samples of questions asked in the 
examinations: 


Student at Bradley Institute Peoria, IIl. 


JUNIOR WATCHMAKER 


1. In an 18,000 beat train what fraction of a second 
does the second hand advance with each beat of the escape 
wheel ? 

2. What temper do you draw stem wind wheels to? 

3. Name the various escapements that have been in 

. common use for the past twenty-five years. 


CERTIFIED WATCHMAKER 


1. What time of day would it be when a ship or marine 
clock strikes eight bells, five bells, or one bell? 

2. If a pivot hole is worn too large in a clock plate, 
how would you put in a bushing? 

3. How would you take an American clock movement 
down to clean it? How would you clean the mainspring? 


Making Sales Climb With the Mercury 
(From page 33) 
the customer returns in order to get the article.” 

The store recently displayed in a window silver bullion 
and silver dollars. Then Mr. Hickey advertised that 
every purchaser during the week who wished, could get 
one silver dollar among his change. The response was 
more than gratifying. But let Mr. Hickey tell it: 

“T thought the tieup of the display and change would 
be werthwhile and arranged with my bank to get me a 
few hundred silver dollars. It soon became known that 
we were giving a silver dollar with change to those who 
wished it and many came here to buy. Several said they 
hadn’t seen the ‘cartwheels’ in years; others said they 
would save the dollar as a souvenir and still others as- 
serted they would give them to their children who had 
never seen a ‘cartwheel.’ That display increased our 
business for the week and tieing it up with a dollar in 
change, is what I mean by having a sense of news.” 





Some of his advertisements are reproduced on page 33, 
The letters W. J. Z. (W. J. Zimmer) suggested to Mr, 
Hickey the use of “Ad-Itorially Broadcasting.” The 
idea was carried out in a number of advertisements. 


Selection and Arrangement of Window 
Merchandise 
(From page 37) 
freedom in the arrangement of objects. The connecting 
“arm” between the two groups of objects may be imagined 
or, preferably, may be formed by a connecting line of mer- 
chandise which directs the eye from one group to another, 

Various lines of composition convey definite meanings 
to the merchandise. A perpendicular line denotes dignity ; 
a horizontal expresses repose; a slant line conveys sudden 
movement, and a curved line, graceful movement. Definite 
lines of composition are psychologically stimulating to your 
window-shopping public. 

The use of elevations is vital to the correct composition 
of your window, as they raise merchandise to the eye-level 
of the public. Elevations should be adequate, but should 
never do more than elevate. Your merchandise is what 
you are selling, and your elevations should serve only as a 
support, and your “eye-catching” backgrounds should al- 
ways stay back. 

By utilizing scientifically proven principles of arrange- 
ment of merchandise and by exercising a little more taste 
in the selection of harmonious articles which will convey 
a single, descriptive idea, your windows can depict the 
personality of your store and the true value and quality of 
your merchandise. 


Business Should Flirt With the Farmer’s Wife 

(From page 39) : 
thousand population to know that but 35 per cent of the 
purchases made in their stores are from families who live 
right in town. The facts are that 65 per cent of the pur- 
chases are from farm homes outside of town. 

It should also make these same jewelers happy to know 
in this small town and rural area business increased 22 
per cent in 1934 over 1933—and that thus far this year 
the average increase per month for the first quarter is 15 
per cent over 1934 (Department of Commerce figures). 

Business is never “bad” everywhere at the same time— 
nor is it “good” everywhere at once. For instance, the 
Coast did not “feel” the depression until 12 months of it 
had worried the Atlantic Coast States, and by the same 
token the East was the earliest to feel it lift. 

At this writing the section of the country in which the 
trend is predominantly “up” is the 18 States bounded on 
the west by Arizona, Utah and Wyoming; the north by 
South Dakota, Minnesota and Wisconsin; on the east by 
Alabama, Louisiana, Texas and New Mexico. 

Other sections’ gains have shown in Maryland, Vir- 
ginia, Maine, Massachusetts, Rhode Island and Vermont. 

Jewelers in these twenty-four States listed, represent- 
ing half the country, should now be releasing consistent 
campaigns for spring and summer business—literally mak- 
ing hay while the sun shines. 
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Sr. Louis, April 29.—The first annual convention ct 
the United Horological Association of America was held 
in this city April 25, 26 and 27. The new officers elected 
were Frank Foegler, president, Cincinnati, Ohio ; Thomas 
J. Fagan, vice-president, Boston, Mass.; Elmer B. 
Schneider, treasurer, Toledo, Ohio; Orville R. Hagans, 
executive secretary, Denver, Colorado. The executive 
board is as follows: H. E. Anderson, Portland, Ore., one 
year; H. W. Schaefer, Indianapolis, Ind., one year; 
Richard R. Meisner, Racine, Wis., two years; A. R. 


Frank Foegler, chosen 
president of the 
United Horological 

Association of 
America. 








Raphael, New Haven, Conn., two years; Ernst Wet- 
teroth, Kansas City, Mo., three years; Ray C. Bauer, 
Miami, Fla., three years. 

Included in the important business was the adoption of 
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United Horological Association of America 
Meets at St. Louis 


Officers Selected and Other Important Business Transacted at First Annual 
Convention—Interesting Addresses and Exhibits 


Group photograph of the delegates to the first annual convention of the United Horological Association of America. 


by-laws. President Foegler appointed a committee to 
study the subject of State legislation in the interest of 
horologists. 

Among those who gave talks were: Professor W. H. 
Samelius of the Elgin Watchmaking College; Dr. George 
J. Wild, Dean of the Bradley Horological Institute ; O. J. 
Ponpeney in charge of Time Service; Fred Lund of Chi- 
cago; Frank A. Tinker, representing the Ball Co., Chi- 
cago; W. E. Donnelly, Superintendent of Time Service of 
the B & O Railroad, and Vice-president of the H. I. A.; 
E. Bagge of the Waltham Watch Co., and Howard 
Schaeffer, vice-president of the Elgin National Watch Co. 

The Time Hall exhibit created much interest. It was 
in charge of Thomas J. Fagan, National Vice-president of 
Boston. Henry Ford sent an elaborate display of ancient 
timepieces. Other exhibits included: the Elgin National 
Watch Co., the Hamilton Watch Co., a beautiful display 
of Juregéns timepieces from the collection of Major Paul 
M. Chamberlain; Bradley Polytechnic Institute, J. I. 
Hansen of Denver, and the Bowman Technical School. 

The trustees are elected from each state, and this board 
will be fully announced at a later date. Those who hold 
office on this board at this time are: John K. S. Mills, 
Boston, Mass.; Jack Hughes, Dayton, Ohio; A. J. Brad- 
ley, La Junta, Colo.; Walter I. Betts, Kansas City, Mo. ; 
Roy Utter, Greeley, Colo.; H. Sabro, Portland, Ore.; 
S. H. Shaw, Louisville, Ky.; Geleas Paquette, Buffalo, 
N. Y.; C. P. Martin, El Paso, Tex.; T. R. Ritter, 
Tampa, Fla.; George Niesslein, Pittsburgh, Pa., and 
H. S. Cabugao, Philippine Islands. 

The 1936 Convention will be held in Cincinnati, Ohio. 
The convention came to a close with a banquet. 

The Paulson Time Micrometer was exhibited and 
demonstrated at the convention and attracted much in- 
terest on the part of all who saw it. 














Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 


Aibveatising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
ef the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In ads, 
eriginal letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 


Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 





CERTIFIED WATCHMAKER, thoroughly 
competent; Bowman graduate; age 30. 
Address “R., 2929,” care Jewelers’ Cir- 
cular-Keystone. 





STENOGRAPHERS, BOOKKEEPERS, 
— clerks SS a charge. 
1392, New York. cinco 





Ware 
capable 
moderate sal 


care Jewelers’ ircular-Keystone. 


WATCHMAKER desires permanent posi- 
tion; hard worker; best references; 
South preferred ; salary $15 per week. 
Address “B., 2827,” care Jewelers’ Cir- 
cular-Keystone. 





WATCH AND CLOCKMAKER, 35 years’ 
experience in repairing all makes of 
watches and clocks; can give estimates 
on repairs. Address “D., 2990,” care 
Jewelers’ Circular-Keystone. 





PRACTICAL WATCHMAKER would like 
a permanent position; married; 2 
years at bench; salary, $30 per week. 
toe * D. Abel, 2424 Forrest St., Eas- 
ton, Pa. 





DIAL LAPPER AND POLISHER, all 
around man; expert on raised letter 
dials; capable of taking charge. Ad- 
dress “G., 2908,” care Jewelers’ Circu- 
lar-Keystone. 





WATCHMAKER DESIRES POSITION ; 
age 22; four years’ experience; has 
complete set of tools; will go anywhere ; 
references. Address Clyde Simpson, 
East Spencer, N. C. 





WATCHMAKER of wide experience de- 
sires position in a first class store 
where conscientious service and ability 
is appreciated... Address Box 183, Han- 
over, N. H. 





WATCHMAKER, 18 years’ successful ex- 
perience on all kinds, especially wrist 
watches; good engraver; best refer- 
ences. Address “O., 2915,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, JEWELER, engraver 
and stone setter; Florida preferred ; 15 
years’ experience; married, age 31; 
employed at present. M. A. Keenze, 
130 8rd St., Baton Rouge, La. 





BOOKKEEPER, young lady capable tak- 
ing charge, willing worker, desires con- 
nection with jewelry or diamond house: 
excellent references. Address “J., 2943,” 
eare Jewelers’ Circular-Keystone. 





WATCHMAKER, jewelry repairer, youn 
man, eight years’ experience on a 
makes of watches; good reference; 
South preferred. Address “G., 2941,” 
eare Jewelers’ Circular-Keystone. 





DIAMOND SETTER on all types of rings, 
20 years’ experience with three’ well 
known concerns; first class references ; 
will go anywhere. Frank E. Lacombe, 
1634 Springfield Ave., Maplewood, N. J. 





VERSATILE SALESMAN, one who 
knows merchandise and how to sell it, 
seeks connection with reputable retail 
outfit; first class reference. Address 
“N., 2810,” care Jewelers’ Circular- 
Keystone. , 





YOUNG MAN, age 33, desires position; 
clock, watch and jewelry repairer; ex- 
perienced; good references. J. Pitlock, 
536 W. 159th St., New York. 





WATCHMAKER, honest, reliable, gilt 
edge reference, long experience, will 
work for $75 a month. Address “C., 
2933,” care Jewelers’ Circular-Keystone. 





EXPERT LETTER ENGRAVER, go00d 
watchmaker, with some knowledge of 
jewelry repairing... Address “D., 2895,” 
eare Jewelers’ Circular-Keystone. 





FIRST CLASS WATCHMAKER desires 
position: employer please state salary; 
will go anywhere. John Danikow, 
~ F. D. No. 3, Box 103, Colchester, 

onn. 





FIRST CLASS WATCHMAKER, Al 
mechanic, 20 years’ experience, desires 
position, New York or vicinity; salary 
$25. Address “B., 2971,” care Jewelers’ 
Circular-Keystone. 





YOUNG LADY, many years’ experience, 
thoroughly familiar with every detail 
of jewelry business; Al _ references; 
New York or vicinity. Address “S., 
2989,” care Jewelers’ Circular-Key- 
stone. 





YOUNG LADY, ten years’ experience with 
platinum and gold jewelry manufac- 
turers, thorough knowledge of factory 
and sales office in all its details; excel- 
lent references. Address “Y., 2822,” 
care Jewelers’ Circular-Keystone. 





YOUNG MAN of good appearance, wishes 
_ position as watchmaker, light jewelry 
salesman ; 
Address 
Circular- 


and plain engraver; good 
best of references furnished. 
“H, 2942,” care Jewelers’ 
Keystone. 





BOOKKEEPER-TYPIST, young woman, 
10 years’ varied experience in jewelry 
line, capable of taking full charge, 
manufacturing jewelers; excellent ref- 
erences. 850 East 161 St., apt. 5D, 


YOUNG LADY, pleasing personality, with 
retail jewelry selling experience, goog 
references, wants’ permanent position 
as clerk and window trimmer. Crystaj 
pean, 419 Alles St., DesPlaineg, 





WATCHMAKER, 37, desires position; 17 
years’ experience on all grades of 
watches and clocks; can furnish begt 
of references; will go anywhere. Ag. 
dress “F., 2940,” care Jewelers’ Circy. 
lar-Keystone. 





CAPABLE RETAIL SALESMAN, repair 
jeweler, can assist with watch repair. 
ing; 17 years’ experience; excellent 
record; now employed, desires change, 
Address “E., 2935,” care Jewelers’ 
Circular-Keystone. 





—.. 


DIAMOND SETTER, EMPLOYER for 
past 16 years, experienced in all branches 
of setting, desires position with manu- 
facturing jeweler or other concern. Ad. 
dress “L., 3007,’ care Jewelers’ Cir. 
cular-Keystone. 





MANAGER, 38, desires position any- 
where; 20 years’ experience wholesale 
and retail, New York credit experience; 
thoroughly acquainted market prices; Ai 
credentials. ddress “K., 3006,’’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, 25 years’ bench experi- 
ence, best reference, honest, reliable, 
will take position on commission basis 
or part time; New York or Brooklyn 
only. Address ‘B., 2932,” care 
Jewelers’ Circular-Keystone. 





BOOKKEEPER-STENOGRAPHER, 10 
years’ experience, thoroughly familiar 
with jewelry line, complete charge of 
office and all details; excellent refer- 
ences. Address “P., 2924,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, having long acquaintance 
with department store buyers, retail 
jewelers, Middle West territory, would 
like to connect with a manufacturer. 
Address ‘‘Reliable, 2923,’’ care Jewelers’ 
Circular-Keystone. 





YOUNG MAN, 24 years of age, college 
graduate, desires position as watch- 
maker, jeweler and engraver; will com- 
plete course at Bradley, July 15th. Ad- 
dress E. VanHaaften, care Bradley 
Horological, Peoria, Ill. 





YOUNG MAN, age 30, married, has 15 
years’ experience in selling jewelry (re- 
tail), and as Pawnbroker’s clerk; un- 
questionable reference; desires position 
New York or vicinity. Address “P.. 
2917,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, 18 years’ experience, 
railroad, baguette, Swiss watches, light 
jewelry, clock repairing, sales ability, 
estimator ; permanent ; references; 
married, age 35. Earl Kirmse, 1626 
Central, Dubuque, Iowa. 





COMPETENT watchmaker-engraver; ex- 
perience with first class trade; age 26; 
good references as to ability and char- 
acter; desires position with good estab- 
lishment anywhere. Address “N., 2913,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, certified, 10 years’ ex- 
perience, store and bench; Catholic, 
married ; own tools; light jewelry work; 
steady job; age 26; South or Middle 
West; photo on request. Address “W., 
2959,” care Jewelers’ Circular-Keystone. 





WHO HAS A POSITION to offer a mar- 
ried man with managerial and sales 
experience in cash and credit stores, 
also department stores; finest creden- 
tials, honesty, ability and integrity? 
Address “S., 2709,” care Jewelers’ Cir- 
cular-Keystone. 








BOOKKEEPER, STENOGRAPHER, 
young lady with executive ability, to 
take charge of office; thoroughly ex- 
perienced in diamond jewelry line; ex- 
cellent references. Telephone Bryant 
9-5841, or address Room 1604, 64 W. 
48th St., New York. 





Bronx, N. Y. 
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SITUATIONS WANTED—Continued 





MANUFACTURING JEWELER and 
setter; experienced making platinum 
jewelry from designing through finish- 
ing; unquestionable character and 
ability ; references ; have own tools. Ad- 

dress “A., 2969,” care Jewelers’ Circu- 

lar-Keystone. 





STERLING SILVERSMITH with 22 
years’ continuous employment in all 
phases of manufacturing, including 
model making and novelties, is desirous 
of making a change; 15 years with 
resent firm. Address “R., 2988,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, 30, Bradley trained, 
HIA certificate, wishes position in 
South Seas or Central America or 
Southern States; reference; now em- 
ployed; seven years’ experience. Ad- 
dress “X., 2960,” care Jewelers’ Circu- 
lar-Keystone. 





MAN with 22 years’ experience, formerly 
with large New York jewelry manufac- 
turer and watch importer, desires posi- 
tion; thorough knowledge of factory 
routine, gold office work and Swiss 
watch business. Address “A., 2931,” 
care Jewelers’ Circular-Keystone. 





COMPETENT WATCHMAKER, good en- 
graver, Al salesman, excellent window 
trimmer, 17 years’ retail. experience, 10 
years as manager; age 35, single, neat 
appearance; best references as to char- 
acter, honesty and ability. Address “F., 
2903,” care Jewelers’ Circular-Keystone. 





WATCHMAKER (Swiss-American), ex- 
pert, age first class mechanic, 
specializes in small work, wishes steady 
position to take full charge of watch 
repair department in high class retail 
store, preferably in South or Southeast; 
excellent references. Address “H., 2901,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER of exceptional ability on 
baguettes, timers, etc., desires position 
with responsible firm; repair depart- 
ment head, salesman and plain en- 
graver; neat appearance, age 31; 14 
years with high class stores; references 
from same; Central States. Address 
“F., 2979,” care Jewelers’ Circular- 
Keystone. 





YOUNG LADY, bookkeeper, desires posi- 
tion; 15 years’ experience wholesale 
and retail jewelry business, understands 
trade from every angle, also take care 
special order work, repairs, stock rec- 
ords, wait on retail or wholesale trade; 
can furnish Al _ references. Address 
aoe 3004,” care Jewelers’ Circular-Key- 
stone. 





MANAGER, CREDIT STORD, 18 years’ 
experience retail jewelry industry, ex- 
tending to every possible phase of retail 
credit business, embracing _ selling, 
supervision of credits and collections, 
writing newspaper displays as well as 
creating new sales ideas, trimming ef- 
fective window displays and purchas- 
ing fine references. Address “N., 
2694,” care Jewelers’ Circular-Keystone. 





SALESMAN, many years’ experience in 
the better retail stores, 11 years as 
manager and buyer in watch depart- 
ment of Cincinnati’s largest jewelry 
store, experienced in buying and selling 
in all departments including diamonds ; 
expert card writer; will be available 
after June Ist. Address J. E. Johnson, 
a Broadview Drive, Cincinnati, 

io. 





WATCHMAKER, JEWELER, engraver, 
diamond setter, high class combination 
workman capable producing close tim- 
ing on high grade work and accurate 
workmanship on small bracelet watches ; 
repair all types of clocks; neat appear- 
ance, clean habits; accustomed to meet- 
ing the best class trade; thoroughly 
capable assuming responsibility; age 
38, married; complete equipment. _ Ad- 
dress “P., 2928,” care Jewelers’ Circu- 
lar-Keystone. 


Lines Wanted. 


Minimum charge (25 wards) $1.50 
Additional words, 5 cents a word 





PERSONAL FOLLOWING, acquaintance 
of 30 years over entire South; will con- 
sider any good line. R. J. Taylor, care 
Daniel Curran, Jewelers’ Building, Bos- 
ton, Mass. 








SALESMAN, carrying own line of dia- 
mond rings, desires one non-conflicting 
line on commission basis; covering 
medium size towns South and West. 
Address “R., 2953,” care Jewelers’ 
Circular-Keystone. 





SALESMAN, with established following 
amongst retail jewelers in eight Middle 
Western States, desires connection with 
reliable concern; territory regularly 
covered for past 12 years. Address “P., 
2916,” care Jewelers’ Circular-Keystone. 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SALESMAN, with established trade, to 
sell several popular items as side line. 
The Claud R. Robins Co., Harrisburg, 
Pa. 





WANTED, CHICAGO SALESMAN with 
following amongst jobbers and mail 
order houses, for popularly priced gold 
ring line as side line. Address “V., 
2958,” care Jewelers’ Circular-Keystone. 





SALESMAN calling on jewelers, gift 
shops, department stores, to bead 
costume jewelry as side line; refer- 
ences; state territory covered. N. E. 
Johns, 9 W. 4th St., Cincinnati, Ohio. 





SALESMAN WANTED for the Pacific 
Coast to carry as a side line manufac- 
turers’ platinum mountings and semi- 
mounted rings. Address “E., 2992,’’ care 
Jewelers’ Circular-Keystone. 





SIDE LINE SALESMAN, calling on re- 
tail jewelers and department stores in 
Michigan and Ohio, to handle line of 
sterling and hand painted jewelry; 
commission basis; resident of either 
state preferred. Box 74, Melrose High- 
lands, Mass. 





SALESMAN, to carry line of genuine 
ivory jewelry and miniatures, made 
by master artists; most natural 
flower and animal reproductions; 
popular priced assortment; commis- 
sion basis. Address “‘A., 2994,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, California and surrounding 
territory, finest assortment of English 
straps for department stores and 
jewelers; money-maker for right man 
and good commissions; compact sam- 
ples. Address “E., 2899,” care Jewelers’ 
Circular-Keystone. 





SALESMAN, located in Chicago to cover 
retail trade in Middle West with a 
general line of popular priced 10K and 
14K jewelry, including rings; commis- 
sion basis; give full particulars in first 
letter, with names of lines now han- 
dled. Address “O., 3009,” care Jewel- 
ers’ Circular-Keystone. 








SALESMEN calling on retailers, depart- 
ment stores, to carry side line popular 
fae filed and plated watch bracelets, 
eather straps; several territories open; 
most attractive commission arrange- 
ment; state age, territory, lines now 
carried. Address ‘‘M., 3008,”’ care Jewel- 
ers’ Circular-Keystone. 





SALESMAN WITH FOLLOWING, de- 
partment stores, jewelry and luggage 
shops for Chicago and surrounding ter- 
ritories to carry an attractive line of 
popular-priced American-made clocks; 
state age and lines carried at, present. 
Address “H., 2909,” care Jewelers’ 
Circular-Keystone. 





SIDE LINE SALESMEN, New York 
State including Greater New York City; 
also man covering part Maryland, en- 
tire Virginia, North and South Caro- 
lina, part Florida, entire Alabama, by 
manufacturer sterling silver belt buck- 
les, leather belts. ox 1473, Cincin- 
nati, Ohio. 





EXPERIENCED SALESMEN for an out- 
tches in vari 


and competitively priced, and merchan- 
dising aid for the jeweler, including 
displays, newspaper advertising cam- 
paigns, and other helps are available; 
only experienced men with established 
trade who already have one or more 
other lines are wanted. Address “B., 
2870,” care Jewelers’ Circular-Keystone. 





IMPORTER’S LINE of mounted diamond 
rings of outstanding 4d osely 
priced and with attractive 
advertising material is a 
men with established trade in various 
parts of the United States; only men 
with established territories who al- 
ready have one or two other lines and 
who are prepared to ely pro- 
mote the sale of an outstand line 
will be considered. Address “H., 2856,” 
care Jewelers’ Circular-Keystone. 


Belp Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, apprentice watchmaker, in 
Pittsburgh; excellent opportunity for 
advancement. Address “J., 2910,” care 
Jewelers’ Circular-Keystone. 





EXPERIENCED Swiss watch salesmen 
wanted to cover New York City, New 
England States and Middle West. Ace 
von" Corporation, 80 Nassau St., New 

ork. 





MANAGER. AND SALESMAN for lead- 
ing store in town of 25,000, by cus- 
tomer of ours. The Claud R. Robins 
Co., Wholesale Jewelers, Harrisburg, 

a. 





MANAGER, established installment 
jewelry store, Bronx, New York; 
wonderful opportunity; will sell small 
interest. Address “T., 2955,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER AND OPTOMETRIST; 
one of the best positions available; do 
not reply unless fully capable in both. 
Nelson Jewelry Co., 408 Riverside Ave., 
Spokane, Wash. é 





WANTED, combination watchmaker and 
optometrist, all-around store man; 
send references, age, experience, salary 
expected. Norton’s Jewelry Store, Win- 
chester, Tenn. 





(Continued on page 90) 
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Special Notices 


(Continued from page 89) 





HELP WANTED—Continued 








JEWELER, platinum and gold rings. 
capable making original designs and 
samples: state full particulars and ref- 
erences in letter or interview will not 
be granted. Address “O., 2950,” care 
Jewelers’ Circular-Keystone. 





OPPORTUNITY for exnerienced salesman 
for large wholesale company who 
carried general line of watches, clocks, 
silverware, jewelry, etc., leading makes. 
The Claud R. Robins Co., Robins Build- 
ing, Harrisburg, Pa. 





SALESMAN, Pacific. Coast representative, 
for ring manufacturer; state full de- 
tails including what trade called on, 
territory covered, what lines you repre- 
sent. Address ‘“M., 2949,” care 
Jewelers’ Circular-Keystone. 





SALESMAN WANTED to cover New 
York City and complete Eastern terri- 
tory, with line of watch bracelets and 
attachments for the iewelrv jobbers: 
state experience. Address “A., 2883,” 
care Jewelers’ Circular-Keystone. 





WANTED, crew manager for house to 
house gold buying: must be thoroughly 
experienced in canvass managing, must 
have sedan car and be able to leave 
town: $300 security required. 343 15th 
St., N.W., Canton, Ohio. 





LEARN MASTER WATCHMAKING as 
practised in the finer shops; write 
for our Big Free Book and learn 
how you can get this master train- 
ing. Chicago School of Watchmak- 
ing, 641 Ashland Block, Chicago, II. 





AN UNUSUAL OPPORTUNITY for 
young man with selling ability to call 
on trade, wanted by well established 
semi-precious jewelry and novelty 
house; state age, salary, experience. 
Address “P., 3010,” care Jewelers’ 
Circular-Keystone. 





OPENING for a _ conscientious, experi- 
enced and ambitious man for an old 
but progressive jewelry store; con- 
servative credit selling knowledge 
valuable, but not necessary. Busch & 

—_ 57 Springfield Ave., Newark, 





TO SELL Paulson Time Micrometers 
that give 24 hour rating in one minute’s 
time; a boon to the trade; opening in 
New York, Texas and Southwest terri- 
tory; commission proposition. Write 
Henry Paulson & Co., 37 S. Wabash 
Ave., Chicago, IIl. 





GIRL with experience sorting diamonds; 
one who can lay out melee for wedding 
rings, etc.; must have had experience 
in this work; steady employment and 
pleasant working conditions. Goodman 
= Ege : W. Washington St., Indianap- 
olis, Ind. 





EXPERIENCED wholesale jewelry sales- 
men with established and active trade 
wanted by one of leading concerns in 
the business; men capable of selling 
specialties and putting across specialty 
propositions are especially desired. Ad- 
dress “E., 2977,” care Jewelers’ Circu- 
lar-Keystone. 


SALESMAN traveling South Central 
States, direct delivery, line bands, 
watch materials, optical goods, cases, 
English straps, lowest prices, big com- 
missions, can be used in conjunction 
with other lines; state data in letter. 
H. Segal, Importer, 93 Nassau St., 
New York. 





SALESMAN for New York City and sur- 
rounding territory to represent ring 
manufacturer; state full particulars in 
letter including what territory covered, 
trade called on and references; other- 
wise interview will not -be granted. 
Address “K., 2948,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN WANTED for Metropolitan 
area and Eastern States to represent 
manufacturer of high grade sterling 
silver real stone rings to department 
and jewelry stores; commission basis; 
state complete details and references 
in first letter. Address “P., 2952,” care 
Jewelers’ Crcular-Keystone. 





SALESMAN with a non-conficting line to 
represent a manufacturer of ladies’ and 
men’s mountings, wedding rings, etc. ; 
a very fast selling line; wonderful op- 
portunity for the Southern States; will 
pay some advance commission; state 
experience in States best known. Ad- 
dress “M., 2985,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMEN for Pacific Coast, South Mid- 
dle West, New York, New England 
States to represent high class toilet sets, 
compacts, cigarette cases; must have 
following with high class jewelers and 
department stores; commission basis 
only; state references and full particu- 
lars. Address “F., 2993,” care Jewelers’ 
Circular-Keystone. 





SALESMEN ; manufacturer of high grade 
line of platinum and white gold dia- 
mond rings and ring mountings, has 
opening for experienced traveling men 
with following amongst retail jewelers, 
Denver and West, and one for the New 
England and Southern States territory ; 
state full particulars in first letter. 
Address “B., 2999,” care Jewelers’ Cir- 
cular-Keystone. 





TRAVELING SALESMEN "WANTED, 
one with established trade through the 
States of Kansas, Missouri, Nebraska 
and the other through the States of 
Pennsylvania and New Jersey calling 
on the retail jewelry trade, by estab- 
lished manufacturing concern; give 
full particulars in first letter. Address 
“A, 2998," care Jewelers’ Circular- 
Keystone. 








COMBINATION MAN WANTED; fine 
watchmaker accustomed to close tim- 
ing and small watches; good engraver, 
stone setter, clock repairer; if you are 
really a finished workman whose work 
does not have to be inspected or cor- 
rected, and will stand out, we have 
good position; reply with full details, 
references and sample engraving; state 
salary. Address “M., 2912,” care 
Jewelers’ Circular-Keystone. 








For Sale. 


Stores, Stocks and Businesses 
Minimam charge (25 words) $1.50 
Additional words, 5 cents a word 








FOR SALE, jewelry store fixtures, stock 
and tools. Address “New York, 2918,” 
care Jewelers’ Circular-Keystone. 








FOR SALE, fine aged store in Northern 
Illinois at sacrifice price; owner in fajj. 
ing health. Address “B., 2995,” care 
Jewelers’ Circular-Keystone. 





———..., 


WELL ESTABLISHED jewelry store in 
manufacturing town of 8 ; good 
money-maker; priced right for quick 
sale. C. L. Fuller, Ionia, Mich. 








MODERN JEWELRY STORE, best loca- 
tion, fine display window, progressive 
New Hampshire. town; can _ reduce 
stock to suit. Address “L.E.P.,” 120 
Warren St., Concord, N. H. 








JEWELRY AND MUSIC STORE in busy 
section; sell with or without stock: 
reason for selling, on account of 
health. A Snyder, 317 E. Tuscarawas 
St., Canton, Ohio. 





JEWELRY STORE FOR SALE, with or 
without stock; good home and traffic 
location; low rental; three year lease. 
135 E. 34th St., corner Lexington Ave., 
New York. 





RETAIL JEWELRY STORE established 
45 years in the heart of New York 
City; owner wishes to retire; will sell 
for cash only. Address “P., 2987,” care 
Jewelers’ Circular-Keystone. 





REPAIR DEPARTMENT in old estab- 
lished jewelry and music store, County 
seat in best part Iowa; $500 buys, $600 
with tools; entering optical business. 
Norman Kunath, Eldora, Iowa. 





WELL ESTABLISHED jewelry store, 
low rental, wealthy clientele, good pay- 
ing business, with or without stock; 
good reason for selling. George Raines, 
1194 Madison Ave., New York. 





JEWELRY STORE, excellent location, 
low rental, 45 minutes from 42nd 
Street, New York; two beautiful win- 
dows; reason for selling, two stores; 
anew. 100 Main St., Hackensack, 





JEWELRY STORE, established 14 years, 
repair work pays all expenses; new 
modern fixtures; can reduce stock ; liv- 
ing quarters; retiring on account of 
health. M. Kukkonen, 31-12 Broadway, 
Long Island City, N. Y. 





WELL ESTABLISHED jewelry and opti- 
cal store in Indiana; modern solid ma- 
hogany fixtures; with or without stock ; 
good opportunity for optometrist and 
jeweler. Address “B., 2884,” care Jewel- 

ers’ Circular-Keystone. 








JEWELRY STOCK AND FIXTURES in 
South Carolina; invoice $1,305; $600 
takes it provided it is moved out of 
town; copy invoice and details sent on 
request. Address “Optometrist, 2897,” 
care Jewelers’ Circular-Keystone. 





FOR SALE, one of the finest jewelry 
stores in Kansas City, Mo.; well estab- 
lished; a very fine stock, solid walnut 
fixtures; invoice market price $10,000; 
will sacrifice for cash; going in the ex- 
clusive optical business. John Medni- 
kow, 1233 Walnut St. 





EXCELLENT for watchmaker and op- 
tometrist; only jewelry and _ optical 
store in town of 8,000; established 15 
years, near Philadelphia, Pa.; stock 
and fixtures, $4,500; can reduce stock. 
Address “O., 2984,’’ care Jewelers’ Cir- 
cular-Keystone. 
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FOR SALE—Continued 











—— 


EWELRY STORE in Western town of 

J E0,000 : ideal buy for man needing 
healthful climatic conditions, yet wish- 
ing to remain active; latest fixtures, 
clean stock; consider reasonable offer. 
Address “D., 2876,” care Jewelers’ 
Circular-Keystone. 








FOR SALE, a _ weil established jewelry 
and optical business in a busy mill 
town in Connecticut; successfully con- 
ducted for the past 20 years; being sold 
to settle estate; no competition. Ad- 
dress “G., 2980,” care Jewelers’ Circu- 
lar-Keystone. 








JEWELRY BUSINESS with a clean, well 
bought and kept stock; genuine mate- 
rial stocked in a Rosbery cabinet; fix- 
tures almost new walnut; in the center 
of mining and lumbering district; well 
established; excellent opportunity for 
man with optical experience; $5,000 
cash. John C. Kelly, Prince George, 
B. C., Canada. 





—_—— 


PROFITABLE INVESTMENT for watch- 
maker-optometrist to acquire a jewelry 
store in a. thriving County seat with 
6000 population, in the T. V. A. region 
of Tenn.; C. C. Camps now under con- 
struction to accommodate several thou- 
sand workers; permanent, total war 
time disability causes retirement. Ad- 
dress Spanish War Veteran, Athens, 
Tenn. 





FOR SALE, the entire equipment of the 
“Watch Shop” including bench and 
tools, plus material, etc., as follows: 
one G. S. crystal cabinet; one, main- 
spring cabinet, both Swiss and American 
springs; one, round glass crystal cabi- 
net; one, round and fancy crystal cabi- 
net, unbreakable, and a variety of clock 
and watch material. Harvey Tennant, 
Galion, Ohio. 








For Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








50 BROKEN-UP MOVEMENTS, Ameri- 
can and Swiss, to be used for material, 
for $5. B. Lowe, Wolverine Hotel, De- 
troit, Mich, 





SPARKLING self cleaning solution for 
diamonds and jewelry, 300 bottles, 
regularly sold at $2 each; sell lot cheap. 
J. Arnold, 9 Maiden Lane, New York. 





NEW WALL CLOCK CASES, 60 and 72 
beats pendulum, also porcelain and 
metal dials for French and wall clocks. 
h bea Romaine, 96 Liberty St., New 

ork. 





POCKET SCALES for weighing silver; 
Salters Jewelers Balances, made in 
England; 100 ounce size $7; 200 ounce 
size $7.50; as a special offer this month 
we will send you a 100 ounce scale in 
exchange for 10 ounces of sterling flat- 
ware; one to a dealer. Landgraf Com- 
pany, 503 Park Ave., New York. 





OLD OR- INACTIVE FLATWARE; But- 
tercup, Kings, Louis XV, Chesterfield, 
Lily, Bridal Rose, Frontenac, Imperial 
Chrysanthemum, Lancaster, Lily of the 
Valley, Luxembourg, Norfolk, Stras- 
bourg, St. Dunstan, Olympian, Vine, 
Wave Edge, Tiffany Chrysanthemum 
and others. Landgraf Company, 503 
Park Ave., New York. 


FIXTURES FOR SALE; seven mahogany 


show cases, two wall cases, lighting 
fixtures, all modern, etc. Robert Lip- 
ae 7701 Fifth Ave., Brooklyn, 





COMPLETE MAHOGANY FIXTURES 


for jewelry store, 2500 square foot area 
or less; wall, horseshoe, floor cases, 
safes and cash register. John Booth, 
201 W. 3rd St., Alton, IIl. 





FOR SALE, Swartchild lathe complete 


with chucks, bench motor, rheostat; 
tools and materials; all new, cost $120; 
bargain, $60. Booth, 441 East Beards- 
ley, Elkhart, Ind. 





SHOP EQUIPMENT, benches, polishing 


dust collectors, presses, dies, drop ham- 
mers, rolls, furnaces, scales, safes, bot- 
tom prices; favorable terms. Leiman 
Bros., 152 Christie St., Newark, N. J., 
and 23 Walker St., New York. 





WATCHMAKER’S 


TOOLS, Webster- 
Whitcomb lathe, staking tools, bezel 
chuck, miscellaneous tools, material; 
good condition; price reasonable. Wil- 
liam Keefe, 907 Madison Ave., Eliza- 
beth, N. J. 





AMERICAN REBUILT WATCHES, com- 


plete or movements 7 to 23 jewel, 
grades standard makes; we buy your 
surplus watches; check by return mail 
same day as received; get our prices on 
rebuilts, Klar & Winterman, 2310 Elm 
St., Dallas, Texas. 





TWO BEAUTIFUL walnut wall cases, 


one Waltham regulator, jeweled move- 
ment, in hand carved walnut and ebony 
case; two “Day Lite” light fixtures; 
photograph of regulator sent on re- 
quest. Address “N. Y., 2919,” care 
Jewelers’ Circular-Keystone. 





“ZX” SHAPER, price $85; inexpensive at- 


tachments for grinding, milling, boring, 
graduating, engraving; write for de- 
tails. Manufactured since 1922 by 
Indian White Eagle Engineering & 
Machine Works, Factory foot of 18th 
St., Brooklyn, N. Y. 





FOR SALE, beautiful fixtures; a set of 


American walnut fixtures, consisting of 
five show cases, four wall cases, a 
column case and a case for lobby dis- 
play; also complete paneling and two 
window sets; going out of business. Ye 
Diamond Shoppe, 1412 Douglas St., 
Omaha, Neb. 





WE WILL SEND YOU a 10-day free 


trial one large 50c bottle W-J Crystal 
Seal; don’t pay unless you like it; this 
Crystal cement is superior to any 
cement on the market, for glass or un- 
breakable crystals; no more crystal 
troubles. N. Johnston, Orchard St., 
Sharon, Pa. 





FEW USED MOVEMENTS ; Jurgensen, 
Patek, Vacheron, Koehn, Lange, etc. ; 
some beautifully preserved, others re- 
quire repairs; also some chronographs, 
chronometers, splits, repeaters, and col- 
lectors’ pieces; descriptive list on re- 
quest. Henry Morriss, 297 Shepard 
Ave., Englewood, N. J. 








UNREDEEMED American watches: 16 


size 992-21J. Hamilton and 21J. Bunn 
Special’s in gold filled cases, $11; 16 
size, 19J. Bunn Special and Elgin’s in 
new chrome cases $8; 16 size, 17J. 
Elgin and Waltham in new cases, $5; 
12 size, 17J. Elgin and Waltham in new 
cases, $5.50; 7J. men’s strap watches, 
Elgin and Waltham, new cases and 
dials, $4.50; bargain in diamonds; write 
for our prices. icollet Watch Co., 531 
Andrus Bidg., Minneapolis, Minn. 





Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade refer- 
ences, Announcements must pass the strict 
censorship requirements of The Jewelers’ 
Circular. 





DO YOU WANT CASH for any part of 
your stock or stock ‘and fixtures? 
Write or wire S. Siegel & Co., Keith 
Theatre Bldg., Cincinnati, Ohio. 





JEWELRY POLISHER WANTED as 
partner; must be very good lapper; ref- 
erence. Address “D., 976,” care 
Jewelers’ Circular-Keystone. 





ONE-HALF OR FULL INTEREST 
offered ; active installment jewelry store, 
established several years; good loca- 
tion, Bronx, New York. Address “S., 
2956,” care Jewelers’ Circular-Keystone. 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, 37 Cornhill, 


Boston, Mass. 





WANTED TO BUY, small watch repairing 
shop, optometry, doing good business, 
Chicago, Illinois or adjoining states, or 
position with option; spot cash. Ad- 
dress “X.Z., 2961,” care Jewelers’ Cir- 
cular-Keystone. 





EDWARD R. TYLER, established jewel- 
ry auctioneer for 25 years; references 
furnished; we also supply buyers for 
retail jewelry stores; correspondence 
confidential. Address 6237 Champlain 
Ave., Chicago, Ill 





PARTNER WANTED to open jewelry 
and optical store, Metropolitan area: 
advertiser has complete set oriental 
walnut fixtures, substantial stock and 
practically new Genothalmic optical 
unit. Address “J., 3005,” care Jewel- 
ers’ Circular-Keystone. 





GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash; our direct outlet 
enables us to y you higher prices; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 





NATIONALLY KNOWN jewelry auc- 
tioneer; my method will please the 
jewele: and his customers; a successful 
sale guaranteed; also I pay the highest 
prices for stores; write me before you 
sell. Wm. N. Johnston, Orchard St., 
Sharon, Pa. 





EXPERIENCED clock and watch re- 
pairer as partner by oldest, expert 
Swiss watchmaker in Washington, 
D. C., established 1918; real opportuni- 
ty: $500 cash required; do not come 
until final arrangement is made. Ad- 
dress “A., 2922,” care Jewelers’ Circu- 
lar-Keystone. 





ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; stag and ref- 
erence of the EB order. Van 
Praag & Co., 718-720 Broadway, New 
York, established 1889. 





(Continued on page 92) 
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2 4 SPOT CASH FOR WATCHES, used MASTER REPAIRERS and rebuilderg 
Special Notices watch cases, mountings, rings, move- antique and foreign clocks, watches oan 
ments; highest prices paid; shipments associated mechanisms ; wheels, inio; 
(Continued from page 91) — intact pendin your ms gt barrels, racks, etc., made; experimen 
. Love, Wolverine Hotel, Detroit, Mich models developed and constructed; 
a clock roy ng —_— 
suspensions, taper pins als and 
BUSINESS OPPORTUNITIES—Cont. BOLEY WEBSTER-WHITCOMB 3-way finishing. Greenwich Clock and Instre, 
slide rest, also a wheel cutter for the ment Co., 2 W. 47th St., New York, 
same. Anyone having either, com- 


WE RE; . municate with Vern R. Banks, 3824-14th 
E PAY MORE; before selling Ave., Rock Island, Ill. emcee naeERRR RETR 
jewelry or fixtures, see us; small or 


large stock; we see you at our ex- 


: R OUTSIDE POST CLOCK for curb on 
—aateysnaed and give bona fide cash offer ; street, two or four faces, electric or To Exchange 


or send surplus stock and get cash manual control. Write full particulars wr 
by return mail); best references. and price to John Labash, 40 Monroe Minimum charge (25 words) $1.50 
Colmes Brothers, 11 Beacon St., St., Passaic, N. J. Additional words, 5 cents a word, 


Boston, Mass. 
CASH BY RETURN MAIL for surplus 
~ stocks, watches, diamonds, rings, FOR EVERY peat waa .g0ld-filled 
awe » eo oe —. sag any case you send us = y ~ ‘send Ra 
AID condition; postage prepaid. scars, new chrome case 0 e sam 
wa er of aoe a —- p...4 -— 373 Washington &t., No. 1004, Boston, B. Lowe, Wolverine Hotel, Detroit, Mich, 
without fixtures; AS have bought out Mass. 
and liquidated lead . ge 4 ' _— 
cerns; communicate w us withou 
b i WANTED TO BUY, small jewelry store 
peg Ky BR "syndi- doing reliable business; Chance for a FOR SALE mag Waltham, iinols, Ham move- 
cate, Frank Walker, Proprietor, 610 good watchmaker to make good living; — ize 15 noe Hamp 
Broadway, Brooklyn, N. Y. Telephone: small city or large town preferred. —_— 12 or 3/0. sise” 15 ay a, we ha 
Pulaski 6-1798. Ss en ee Jewelers’ Circu- size each 40 cents; Seriss Leevedment, 8 
y 4 size, 50 cents; ipsend check, scrap or we 
will ship C.0.D wep vs. movements: 
for one pound oe ‘sol filled scrap tro 
weight we will send a selection of 


LONDON PRECIOUS STONE firm 
wants representatives in principal yw t yw k f t half ~ Ag I will send. 12 ovenclll 
manufacturing cities to sell oriental a ch or or he satisfaction guaranteed. B. Lowe, 
precious stones, mostly star sap- Trad e. Wolverine Hotel, Detroit, Mich. 
phires, zircons, on consignment; ac- 
tive agents only with sound refer- Minimum charge (25 words) $1.50 


ences. Address “N., 2793,” care 
Seaton! Gevales X ’ ong ’ Additional words, 5 cents a word To Let 






































GUARANTEED WATCH REPAIRING at 
reasonable prices; references and price Minimum charge (25 words) $1.50 


list furnished; a trial will convince you. 
E. F. Cohn, 201 West 49th St., New York. Additional words, 5 cents a word 





GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in Ge fay F pone, wer x 
PeeDORd eee ent te atin ie; gil cor: | gmND ALL YOUR WATCH REPAIRS to | JEWELRY STORE, ten cent store, haber- 
ship your dead or surplus stock to us, the Factory P. Tieche, 95 Nassau St., dasher store, in County seat town; 
express collect, receive check by return New York, N. Y., repairs and mate- ~~ streets, good school; surrounded 
mail; no auiigetion to accept offer, if rials; quick mail service. y fine farming section. Millen Hotel 
unsatisfacto > Bs since others have Company, Millen, Ga. 


been satisfi iu wi 
Deade toferences pod pet ent | WATCH REPAIRING for the trade; 


to 

day Rod have our representative call if ee and aeeviee gemegenené ' ; 
ou ve a com og stock to close ou also ewelry  repaire \. swa 
otherwise ship mo surplus goods = Room 716, 51 Maiden Lane, New York. BENCHES for jewelers, diamond setter 
receive cash. wn He, ros., 18 Prov- and repairman; North light; every con- 
ince St., Boston, Mass. - venience ; reasonable rentals. 48 W. 

EXPERT WATCH REPAIRING for the 48th St., New York. Address “D., 2934,” 
trade; factory and jewelry store ex- care Jewelers’ Circular-Keystone. 
perience; a trial will convince. The 


——————————————————————————————— Watch ‘Hospital, 2417 N. 6th St., 


Harrisburg, Pa. 




















WINDOW SPACE including five-foot 


Wanted to Purchase. EXPERT WATCH REPAIRING, Swiss ee ot ee eee eee ae 
and American watches; quick ’ service See Sees swe pn 
Minimum charge (25 words) $1.50 for mail orders; reasonable prices. }: Shor tae ane ioe, ae 
0 8 i A RI NO John Beinincasa, 2373-86th St., Brook- Se user ae wet "tee 

” lyn, N. Y. World Jeweler’s Exchange, Inc., 
Bowery, New York. 








HAIRSPRING VIBRATING by Swiss ex- 
WANTED, second-hand 2 oz. pocket gold pert; flat 60c.; Suecume at send bal- 
scales in dozen lots. 343 15th St., N.W., ance wheel, balance bridge, stud and 
Canton, Ohio. collet; quick service. Louise Chetelat, 
64 W. 48th St., New York. Tel. Bryant 


9-8095. Miscellaneous. 


ANT N t i - 
Warne ive full particulars and lowest | GUARANTEED watch repairing (no Minimum charge (25 words) $1.50 
cash price. Address “D., 2997,” care cleaning machine), expert watch- Additional words, 5 cents a word 


Jewelers’ Circular-Keystone. makers; promptest service; trial 


order will convince, S. A. Peck & 
ATE > 
Co., 55 East Washington St., Chi- P. imate” aaatieet ae page 


WANTED, coin silver spoons, articles, cago, Ill. me your sketch or model; confidentia! 
advice; literature. Z. H. Polachek, 


pew | pieces, sterling silver, trays, tea and : 
coffee sets, complete, or part. Trois, 65 1234 Broadway, New York. 
Wall St., Norwalk, Conn. HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
— confidence at _— —_ me mer: 
el LEARN WATCH REPAIRING by doing 
f town accounts solici Holmes 
WANTED, ANTIQUE SILVER of every Protection. Haskel Melnick 19" Cliff St., Tn al yy Fo Me B 
description; teapots, creamers, bowls, New York. structors. For information write 
mugs, boxes, maces, spoons, etc.: . free Standard Watchmakers Institute, 111 
appraisal. Frank S., Schwarz, 1219 West 111th St., New York. 
Boardwalk, Atlantic City, N. J. ACCURATE HAIRSPRING vibrating flat, 
65 cents; breguet, $1; send whee 
bridge; this price applies to all makes 
and sizes; we unconditionally guarantee WATCHMAKERS! aseprenee your ability 
our hairspring vibrating to run from on through _ the highly recommended 
WANTED TO BUY, one dozen or less time to within three minutes a day; also books: ‘‘Rules and Practice for Adjust- 
knives Indian N.L.P. ogee made by balance staff fitting, $1; try us once and ing Watches” and ‘Practical Balance 
Gorham Whiting Divis Address “‘C., judge for yourself. The H. & T. Steffes and Hairspring Work’’; circulars free. 
2996,’ care Jewelers’ Circular-Keystone. Co., Box 711, Springfield, Ill. Walter Kleinlein, Waltham, Mass. 


92 THE JEWELERS’ CIRCULAR—KEYSTONE 
for June, 1935 





















































* §= we 





Prof. Kerr Addresses New York Gem Society on 
Detection of Synthetics 


Dr. Paul F. Kerr, gemologist and associate professor 
of mineralogy, Columbia University, spoke before the New 
York Chapter of the American Gem Society at a meet- 
ing held May 23 in the Jewelers 24 Karat Club Room, 
608 Fifth Ave., on the methods of distinguishing synthetic 
from genuine gems. About 25 members of the retail and 
wholesale trades were present. The jewelers showed 
jntense interest in Professor Kerr’s remarks, and ap- 
plauded with vigor at the close of his lecture and demon- 
stration. 

Following the address, Kenneth I. Van Cott presided, 
while the constitution suggested by the national organiza- 
tion for use by local bodies was adopted. Election of 
officers was then held, the following men being chosen 
to serve: 

President, K. 1. Van Cott (Marcus & Co.) ; vice- 
president, Richard H. Van Esselstyn (Mirabeau C. 
Towns) ; treasurer, Jack Gordon (Avvocato & Tuch, 
Inc.) ; secretary, J. Arnold Wood (Poughkeepsie) ; mem- 
ber of executive board, Frank L. Spies (Handy & Har- 
man). 

Mr. Van Cott spoke briefly to outline in tentative form 
the activities in which the Society will engage. A mini- 
mum of four meetings a year are planned, with the next 
one scheduled for next October. Dues are to be $6 
annually, $3.50 of which covers membership in the na- 
tional organization, the American Gem Society, which 

includes subscription to the semi-monthly publication, 
Gems and Gemology, while the remainder will be used 
to defray expenses of the local chapter. 


Greetings from B.1.A. to H.I.A. 
(From page 81) 


annual meeting, but he would have telegraphed in these 
terms, had he been aware of it; and I did not know of it 
—would never have heard of it—but for John Ahearn 
and his group of enthusiastic young men who swept me 
into one of the weekly meetings of the Horological Society 
of New York, with the result that I was carried off to 
Washington for the annual meeting of the Horological 
Institute of America. 

There I was rewarded by the excellent addresses of 
Mr. Watson Davis and Captain Hellweg of the Naval 
Observatory, and honored beyond all expectation and be- 
yond all deserts, by being elected an honorary member of 
your institution. Gentlemen, I thank you; and I would 
have you know that I value this honor as a reward for 
a long and active life spent in the service of your pro- 
fession. 

What an opportunity this is for giving you a message 
from your fellow craftsmen in the old country! It is one 
I cannot resist. Your Institute is based on sure founda- 
tions ; and has already acquired much prestige and dignity. 
Hitch your wagon to a star, or in other words, continue 
to foster lofty ambitions. Among these, the greatest need 
of the present day is the legal recognition of the status of 
your profession. Your government does not permit in- 
competent doctors and dentists to mangle your bodies 
and your teeth; and should stop incompetent repairers 
from mauling your watches. 

You alone can initiate such legislation, since you alone 
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bear the title of the Horelogical Institute of America. 
That title and that duty, in my opinion, demand affiliation 
of all the horological associations in America, to your 
central institution at Washington. You are destined to 
become the examining body for the nation, and to grant 
its certificate. Keep this always in mind, and redouble 
your educational efforts. Seek out men of “Cabinet Rank” 
for your council, but shun politicians, don’t waste time on 
trivial matters, and avoid quarreling like the plague. 


Merchandise Market 


Elgin Announces New Moisture-Proof Watch 


Placed on the market this month, the new Elgin sport watch 
has already shown that it will be profitable to dealers during 
the slow summer months. This new model was designed 
especially to meet the needs of America’s enthusiastic sports- 
men . . . but it is finding favor, too, with the men who have 
to take their outdoors in smaller measure. To T. Albert 
Potter, president of Elgin, goes much of the credit for de- 
veloping the new watch. As skipper of the yacht Revenge 
Mr. Potter felt there was a real need for a timepiece like this 
. compact, accurate and moisture-proof. Last year the 
Elgin designers began to work on the idea, and the Elgin 
sport watch is the result. The 15 jewel, star-timed movement, 
ticks off the hours with traditional Elgin accuracy. The case, 
a scientific development, excludes moisture with a barrier of 
oil. According to designers, it will not be necessary to renew 
this protecting oil oftener than once a year. 





Contest for Jewelers and Watchmakers Instituted 
By C. & E. Marshall Co. 


A most interesting contest for jewelers and watchmakers has 
been instituted by the C. & E. Marshall Co. of Chicago, manu- 
facturer and importer of jewelers’ and watchmakers’ supplies, 
which will be known as its “Watchmaker’s Genuine Material 
Prize Contest” and will be launched June 1 to continue until 
August. 31. 

The contest will be open to all watchmakers as well as store 
owners who are watchmakers but will except employees of 
both the C. & E. Marshall Co. or any other material house or 
watch company. 

Any contestant can receive without cost from the Marshall 
house, an official entry blank on which he is only to write a 
simple statement giving his best reason “Why It Pays to Use 
Genuine Material” and using 10 words or less. Every watch- 
maker understands the advantage of using genuine factory 
parts in repairing watches. They fit more accurately and re- 
quire less time because alterations. are unnecessary. He ex- 
plains this in a few words. 

For the best answers, the house is offering $2,000 in prizes, 
$500 goes as a first prize, to be followed by 610 other prizes 
running from $100 down to $1. The judges of the answers will 
be three men prominent in the watch business, Wm. B. Brill, 
sales manager, Material Department of the Elgin National 
Watch Co.; H. A. Ruthart, Material Sales Manager of the 
Waltham Watch Co., and G. R. Watts, Material Sales Man- 
ager of the Waltham Watch Co. 

Every contestant will receive free an attractive three-color 
window transfer, 4 x 33%. ‘This is in the form of a shield on 
the upper part of which is printed “Expert Watch Repairing” 
and in the center, “We Use Only New Parts Made By the 
Factory That Made Your Watch.” This decalcomania will 
prove attractive to the window. All the leading watchmakers 
are reported to have endorsed the idea of this contest and the 
firm has been complimented alike by the leading retailers and 
publications of the trade. 


Walter I. Cowlishaw, silver manufacturer at 36 Lin- 
coln St., Boston, Mass., together with his wife, have been 
accepting congratulations from their friends throughout 
the country on the celebration of the golden anniversary 
of their wedding. 
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Final Decree Entered in “Rogers” Suits 


Decision in Litigation Between International Silver Co. and Oneida 
Community Ltd., Filed in United States District 
Court at Utica, N. Y. 


Utica, N. Y., May 13—The final de- 
cree in the litigation between the Inter- 
national Silver Co. and the Oneida Com- 
munity, Ltd., covering the rights of each 
to their “Rogers” trademarks and the 
right to their use of the word “Rogers,” 
was signed by Judge Cooper in the 
United States District Court, May 10, 
and filed May 11 in the clerk’s office of 
the United States District Court in this 
city. 

This is the mandated decree as finally 
settled by the United States Circuit Court 
of Appeals of New York. This action 
which was started about three years ago 
on the claims of the International and 
the counterclaim of the Oneida Com- 
munity, Ltd., was tried and the case 
closed May 20, 1932. A decree was 
rendered by Judge Cooper in March, 
1933, and an appeal sent to the United 
States Circuit Court of Appeals, which 
was decided August 17, 1934. This up- 
held Judge Cooper’s opinion with certain 
modifications. Both litigants sought to 
bring the case up to the United States 
Supreme Court on writs of certiorari 
but these were refused.. 

The decree of the District Court as 
modified by the United States Circuit 
Court of Appeals, is now final and reads 
as follows: 


INTERNATIONAL SILVER COMPANY 


Plaintiff 
vs. 
ONEIDA COMMUNITY, LIMITED 
Defendant 


FINAL DECREE ON MANDATE 


This cause came on to be further heard at 
this Term of Court on_the Mandate of the 
United States Circuit Court of Appeals for 
the Second Circuit, dated May 3, 1935, and 
thereupon, upon consideration thereof, it was 

ORDERED, ADJUDGED and DECREED 
that said Mandate be entered herein and that 
the same be and hereby is made the order of 
this Court; and it was further 

ORDERED, ADJUDGED and DECREED 
that the Final Decree entered herein on or 
about April 26, 1933, be and the same hereby 
is modified to read as follows, viz.: 

1. Plaintiff is the successor of the Rogers 
companies with which the original Rogers 
brothers were associated and which used the 
following original Rogers trade-marks: ‘1847 
Rogers Bros.,” “(Star) Rogers & Bro.,” “Wm. 
Rogers & Son,’ ‘‘(Anchor) Rogers (Anchor),” 
“Wm. Rogers Mfg. Co.” and “1865 Wm. 
Rogers Mfg. Co.,”’ and plaintiff now owns and 
uses said marks. 

2. Defendant is the successor of Wm. A. 
Rogers who began business in 1894, and of his 
successor, Wm. A. Rogers, Limited, both of 
whom used the following marks: “Wm. A. 
Rogers”; “Wm. A. Rogers” followed by ‘“R” 
in a_ horseshoe; “1881 (Wreath) ogers 
(Wreath)”’; (Wreath) Rogers (Wreath)” with 
1881” above and ‘“‘Quadruple Plate New York 
Citv” below; “‘(Wreath) Rogers (Wreath)” on 
cutlery only; “Heirloom Plate”; ‘(Maltese 
Cross) W. R. (Keystone)”; and “R. S. Mfg. 
Co.”; and defendant is also the successor of 
Simeon L. & George H. Rogers Company, which 
used the marks “Simeon L. & George H. Rogers 
Company” and “S. L. & G. H. R. Co.,” and 
defendant itself has used the marks “Wm. A. 
Rogers Heirloom” and “Wm A. Rogers Heir- 
loom C,” the latter having the “Wm, A.,” the 
“Rogers,” the “Heirloom” and the “C” por- 
tions thereof enclosed within separate lozenges. 

3. Plaintiff is estopped from restraining de- 
fendant from using the above named marks, or 
other marks having the name “Rogers,” or 
such marks with added quality or grade marks 
or symbols such as “A 1,” “XXX,” “overlaid” 
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or “‘sectional,”’ etc., and selling goods so marked 
as “Rogers” goods, subject to the conditions 
hereinafter contained. 

4. The defendant has been guilty of unfair 
competition by giving instructions to its sales- 
men and making statements in its advertising 
calculated to cause defendant’s customers sell- 
ing defendant’s goods to advertise such goods 
in a manner calculated to lead the public to 
believe that such goods were associated with 
those of the original Rogers brothers or their 
successors. 


5. Plantiff has been guilty of unfair competi- 
tion by making misrepresentations in advertis- 
ing and in letters to dealers, to the effect that 
plaintiff is the only concern whose goods may 
be sold as “Rogers,” and that it is unfair 
competition to sell defendant’s goods as 
“Rogers,” and that there are or were injunc- 
tions or adjudications in force against selling 
defendant’s goods as “Rogers,” and that dealers 
will be guilty of “contempt of court” in selling 
or representing defendant’s goods _ to 
“Rogers” goods. 


6. That an injunction be issued out of and 
under the seal of this Court perpetually re- 
straining the defendant, its officers, directors, 
employees, agents and attorneys, and all others 
acting for, through, with or under it: 


(a) From selling or offering for sale any flat 
ware marked with marks containing the name 
“Rogers” or with the initial marks “‘(Maltese 
Cross) W. R. (Keystone),” “S. L. & G. H. R. 
Co.,” or “R. S. Mfg. Co.,” or from represent- 
ing that any such ware is Rogers ware, except 
when defendant’s own name, either as successor 
of Wm A. Rogers, Ltd., or as successor of 
Simeon L. and George H. Rogers Company, 
or as manufacturer, appears in any and all 
advertising and upon all cartons or containers 
in which goods bearing these marks or bearing 
the name “Rogers” are supplied, and, if the 
ware be guaranteed, except as defendant’s name 
as successor or manufacturer shall appear upon 
the guaranty, such name of defendant in either 
instance to be displayed with sufficient proximity 
either to the name of such predecessor, or to 
said trade marks, or to the name “Rogers,” in 
type of sufficient size, to make it clearly ap- 
parent that such goods are the goods of de- 
fendant and no one else and that the defendant 
is the successor of such predecessor or the man- 
ufacturer of such goods, and except as sales to 
dealers or other parties disposing of such ware 
shall be accompanied by written notices in un- 
mistakable terms that the ware must not be sold 
or represented as Rogers ware except as Rogers 
ware manufactured by the defendant (using its 
corporate name), and from selling or offering 
for sale any ware with new marks containing 
the name “Rogers” except as defendant shall 
inscribe upon the plate the defendant’s corporate 
name, either as successor or manufacturer. 


(b) From further distribution of literature 
purporting or represent to be copies of or 
simulating national advertising unless the same 
are copies or reprints of actual national adver- 
tising by defendant, and carry thereon the name 
and date of the periodical in which said ad- 
vertisements appeared, and from doing any other 
acts or making any other representation’ cal- 
culated to mislead the public respecting national 
advertising of defendant’s Rogers ware. 


(c) From any use of the word “Genuine” in 
connection with the word “Rogers” as relating 
to ware made or dealt in by defendant and from 
encouraging or aiding others so to do; and from 
representing or encouraging and aiding others 
so to do, that defendant’s “‘Rogers” ware is the 
‘Famous Rogers’ ware or the ‘Celebrated 
Rogers” ware, except when such representation 
is accompanied by a plain statement to be ap- 
proved by the Court, that such ware is not the 
ware of plaintiff as successor in business of the 
early “Rogers” concerns; and from representing 
or encouraging or aiding others so to do, that 
the defendant’s ware is the real or the true 
“Rogers” ware, except under like conditions; 
and from using any other words or statements 
tending to have the effect of inducing purchasers 
to understand and believe that defendant’s ware 
is the ware of the plaintiff. 


7. That an injunction be issued out of and 
under the seal of this Court perpetually re- 
straining the plaintiff, its officers, directors, 
agents, employees and attorneys, and all others 
acting for, through, with or under it: 

(a) From stating directly or indirectly to the 
trade or the public or in any manner advertis- 
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ing or claiming that plaintiff is the sole or only 
concern whose ware may be advertised or sold 
as Rogers, or from stating that it is unfair 
competition to advertise or sell as Rogers, de- 
fendant’s ware marked with any of defendant’s 
marks or with the name “Rogers,” provided, 
however, the cartons or containers bearing the 
same or the name “Rogers,” and the advertise- 
ments thereof, are marked with the name of 
defendant as successor or manufacturer, and 
written notices are given to dealers and others, 
and plate bearing new trade marks containing 
the name “Rogers” is inscribed in the way 
hereinbefore directed; or from stating in ad- 
vertising, or otherwise in trade, directly or in- 
directly, that there are or ever were any in- 
junctions or adjudications in force against such 
advertising or sale by the defendant or its 
predecessors, or that anyone will be in contempt 
of court for thus advertising or selling de- 
fendant’s ware. 

(b) From using the word “Genuine” in con- 
nection with any use of the name Rogers, with 
or without the word “Original,” or with or 
without any words, marks or symbols and from 
encouraging or aiding others so to do. 

(c) From in any manner stating or assert- 
ing in advertising or selling plaintiff's table ware 
that plaintiff is the sole or only maker of Rogers 
goods, or the maker of real Rogers goods, or 
the sole or only maker of real Rogers goods, or 
any similar statement or assertion and from 
encouraging or aiding others so to do unless 
plaintiff also states that it is the only maker 
of Rogers goods except Rogers goods made by 
the successor of Wm. A. Rogers, Td, or unless 
the statement is qualified by language approved 
by this Court that defendant also has the right 
to designate certain of its goods as Rogers goods, 
but plaintiff shall have the right to represent its 

oods bearing the long used trade marks used 
y its predecessors and now used by plaintiff 
as the only original Rogers goods and itself as 
the only maker of original Rogers goods, but 
plaintiff shall not use the phrase “sole and only 
original” in connection with its Rogers goods or 
in connection with itself as the manufacturer of 
Rogers goods. 

8. That plaintiff is hereby directed to send by 
registered mail a copy of writ of injunction 
to be issued herein directed to the plaintiff to 
each and every a, firm and corporation to 
which it sent a letter containing any statement, 
the making of which is enjoined under sub- 
division (a) of the preceding paragraph of this 
decree, and if any letter accompanies such copy 
of the writ of injunction, then such letter is 
to be approved by the Court after service of 
same on defendant’s attorneys. 

9. The defendant shall have sixty (60) days 
from the date hereof in which to change its 
advertising, cartons and containers to conform 
with the requirements of the foregoing section 
(a) of paragraph 6 hereof, except that de- 
fendant shall not, during such sixty (60) days, 
issue or publish any new advertising matter, or 
issue or distribute any cartons, containers or 
guarantees, which it has not now on hand, un- 
less the same conform to the requirements of 
section (a) of paragraph 6 hereof. 


10. Under the circumstances disclosed by the 
evidence in this case, neither party is awarded 
any recovery for damages or profits or costs. 

FRANK COOPER 
U.S.D.J. 
Dated: May 10th, 1935. 


Do You Recognize This Mark? 


Cuicaco, Itt., May 14—Does any retail 
jeweler recognize the number “C 633” 
which appeared on a watchcase as either 
a sales record or a repair record? If 
so, he is urged to write to Allan A. 
Myers, Criminal Investigator of the 
State’s Attorney at Wheaton, Du Page 
County, Iil. 

On Jan. 6, 1935, there was a murder 
in Du Page County, a body being placed 
in an old barn and burned. All that was 
found was an Elgin wrist watch No. 
32,166,666 in case No. 0,211,813, size 6-0, 
grade 428. 

The watch was in a chrome nickel 
case manufactured in 1928 and sold by 
the Elgin Co. in February, 1929. The 
case contains the mark “C 633” and it is 
hoped by the authorities that some 
jeweler might recognize it and give them 
an idea as to the person to whom it was 
sold, and thereby give them a chance 
to help identify the murdered man. 


FOR THE BRIDE 


MIKIMOTO Cultivated Pearls; 
the product of infinite patie 
and fastidious selection. Até 
MIKIMOTO Pearl colony of AIS 


sea acres in Japanese waters, } : 
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symmetry, lustre and loveliness. 
retailers may sell them at prices 
offer irresistible value. 

Take advantage of the extra profi 
that MIKIMOTO Cultivated Pea 
can bring you. .. . Display, featu 
and sell them NOW! 


If you cannot personally visit ¢ 
New York, Chicago, or Los Ange 
office, we invite your inquiry by me 
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